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THE FUTURE IS HERE js 


The Web already has changed everything, Peter G. W. 
Keen writes. But IT may be missing the boat. Page 52 


PLAYING POLITICS HACKER IN THE MIRROR 


Mastering office politics is not only career- A hacking class shows how tempting - and easy - it is to 
critical; it’s also fun! Page 58 crack corporate systems. Page 78 
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ONLINE BUSINESS 
TRADES RAMP UP 
AT FRANTIC PACE 


Weak back-end links 
mitigate price benefits 


BY JULIA KING 
Last week, it was the 
lion lumber industry. Just 60 
ChemConnect Inc.’s 
change 


it has 


$400 bil 
days 


worldwide chemical ex 
was launched. Already 


New Digital Bazaars 


eta d 


ago, 


2,500 traders and $25 million in 
goods yn its site 

A huge e-commerce 
is taking shape on the 


ness-t¢ 


listed « 
story 
busi- 
front, where 
is expecte d to 
from $109 bi 


$1.3 trillion by 


»-business 
revenue soar 
llion this year to 
2003, according 
to Varda Lief, an analyst at For 
rester Research Inc. in C 
bridge, Mass. 


But beyond 


am- 
being a great 
place to match buyers and sell- 
good price, compa- 
nies shouldn’t look to the fast- 


ers to geta 


growing sprawl of digital mar- 
ketplaces for any broad gains 
in efficiency — at least not yet 

In recent weeks, more than a 
half-dozen new online indus- 
and trading ex- 
launched, in- 


try auctions 
changes were 
cluding e-Wood (www.e-wood 
com) for lumber and building 
materials and Scana Resources 
(www. 


Scana Online 


Business Trades, page 97 
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USERS DECRY BIG 
MCI/SPRINT DEAL 


Network managers fear WorldCom merger 
will reduce bids, harm customer service 


BY MATT HAMBLEN 

Wall Street was dazzled. But 
corporate network managers 
said they’re worried that MCI 
WorldCom Inc.’s proposal to 
Sprint Corp. for $129 bil- 


lion will mean fewer choices 


buy 


and worse customer service 


“This merger is negative for 


every single business user in 


the U.S.,” said Lisa Pierce, an 
Inform 
Group Inc. in ¢ 
Mass. * 
prices 
you W 


analyst at Giga ation 
ambridge 
Instead of three bids for 
and network designs, 
ill get only tw 

The combination 


No.2 and No.3 long-distance 


of the 


telecommunications 
MCI/Sprint Deal, page 97 


Carriers, 


H-B MISCOUNT MAY ALTER 00 QUOTA 


INS blames software 
for breaking visa limit 


BY KIM S. NASH 
Software glitch ind possibly 
he Immigra 


Ser- 


human error 


tion and lization 


E-RETAILERS REV 
UP OUTSOURCING 


They focus on core apps 
as others host systems 


BY CAROL SLIWA 
Jonathan Bulkeley, CEO of 
ym LLC 


ommerce 


Barnesandnoble.c« , has 
seen the future 
infrastructure him, it’s 
outsourcing 

ig to be in the 
server Bulkeley last 
week declared to a Fall Inter- 
net World audience 
the content, 
experience. But I 
to power it 


“We're not gx 


business, 


‘I want to 
run the interface, 
the user 
don’t want to have 
myself.” 
EBay Inc. 
Outsourcing, page 16 


agrees. On Friday, 


vice caused the agency to grant 
10,000 to 20,000 too many H-1B 
visas in fiscal 1999, the INS 
confirmed last week. 

The mistake 
limbo and 


leaves some 
workers in has 
reignited tempers among 
politicians and companies al- 
ready 
and how 
visas for overseas workers, at a 


fighting about whether. 


to limit the coveted 


people from 

come to the 

specific usually 
ecn job s. ( 
d H-i as at 115 


2000. By 


yngress has 
000 tor 
issuing too 
INS 
10ta. Or 


many in fiscal 1999, the 
could cut into 2000's qu 


those 10,000 to 20,000 extra 


visa holders could be told to 
stop work and go home 


H-1B Miscou 


THE VIEW FROM 


WALL STREET 


by 


MONEY MANAGER PIMM FOX 
says stock analysts aren't 
interested in me-too IT projects 


Can technology invest- 
ments give your compa- 
ny a boost in the stock 
market? Many stock ana- 
lysts are clueless about 
IT, reports Kathleen 
Melymuka, so the trick is 
to educate Wall Street 
cynics about IT’s contri- 
bution to the bottom line 
and long-term corporate 
strategy. 

Report begins on page 54. 





Only One 
Anti-Virus Is 
100% Ellective. 


Anti-Virus 
Solution 


_ MAY 1999 


Computer 
Associates 


Associates 
Viruscan 


Symantec 
Norton 
Anti-Virus 
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Software superior by design 


JULY 1999 


| July 1999 


SEPT. 1999 


[ Sept. 1999 l 


www.virusbtn.com 
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Only Inoculate/T “ was certified by Virus Bullet 
detect 100% of viruses “in the wild” for in 
onsecutive tests 

But that’s neat 1e be 
ery aspect, Inoculate/ 
far behind aaa detects and cures more 


deginning. In virtually 
T leaves the competition 


viruses 
Inoculate/T is the premier anti-virus solution 
for heterogeneous networks, offering centralized 
agement, realtime cure, automatic virus sig- 
nature updates, extensive alerting, Internet and 
nessaging system protection, and Windows 2000 
( ——- Inoculate/T is developed by the 
company that protects critical data for the world’s 
largest organizations — and CA's exten- 
sive network of global virus 
research centers provides 
the fastest response to any 
new viruses 
And even though the 
virus threat is continually 
changing, you can rest easy knowing that an 
novative Heuristics Engine is providing defense 
against unknown viruses. Inoculate/7 also protects 
your systems from malicious Java applets and 
ActiveX controls 
To find out just how easy and affordable 
it is to upgrade to the best virus protectior 
call us at 1-877-2 GO FOR IT or visit 
www.cai.com/ads/getavnow 
There's only one. 


Inoculate/T 





In 2000, Y2K project managers like 
Kelly Services’ Kyle Duncan may have 
their pick of hot jobs in e-commerce or 


other key projects. Skills Scope, 
page 84 


VISUALIZE THIS 


QuickStudy: Data visualization tools help 
users make sense out of complexity. Page 77 
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and-mortar counterparts for 
logistics and distribution nets 
that would take too long for 
them to build themselves. 


BANKS ESTABLISH a virus 


and security-threat network to 
help shield critical industries 
from attack. 


BAAN PROMISES to ship 


long-awaited tools to link its 
ERP with other business apps. 


MICROSOFT UNVEILS an 


ambitious new version of 
Exchange; users say they can’t 
use its choicest features. 


WAL-MART DELAYS 
e-commerce site, opting to 
miss holiday shopping rather 
than risk annoying customers. 


IT DEPARTMENTS fail to 


meet business needs at 85% of 
organizations, a study claims. 


OPINION 


E-BUSINESS infrastructure 
is filled with black holes and 
showstoppers, writes Alex Tor- 
ralbas, who offers 12 steps to a 
better e-environment. 


IT COMPANIES have moved 


beyond offering services — 

they’re outsourcing for whole 
industries and sometimes tak- 
ing o over, r, John Gantz warns. 


MORE 

Editorial/ Letters... . 30, 31, 38 
How to Contact CW ...... 96 
Shark Tank 

Stock Ticker. 

Company Index 


4a 


CHEMICAL MAKER leads 


customers online, 
mation services to its com- 
modity business model. 


MERGERS POSE a threat 


to the thin profit margins of 
supermarkets — unless IT 
people can make the tech 
nology fit the new business 
strategy. 


TELECOMMUTERS chal- 
lenge IT, which struggles to 
keep tabs on mobile devices — 
but it can be done. 


USERS IGNORE the new re- 
alities of internet-based busi- 
ness and will certainly regret 
it, Peter Keen warns. 


WHAT'S IT LIKE to work at 
eBay? Nice, but 10 hours is a 
typical day. What’s a long day? 
Overnight. 


WALL STREET ignores 
technical muscle when it 
values a stock — often even 
when IT is central to the 
business. 


OFFICE POLITICS topple 
the unwary. Do you have what 
it takes to campaign your way 
to the top? 


BUSINESS QUICKSTUDY: 
Venture capital can yield hot 
technology from start-ups, 
not just the profits VCs are 
hoping for. 


Y2K CLAUSES in leases can 


set the user up to be more of a 


fall guy than the manufacturer, 


Joe Auer explains. 


adding infor- 


67 


NETWORKS 
THE NEXT VERSION of 
Microsoft Exchange adds more 
robust data management and 
gives a nod to the instant mes 
saging phenomenon — but 
only under Windows 2000 


HARDWARE 
WINDOWS CE gets a boost 
from a tool kit that makes 
building graphing applications 
for CE-based handhelds easier. 


IBM PLANS a new genera 


tion of chips to handle the 
server loads created by Inter- 
net use and e-commerce. 
SOFTWARE 

USERS CAN MODEL and 
test the Active Directory struc- 
ture in Windows 2000 using a 
new tool set from Entevo. 


NEW INSTALLATION tools 


from Microsoft and others 
can ease crashes caused by 
conflicting Dynamic Link 
Libraries. 


MICROSOFT gets lots of 


press because it knows how to 
work the system, says reviews 
editor Russell Kay. 

SOFTWARE 

J. D. EDWARDS is using 
batch interfaces now and, even- 
tually, faster message-based 
links to connect its ERP soft- 
ware with other applications. 


EMERGING COMPANIES 


START-UP SYNCRA sofi- 


ware thinks it has found a way 
to help companies share sup- 
ply-chain data without opening 
their books to competitors. 


TIMOTHY 
MCVEIGH WAS 
ABLE TO GET 
INFORMATION 
ABOUT 
BUILDING 
A BOMB 
OFF THE 
INTERNET, SO 
WE HAVE TO 
BE CAREFUL 
ABOUT WHAT 
WE POST. 


EXPLOSIVES MANUFACTURER 
SEE PAGE 24 
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IBM Shutters PC Unit 


IBM last week folded its consumer 
PC division into its Personal Sys- 
tems Group. A spokesman declined 
to elaborate on the reasons for the 
move, which didn't surprise ana- 
lysts in light of the PC group’s loss 
of nearly $1 billion last year. IBM 
“has never been that successful in 
the PC consumer market,” said 
Andy Brown, a research analyst at 
international Data Corp. in London. 
Layoffs are expected. 


Philips Kills Nino 

Philips Electronics NV in the 
Netherlands will discontinue its 
Windows CE-based Nino handheld 
computer line, a company 
spokesman said last week. The 
company plans to concentrate on 


small voice and data products such 
as smart phones instead. 


PARES EST) RR ED a RO 


Xerox Fires Surfers 


Xerox Corp. last week fired about 
40 employees for “excessive mis- 
use of the Internet,” a company 
spokeswoman confirmed. Dis- 
missed employees were viewing 
pornographic Web sites, gambling 
and buying goods. About four-fifths 
of Xerox's 52,000 employees in the 
U.S. have access to the Internet. 


soem irre 


New CEO for Gartner. 


On the eve of its big Symposium/ 
ITxpo conference in Orlando this 
week, Gartner Group Inc. named 
Michael Fleisher to take over as 
president and CEO. The 34-year-old 
Fleisher replaces William Clifford, 
who left the Stamford, Conn., con- 
sulting company to join an Internet 
start-up. Fleisher has been at the 
company for seven years and be- 
came its chief financial officer in 
February. 


SIE PO LOR ATED IERIE BD oO 


Novell, AOL Offer 
Corporate Chat 


Novell Inc. and America Online Inc. 
last week joined to launch Instant- 
me, an instant messaging product 
for corporate use. The software is 
compatible with AOL's Instant Mes- 
senger and is integrated with Novell 
Directory Services and DigitalMe 
electronic identity card. 
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CA and CSC Sign 
‘Truce, Renew Ties 


CSC gains access to Platinum tools as 
companies end takeover-related lawsuits 


BY SAMI LAIS 


OMPUTER Associ- 
ates International 
Inc. and Comput- 
er Sciences Corp. 
(CSC) publicly 
buried the hatchet last week, 
oft 
against each 


nouncing an expansion of their 


pending lawsuits 


other and an- 


calling 


global software licensing 
agreement. 

Che lawsuits stemmed from 
CA's attempt last year to create 
an experienced professional 
services division by acquiring 
El Segundo, Calif.-based CSC 

CSC fought off the takeover 


in a bitter and litigious battle 


N.Y.-based 
soft- 


Islandia, 
management 


with the 
enterprise 
ware giant. 
The new agreement is an ex 
pansion of a 1995 strategic al- 
liance between the companies. 
It brings to CSC and its cus- 
tomers the fruits of CA’s June 
acquisition of Platinum Tech- 
nology Inc. CSC can li- 
cense Platinum’s tools, which 
include sophisticated database 
and systems management soft- 


now 


ware. 

Analysts said it’s a win-win 
situation. “It stops sapping re- 
sources that could be better 
used to develop software and 
support,” said Michael Dortch, 


an analyst at Robert Frances 
Group Inc. in San Francisco. 
CSC’s agreement with Plat- 
included few 
CSC spokesman said. “Now we 


inum tools, a 
can offer the whole range. It’s 
one more arrow in our quiver.” 


Service Is What Counts 


But customers might not 
know the difference. Opera- 
tions that oil company Conoco 
Inc. in Houston outsources to 
CSC are completely handled 
by CSC, said Brent D. Meyers, 
a Conoco information technol- 
ogy manager. 

Still, some IT managers may 
reap tactical rewards. 

“If I'm a CIO who's been 
looking at CSC to do some out- 
sourcing but holding back be- 
cause I’m using CA tools, this 
has got to knock out those final 


Online Start-Ups Snap Up Off-Line Distributors 


some serious IT upgrades. 
Tom McGovern found that 


But IT upgrades may 
be needed, some say 

BY CRAIG STEDMAN 

Since 


selling home furnishings on 
the Web in July, its furniture 


have been 
| Jt “ 


Living.com Inc. began 


orders 
processed at a very 
real-world loca- 
tion: a 60-year-old 
retailer in the heart 
of North Carolina’s 
furniture country. 
Living.com had 
bought the brick 
and-mortar com- 
pany 
year to get a jump 
up the 


earlier this 


on setting 
warehousing, ship- 
ping and customer 
service operations 
that 
ers need 


retail- 
behind 
the scenes. But 
make it work, big 


online 
to 
changes in infor- 
mation technology 
were needed at the North Car- 
olina site. 

“We went in and threw away 
every piece of electronic 
equipment they had,” said An- 


dle 


Onlin 
Logistics 


drew Kass, director of technol- 
ogy at Living.com in Austin, 
Texas. “They weren’t a very 
high-tech company. They had 
no need to be one [before ].” 
Living.com installed new 
PCs and hooked the facility in 
Randleman, N.C., to a central 
server that runs Oracle Corp.’s 
Web-based 
SEM prise 
planning applica- 
tions. But being 
able to take advan- 
tage of the logis- 
tics and customer 
service operations 
that Shaw Furni- 
ture Galleries had 
in place 
mail-order 


business 


enter- 


resource 


for its 
own 

catalog 

was worth the ef. 
fort, Kass said. 

Other e-com- 

merce 

are finding them 

selves in the same 

position. Working 

with 

distributors 

help online retailers get up and 

running faster than if they 

started from scratch on the lo- 

gistics side, but the brick-and 

mortar companies may need 


start-ups 


established 
can 


out after his online pet-sup- 
ply company, then called Pet- 
Jungle.com, bought a small dis 
tributor in Southern California 
last spring. The original plan 
was to build that up into a full- 
blown warehousing and ship 
ping operation. 

“We were going down that 
path fast and furious,” McGov- 
ern said. “But it would have lit- 
erally required years. And a lot 
of our dough would have been 
caught up in there.” 

Two months later, opportu 
nity came knocking in the form 
of pet-supply retail giant Pets- 
mart Inc. The two companies 
set up an online joint venture 
that processes the vast majori- 
ty of its orders through a state- 
of-the-art Petsmart distribu- 
tion center in Rochester, N-Y. 

“Our little operation pales 
next to that,” said McGovern, 
who is now CEO of the Pets- 
mart.com joint venture in 
Pasadena, Calif. And leaving 
the logistics to Petsmart lets 


the online company focus on 


its Web site instead of on man- 


aging product inventories, he | 


added. 
ENutrition.com Inc., which 
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objections,” Dortch said. 

The year-and-a-half-long 
drama is not unlike the battle 
that followed CA's takeover at- 
tempt of Electronic Data Sys- 
tems Corp. in 1991, said 
Jonathan Eunice, an analyst at 
Illuminata Inc., a consultancy 
in Nashua, N.H. When the dust 
from those suits and counter- 
suits settled, the two compa- 
nies “came together and did 
some really good work around 
{CA management and applica- 
tion development software] 
Unicenter TNG and Jasmine,” 
Eunice said. 

Such dramas fun 
watch, but companies make 
more money working togeth- 


“are to 


er,” he said. 

The suits had been trickling 
to an end. In August, the U.S. 
District Court in Los Angeles 
dismissed claims brought by 
CSC against CA, finding no ev- 
idence that CA had used confi- 
dential CSC information in its 
takeover attempt. The court 
also dismissed CA’s counter- 
claims against CSC for interfer- 
ence with the tender offer. D 


began selling vitamins and nu- 
tritional supplements online 
last March, wrote a custom or- 
der-management and shipping 
application in Visual Basic so a 
distribution company that it’s 
working with can handle the 
expected order volumes. 

Jared Wolfe, director of op- 
erations at ENutrition.com, 
which is based in Woodland 
Hills, Calif. said it is 
mulling the idea of licensing 
the software to other online re- 
tailers that want to use brick- 
and-mortar distributors. D 


now 


Clarification 


In a Sept. 20 News brief (“Soft- 
ware Upgrade Caused MCI Out- 
age,” page 4), an MC! World- 
Com Inc. spokeswoman said all 
MCI customers would receive a 
credit whether they were affect- 
ed by an August frame-relay out- 
age or not. On Friday, spokes- 
woman Debbie Caplan said the 
20-day credit applied only to 
customers of MCI WorldCom's 
legacy WorldCom frame-relay 
network. “All customers served 
by the legacy WorldCom frame- 
relay platform were proactively 
issued a 20-day credit on their 
September invoice,” Caplan 
said in a statement. 
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SyncSort tames the data beast 
and slashes data warehouse load time by up to 90%. 


Data warehouse staging can be really wild. You have 
data from different sources, in different formats, sorted 
in different ways — a jungle of data to select, reformat, 


clean, standardize, aggregate, and sort. 


SyncSort whips that data into shape fast. Jobs that 
took days take hours, jobs that took hours take minutes. 
Designed for high volume, SyncSort speeds loads, reorgs, 
indexing, and sorted extracts for reports or handoffs. 





And SyncSort is available for all major platforms: 
UNIX, Windows NT; and mainframes. 


Tame the beast. 

For a trial copy of SyncSort and your 

FREE copy of 6 Data Warehousing 

Tasks Made Easier, call us at = 


(201) 930-8200, Dept. ASCWA or visit _— 
us at www.syncsort.com/a9cwa. syncsort 
oe # aaa, 
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Feds Want Industry 
‘To Help Protect Data 


But FBI says U.S. first must fix government 
security, fend off Russian cyberattack 


BY PATRICK THIBODEAU 
DERAL FFICIALS 
say they need private 
sector buy-in to pro 
tect critical public 
and private informa- 
tion systems. But the officials 


also acknowledged at a con- 
hearing last week 


t first take care of 


gressional 
that they mus 
problems, 


their own security 


including an ongoing cyberat 
tack 


Russia 


that is originating out of 
Testifying before a U.S. Sen 
iciary subcommittee 
Michael 


deputy assistant director at the 


ate Jud 


last week, Vatis, 


FBI and director of the Nation- 
al Infrastructure 
Center, confirmed a published 
report of an attack 
originating out of Russia aimed 
at government networks. The 
attacks have captured 


Protection 


ongoing 


“unclas- 
sified but still-sensitive infor- 
mation” about defense-related 
matters, he said. 

But of equal concern to the 
Subcommittee on Technology, 
Terrorism and Government In- 
formation is the ability of pri- 
vate industry to deal with 
threats. With so much of the 
nation’s critical infrastructure 
in private hands, a national 
plan to improve the federal 


Feds Trust Chemical Makers 
To Do Right Thing on Y2K 


Some companies plan holiday slowdowns 


BY PATRICK THIBODEAU 


Although hemical com 


some 
panies have decided to cut 
back or shut down operations 


» New 


a 
ul officials 


as a precaution over the 


Year's holiday, feder 


Protection 
ffice, said 
te to cease 
lid create more 
iny Y2K f 


erous thing 


ailure. 


chemical in justry is to 


procedures from what 
you normally said Makris. 
“That 


tential risk, not 


creates enormous po 
only in the 
shutting down but 


process of 
when you restart 

John Koskinen, who 
the Clinton administration's 
Y2K efforts, said any shutdown 


decisions should be left up to 


heads 


the company. “The important 
thing is for every company to 
assess its own situation, its risk 
both in operating and in shut- 
ting down, and then come to its 
own independent decision,” 
Koskinen said 
Monsanto Co. in St. Louis, 
a maker of herbi- 
pharmaceuticals, 


for instance, 


cides and 


Status Report 


® Federal officials are wor- 
ried about the Y2K readi- 
ness of small chemical 
firms, but most small chem- 
ical makers use manual 
batch processes that typi- 
cally aren't affected by Y2K 


® Large chemical companies 
are making good progress 


® States and local com- 
munities need to determine 
the readiness of local chem- 
ical makers and handlers 


government’s information se- 
curity, slated to be released in 
several weeks, will call for im 
provements in computer secu 
rity at private companies. 

private 
significant vulnerabili- 
attacks. “But we 


Vatis said systems 
“have 
ties” to 
shouldn't act as though the pri- 
vate sector doesn’t have its act 
together and the government 
does,” he added. “There are 
also significant vulnerabilities 
in government.” 

The plan is being prepared 
by the Critical Infrastructure 
Assurance Office (CIAO), a 
U.S. agency that’s coordinat- 
ing federal information secur- 
ity planning. The plan will 
seek the buy-in of private 
companies, largely through 
educational and outreach ef- 
forts instead of new laws and 


among other products, in- 
tends to put some of its chemi- 
cal processing activities in a 
“pause” mode, which would 
prevent any chemical 
immediately prior to 
midnight on Dec. 31. The com- 
pany is taking that step be- 
cause of the potential for out- 
side disruptions such as power 
loss, said John Ogens, a com- 
pany spokesman. 

Companies that mainly make 
chemicals via batch processes, 
which manufacturers 
greater control over the timing 


reac- 
tions 


give 


of production processes, will 
be helped by the holiday. 

For instance, at Rohm & 
Haas Co., a Philadelphia-based 
maker of specialty chemical 
products, plants are usually 
shut down during the holiday 
period for routine mainte- 
nance, said Carmen Ferrigno, a 
company spokesman. At a 
Houston plant that will be op- 
erating, production will be 
slowed, but that is typically 
done over the holiday, he said. 

But federal officials have lit- 
tle information about the Y2K 
readiness of small to midsize 


chemical makers and handlers | 


and continue to urge local gov- 
ernment 
mittees to contact local chemi 
cal producers and handlers. D 


preparedness com- | 


regulations [News, July 12]. 

Peter Browne, a senior vice 
president at First Union Corp. 
in Charlotte, N.C., 
erative approach between the 
public and private sectors will 
be more than a new 
government bureaucracy. The 
key is to “hold people account- 
able for implementing those 
standards,” 

And one of the best vehicles 
for ensuring that a firm is fol- 
lowing best security practices 
is to have its board question 
company officials about secu- 
rity, usually through an audit 
committee, Browne said. 

Stash Jarocki, corporate in- 
formation security officer at 
the Depository Trust Co. in 
New York, said he hopes the 
national plan promotes educa- 


said a coop- 


effective 


he said. 
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tion, cooperation among vari- 
industry and 
“clearly defines what the gov- 
ernment wants to do and sup- 
port.” A key role the govern- 
ment can play, he said, is fund- 
ing security research efforts, 
such as vulnerability analysis, 
that can be used by private in- 
dustry to improve security. 

The hearing was prompted 
in part by disclosure in August 
of a plan by the Clinton admin- 
istration for a massive Federal 
Intrusion Detection Network 
(Fidnet). Privacy groups warn 
that Fidnet will intrude on pri- 
vate communications. Fidnet 
won't private net- 
works or e-mail traffic and will 
involve only civilian govern- 
ment agencies, said John S. Tri- 
tak, director of the CIAO.D 


ous segments 


monitor 


$17 MILLION IN TRAINING and scholarship grants for federal 


workers or college students willing to work for federal agen- g 


cies in exchange for the money 


$8. 4 MILLION 10 SET UP an intrusion-detection system for all 


federal, nondefense agencies 


THE CREATION OF an “expert review team” with a $5 million 


budget to analyze federal cybersecurity 


Banks Plan 
‘Net to Share 
Security Info 


BY ANN HARRISON 

The U.S. banking industry has 
created a private computer 
network to exchange informa- 
tion about viruses, software 
bugs, attack trends and other 
security threats. 

The network, operated by 
the Financial Services Infor- 
mation Sharing and Analysis 
Center, is the outgrowth of a 
directive from the Presidential 
Commission on Critical Infra- 
structure Protection to help 
shield crucial industries from 
cyberattacks. 

“Such information will be 
shared anonymously to en- 
courage candor and on a real- 
time basis to allow other firms 
to prepare immediately for 
similar attacks,” Treasury Sec- 


retary Lawrence H. Summers 
said in an Oct. 1 statement. 

The U.S. Department of the 
| Treasury, which helped orga- 
nize the center, said it won't 
| eavesdrop on threat informa- 
tion. 

Steve Katz, chief informa- 
tion security officer at Citi- 
group Inc. in New York, is a 
center coordinator. Katz said 
the center is encouraging fi- 
nancial services firms to join 
the network to spread security 
information. 

The is the first of 
eight such operations that will 
monitor computer security 
threats for industries including 
telecommunications, oil and 
gas, electric power, transporta- 
tion and water utilities. 

Licensed banks and govern- 
ment-regulated financial firms 
will pay $13,000 to $125,000 
to subscribe to the network, 
which will issue alerts to secu- 
rity managers. According to 
the Treasury Department, 16 
financial institutions with a 
total of $4.5 trillion in assets 
have joined the network. D 


center 
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When you host your Web applications with GTE Internetworking, you'll have more 
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secure, reliable solutions that will grow as your business grows. Find out more about how 
hosting with GTE Internetworking lets you spend your time the best way of all — doing what 
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Oracle Touts Web 
Portal-to-Go’ 

Oracle Corp. this week plans to 
announce software that will let 
consumers and other end users 
access Web-based applications 
through handheld computers and 
cell phones, CEO Larry Ellison said 
during a keynote speech at the Fall 
Internet World conference in New 
York. The Portal-to-Go product will 
be marketed to operators of wire- 


less networks and internet service 
providers. 


Many Users Plan 
Y2K Lockdowns 


Half the companies responding to a 
recent survey said they will impose 
a year 2000 freeze on installing 
new systems or enhancing old ones. 
The study of 96 companies was 
conducted by the Cutter Consor- 
tium, a research firm in Arlington, 
Mass. About 50% have already im- 
posed an enterprisewide lockdown 
or pian to soon begin one that will 
carry through year's end. The pur- 
pose is to keep corporate computer 
environments Y2K-ready by not 
introducing changes to existing 
software code or hardware. 


Boeing Taps New CI0 


The Boeing Co. last week named 
21-year Boeing veteran Scott Griffin 
as CIO. He replaces Terry Millhol- 
land, who left Boeing last month 

to become Ci0 at Electroric Data 
Systems Corp. in Plano, Texas. 
Griffin joined Seattle-based Boeing 
in 1978 and most recently was vice 
president of e-commerce at Boeing 
Commercial Airplane Group. 


Mazda Outsources IT 
To IBM in $480M Deal 


Japan-based Mazda Motor Corp. 
will outsource most of the develop- 
ment and operation of its informa- 
tion systems to IBM Japan in a deal 
worth approximately $480 million 
over 10 years. IBM Japan will be 
responsible for the development, 
operation and maintenance of 
Mazda's host systems, supercom- 
puters, 10,000 PCs and network 
links in all areas except research 
and development. 
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Users Not Sold on Ap 
ervice Provider Mode 


Show goers cite security, bandwidth issues 


BY MARC FERRANTI 
HI APPLICATION 

provider 
touted 


service 


concept 


heavily at Fall In- 


ternet 

World could be an at- 
tractive business pro- 
position for any size 
company, said. 
But most said they are 
nonetheless going to think long 
and hard before they let third 
parties host their applications. 
‘I try to get projects done 
under budget and on time, and 
if someone tells me I can get a 
project done the way it’s sup- 
posed to be done using a third- 


users 


party provider to host applica- 
sure — I'm willing to 
listen,” said Warren Winter, an 
information technology man- 
ager at pharmaceutical giant 
Pfizer Inc. in New York. “But 
it’s got to be proven that there 
is a benefit to me, and I’m not 
sure big companies like IBM, 
with the margins they need to 


tions, 


make projects worthwhile for 
them, are going to be able to 
offer me cost benefits.” 

The basic idea behind the 
provider 


that a 


application service 


computing model is 
provider hosts and manages 
applications that users then ac- 
cess over the Internet. 

Many users said they would 
be glad to hand over to a third 
party the hassle of upgrading 
and maintaining software. But 
in addition to questions about 
benefits, they also have 
concerns about security, band- 


cost 


width and the psychological 
hurdle of moving from “own- 
ing” applications to “renting” 
them. 

At the show, the application 
service provider concept was 
embraced by IT companies 
like IBM, as well as telecom- 
munications companies such 
as AT&T Corp., Global Cross- 
ing Ltd. and Bell Atlantic Corp. 

For example, Global Cross- 
ing announced that it’s build- 
ing new data centers in the U.S. 
and Europe. Bell Atlantic CEO 
and Chairman Ivan Seidenberg 


company will offer 
business-to-busi- 
applications. 
IBM and AT&T announced 
they would offer turnkey 
e-commerce applications (see 
story, page 28), and 
Oracle Computer Corp. 
CEO and Chairman 
Larry Ellison made 
application service 
announce- 


said his 
hosting of 


ness_ Internet 


provider 
ments as well (see story, page 
20). 

Before they adopt these ser- 
vice provider offerings, how- 
ever, said questions 
about data security must be 
answered, especially for busi- 
nesses like insurance compa- 


users 


Web Management to Lead Outsourcing Growth 


In-house expertise 
lacking, study says 


BY STACY COLLETT 
As companies 
launch e-commerce 
link all aspects of their busi- 
ness through the Web, many 
are finding they don’t have the 
skills or resources to keep up 
with technology changes or 
scalability demands. 

So, many information tech- 
nology departments are out- 
sourcing Internet management 
functions such as Web hosting 
or building Web interfaces to 
back-end systems (see story, 
page 1). 

Internet management out- 
sourcing will grow 76% annu- 
ally between 1998 and 2003, ac- 
cording to a study by market 
research firm Input in Moun- 
tain View, Calif. That dwarfs 
the 22% annual growth expect- 
ed in the overall U.S. outsourc- 
ing market, which will reach 
$110 billion by 2003. 

The second fastest-growing 
segment, business process out- 
sourcing, is expected to grow 
29% annually, the study said. 

“Companies can’t afford to 
spend x amount on hardware 


scramble to 


sites or 


nies that deal with sensitive 
personal data. 

“It might reassure compa- 
nies if they could maybe parti- 
tion the application itself from 
the data and keep the data in- 
house,” said Winthrop Robin- 
son, director of technical 
services at W. R. Berkley Corp., 
an insurance holding company 
in Greenwich, Conn. 

Bandwidth is also a problem, 
despite the strides being made 
by telecommunications com- 
panies to lay high-speed IP 
infrastructure, according to 
some users here. 

“Even a Tl line to a third- 
party ASP won't give you the 
response when 
you’re dealing with applica- 
tions involving three-dimen 
sional imaging,” said Steven 


you need 


Up and Out 


Outsourcing annual growth 
through 2003 


22% 


Overall U.S. out- 
sourcing market 
Business process 
outsourcing 
market 


Internet/intranet 


- 29% 
management out- 


© 16% mana 
sourcing 
Total outsourcing market in 2003: $110B 


and take the risk that in a short 
period of time, it’s inadequate,” 
said Albert Nekimken, an Input 
analyst and author of the study. 
“It’s much safer to hire an out- 
sourcer who can service your 
needs.” 

Telecommunications and 
utility companies in particular 
are seeking outside help for In- 
ternet management, Nekimken 
said. Faced with deregulation 
and a 
billing and customer service, 
the market for Internet man- 
agement outsourcing will grow 
33% annually in the telecom- 
munications industry and 29% 
annually in the utilities indus- 
try, the study said. 

“Virtually every one of our 


push toward Internet 
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Luo, an engineer at Pitney 
Bowes Inc. in Shelton, Conn. 

Pitney Bowes now uses an 
application service provider to 
host, manage and update an 
application that automates 
searches for components and 
appropriate component sup- 
pliers, Luo said. “We were 
dealing with updates that took 
something like 50 or 60 CDs 
a month. It was too time con- 
suming,” he said. 

On the costs-benefit side, 
several users said that the ben- 
efits of using an application 
provider might be 
more immediately apparent 
for small and midsize compa- 
nies than for large companies. 

“We don’t have the money to 
buy a $150,000 purchasing and 
receiving application, though 
I'd love to have one,” said An- 
drew Bosak, treasurer at the 
Halmark Group, a small con- 
struction contractor in Harris- 
burg, Pa. “If we could get 
someone else to provide one 
for us at a reasonable monthly 
fee, I'd be interested.” D 


service 


proposals is exploring the 
option of outsourcing,” said 
John Berry, a vice president 
at AppNet Inc., a Bethesda, 
Md.-based Internet services 
company. Large customers are 
looking to outsource their 
electronic operations from 
soup to nuts — from Internet 
data centers, Web hosting and 
integration to back 
fulfillment and inventory sys- 
tems. “It shields companies 
from relentless technology 
upgrades,” he said. 

International Data Corp. 
(IDC) in Framingham, Mass., 
said it expects the outsourcing 
market to grow at just 13% 
annually. It hasn’t separated In- 
ternet management from other 
types of IT outsourcing. But 
analyst Cynthia Doyle said the 
segment is likely to take off. “A 
lot of companies know if they 
don’t get in the game, they’re 
going to be left behind. If they 
don’t have the expertise, they'll 
have to outsource it,” she said. 

IDC expects corporate In- 
ternet spending to grow 39% 
per year through 2002.3 


MOREONLINE 


For coverage of outsourcing and related 
Web pages, visit our Web site 
www.computerworld.com/more 
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HOW DO YOU GET 
THERE FAST? 


With software technology from 
SEAGULL, you can be up and 
running in the world’s new business 
center quickly; providing suppliers, 
customers, channels and employees 
with Web-based direct access to core 
business applications on mainframe 
and AS/400 platforms. 


Many of our customers’ e-business 
initiatives are fully implemented within 
45 days of product purchase. 


Now you can isolate specific 
processes in your business 
applications, integrate them with 
other functionality (new or existing), 
and deploy them to the Web-—all 
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Baan Readies Tools For Integrating ERP Companion Apps | ssss:2°ss.c:cees 


vendor. 

BY CRAIG STEDMAN links between the company’s | quired in the past few years. of its ERP software, along with That kind of technology is 
Baan Co. next month plans to | enterprise resource planning At auser conference starting | application integration tools | critical to users who want to 
ounce va i (ERP) system and the slew of | Nov. 10 in Vienna, Baan is | that can be used to tie its prod- | expand their Baan back-offi 
sed to deliver | companion applications it ac- cted to unveil an upgrade | ucts together, according to | systems to incorporate appli 
cations such as supply-chain 
planning and customer rela- 

tionship management. 


May the Best Product Win 
Simplex Time Recorder Co., 
a maker of fire alarms and 


- = wd - | 
Mission-Critical i i | other security devices in Gard 


ner, Mass., expects to finish a 


S - 
YT) Tee rollout of Baan’s ERP software 


in the spring. 


Deployments ‘ ed | It then plans to start adding 


: og : supply-chain and front-office 
ed eB ber " recently received ; : | tools that can manage interac- 
on this Mr Network World's | tions with customers and sup- 
} p said Jim Nickerson, 
director of applications devel- 
opment and Baan program 
manager at Simplex. 
Baan would likely be the 
leading candidate for those 
aida | additional applications if its 
integration promises are being 

IT SEMINARS met, Nickerson said. 
“Td rather stay with a vendor 
UC a LL that has everything integrated,” 
SS a a ieee | he said. “But if Baan doesn't, 
SMsurie mii I’m going to go with the best 

| product.” 

Baan acquired a mix of plan- 
ning, customer management, 
finance and product configu- 


- a : _ ; ; Led . . . 
; rator applications during a 
buying spree that ended last 
; ae | year when it began a string of 


four straight quarterly losses. 


» It is also developing a new line 
7 | of e-commerce software. 


For Networks and Applications 


distinguished 


But Baan still has to prove to 
users that the different appli- 
. ep a ‘ations aren’t “just 4 : 
au* OF FuRe Pifeee ete Oe at eR ee mnt . = “ d a nt “ju Y : — 

en ce ae) EU ae St eS eee Lan ReaCa ul ea er of stand-alone products with 
ile ame Teta ee ee el that aan tar : 1 | kludgy interfaces,” said Joshua 
Fem culi ge itc Coulee eer Ui ely Ue mC Sm RL MUC Ls DO eMaitUmiLUest | Greenbaum, an analyst at En- 
ing and simulation technology wih your own experience tom. nt | terprise Applications Consult- 
mpact of IT decisions on network and application pertorma es sali 
ic eae serena maa ee e ing in Berkeley, Calif. 
* Evaluate infrastructure changes to achieve peak performance frou | Baan officials wouldn’t com- 
enterprise applications ment on their plans. But 
* Position yourself to deliver application services in accordance with | sources said the vendor is 
be Ss . . 
* ‘ ae E : aiming to s 
° Hen application services with changing Dusiness demands > 
a ; BaanERP upgrade t can 


be integrated with its other 


Pete ree tt aaa 


* Budget and justify infrastructure expenditures 
hI 


Ce MiM etc CUO UD COMLL ami abmrert tray 
OU ier Gms e MIM moO emi CMU MU e mT opi eCterul | products. 

{T DecisionGuru showing a 12 month service level projec- * | OTT Ua eee er mel ’ TEAL LE tema ane | David Dobrin, an analyst at 

a eta CL Benchmarking Partners Inc. in 
Cambridge, Mass., said he 
doesn’t expect Baan to fully 
deliver on the integration it 
promised anytime soon. But 
the new software should get 
Baan to parity or better with its 
ERP rivals, Dobrin said. 


ein | The first steps are expected 
ellie Moa king 


to include a consistent data 


iT Ctra | tly A 


recihptaes enPOwenny pti iach Ah bacalt’ Meuey | model that eliminates the need 
to translate between the differ- 
ent applications, he added. D 





it's not that we can't stop working on a client's problem. 
It's just that we hate to quit when we're on a roll. 


On Wall Street, momentum is everything. That's why we helped design and run a benchmark study 

to prove our Microsoft” Windows NT°-based servers can keep The Nasdaq Stock Market going, even 

in a tidal wave of transactions. One billion shares later, it was still going strong. In fact, we showed it could 
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NEWS 


Exchange Beta Goes 


Beyond Messaging 


The Web Store is “neat stuff | 


Few users ready to 
implement features 
such as Web Store 


BY DOMINIQUE DECKMYN 


I 0 is the 
ambitious re 

lease yet of Mi 
crosoft Corp.’s mes 
But 


few users are ready to imple 


Saging server. 


ment new features such as 
real-time collaboration and the 
Web Store 

Six thousand messaging pro- 
first look 
the Mi 
c hange Conference 
where Mi 


crosoft rolled out the first pub 


their 
2000 at 


fessionals got 
at Exchange 

crosoft Ex 
we ek 


here last 


lic beta version of the product. 
Exchange 2000 formerly 
code-named Platinum — is 
scheduled to ship in the first 
half of next year. 

A central component is the 
Web Store, which Microsoft 
bills as a repository to store 


e-mail, end-user documents, 
Web pages and multimedia. 

“They're finally establishing 
a vision beyond e-mail,” said 
Tom Austin, an analyst at Gart 
ner Group Inc. in Stamford, 
Conn. Recent market research 
from International Data Corp. 
in Framingham, Mass., has Mi- 
crosoft ahead of Lotus Devel- 
opment Corp.’s Domino in new 
deployments for the second 
quarter. But more than 90% of 
Exchange sites still use it just 
for messaging, Austin said. 


Third-Party App Developers 
Warming to Exchange 


management software. 
“Everyone is familiar [with 

Outlook],” said Andy Petter- 

son, business manager at Tam- 


Vendors roll out 
collaboration tools 


BY DOMINIQUE DECKMYN 


Microsoft Corp.'s Exchange 
Server has been slow to emerge 
is a platform for third-party ap- 
plications. But that’s changing 
as the growing user base of the 
Outlook client is raising inter- 
est in third-party applications 
for Outlook and Exchange 

At the Microsoft Exchange 
Conference here last week, 
several vendors rolled out new 
or updated tools that run on 
Exchange. Many of them sim- 
ply added 


and virus-filtering fea- 


management or 
spam 
tures to the messaging server. 
But more tools are offering 
and 


features. 


document management 


group collaboration 
PortalSoft Technologies Inc. in 
Albuquerque, N.M., launched a 
sales- and project-tracking ap- 
plication based on Exchange, 
and Eastman Software Inc. in 
Billerica, Mass., introduced a 
suite of imaging and document 


pa, Fla., law firm Holland & 
Knight LLP. The firm is imple- 
menting a new labor-tracking 
from Kronos Inc. in 
Waltham, Mass., that will let 
staff clock in and out from Out- 
look, which they already use 
for e-mail and calendaring. 
Tom Austin, an analyst at 
Gartner Group Inc. in Stam- 
ford, Conn., said Exchange has 
attracted less third-party soft- 


tool 


ware development than Lotus 
Development Corp.’s Domino, 
but that is starting to change. 
One concern is that Mi- 
crosoft could add features that 
would compete with third-par- 
ty products. For instance, Mi- 
crosoft’s indexing and search 
technology, code-named Ta- 
hoe, is expected to enter beta 
testing the first half of next year. 
Gytis Barzdukas, lead prod- 
uct manager for Exchange at 
Microsoft, said the company 
talked to partners about Tahoe 
a year ago and will always give 
ample notice of its plans. D 


| consulting 


that we're not going to be 
able to implement any time 
soon,” said William Weiler, an 
analyst at Dow Chemical Co. in 
Midland, Mich. He said mov- 
ing files off file 
servers and onto the Web Store 


end-user 


would require “a lot more Ex- 
change Servers out there.” It 
may also make backing up user 
files harder to do, said Daniel 
Lyden, a network developer at 
Office Depot Inc. in Delray 
Beach, Fla., who 
Exchange 2000's video 


said 
and 
data-conferencing features will 
clash with “the reality of wide- 
area network speeds.” 

Austin said the Web Store 
will take off only if enough in- 
dependent software vendors 
develop third-party applica- 
tions on top of it. 

Richard King, senior network 
engineer at Brach’s Confections 
Inc. in Chattanooga, Tenn., said 
deployment of Exchange 2000 
would have to wait until the 


also 


| out of 


| Technology 
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- Adding Exchange 2000 Features 


The product will boost the capabilities of several areas: 


FEATURE 


REAL-TIME COLLABORATION 


WEB STORE 


ENHANCED SECURITY 


SCALABILITY 


MANAGEABILITY 


company completes its roll- 
Windows 2000, now 
planned for the end of next 


year. A delay in the rollout of 


Windows 2000 would push Ex- 


change 2000 implementation 


even further back, King said. 
But Mikael Bergman, project 
manager at Volvo Information 
AB, which pro- 
vides information technology 
services to Swedish truck mak- 


Microsoft Seeks Directory In 


Pursues ties to NDS; 


BY DAVID ORENSTEIN 
Microsoft Corp. last week re- 
leased tools designed to syn- 
chronize its upcoming Active 
Directory with Novell Direc- 
tory Services (NDS), but ob- 
remained skeptical 
Windows 2000 will provide a 
well-integrated metadirectory. 
The second beta of Micro- 
soft Directory Synchronization 
Services became available on 


servers 


the Web, and Version 2.1 of 


Zoomit VIA’s_ metadirectory 
became available for free last 
week to customers of trained 
outfits 
Microsoft Consulting Services. 
Microsoft said the 
were six months 

schedule. The company ac- 
quired Toronto-based Zoomit 


| Corp. in July. 


Integration with other direc- 
tories is crucial to administra- 
tors of enterprise networks be- 
cause other directories are far 


such as | 


releases | 
ahead of | 


some questions linger 


too numerous to simply be | 
| said. Meanwhile, 


replaced. Peoria, _ Ill.-based 
Caterpillar Inc. has hundreds 
of directories that 
be synchronized, 
Bowen, directory 


said Don 
architect. 


| Caterpillar has been urging 


vendors for years to provide 


metadirectory software to give | 


it a single place to manage all 
its distributed directories. Do- 


ing so would drastically reduce | 


costs and free administrators 
to do other work, Bowen said. 
The Microsoft releases will 


| give Windows 2000 customers 


the chance to begin testing and 
learning about two-way syn- 
chronization of user and net- 
work data with NDS, but it still 
falls short of making Active Di- 
rectory a fully capable technol- 


| ogy, said analyst Laura DiDio 
| at Giga Information Group Inc. 


in Cambridge, Mass. 
Integration of VIA 2.1 with 
Windows 2000 and enabling 


need to | 





WHAT IT DOES 


Instant messaging; multi- 
point data-, audio- and 
videoconferencing 

Rich data store accessible 
through Outlook 2000, 
Office 2000, a browser, 

OLE DB and Win32 file 1/O | 


Access configured per item | 
and per column 
(instead of per folder) 


Four-node clustering with 
load balancing; ability to 
partition several message 
databases on one server 
Managed centrally from 
Microsoft Management 
Console, integrated with 
Active Directory 


| er Volvo Group, said he’s eager 


to get his hands on Web Store. 
He said he had planned to roll 


| out Exchange 5.5 early next 
| year but may instead wait for 


Exchange 2000. 
Bergman said Volvo is likely 
to use the Web Store for storing 


| “almost everything,” including 


end-user documents that are 
now stored on Novell Inc. Net- 
Ware servers. D 


eroperability 


easy policy-based networking 
and other essential directory 
management features is still in 
Windows 2000's future, DiDio 
users will 
have a raw product requiring 
third-party tools and a lot of 
help from Microsoft. “It’s a 
very, very difficult task, which 
is so far from being trivial,” 
she said. 

And not every user wants to 
rely on Microsoft. Basic syn- 
chronicity between NDS and 
Active Directory will be a must 
for the Washington State Hos- 
pital Association when it de- 
cides to adopt Windows 2000, 
according to Richard Haynal, 
the association’s network ad- 
ministrator. The association 
currently uses NDS, but Hay- 
nal said users face risks when 
they rely on the vendor of a 
particular directory to offer 
synchronization with compet- 
ing directories. 

“T will feel better if the syn- 
chronization is being done by a 
third party,” he said. D 
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We know a service provider that sends 


50 megabyte multimedia files around the world. 


In seconds. 


Sorry, fellas. 


(BlCisco Welcome to the New World. 
service providers 


Powered Network. A world full of stories just like this one. Stories of Cisco Powered Network 


delivering innovative business solutions. To be matched with a service provider partner who can reliably extend 


your network over a Cisco-based infrastructure, visit our site at www.cisco.com/go/cpn. 
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Cisco SYSTEMS 


EMPOWERING THE 
INTERNET GENERATION 


Minor Glitches Hit 
Four Fed Agencies 


The President's Council on Year 
2006 Conversion reported that four 
federal agencies had minor prob- 
lems when their financial systems 
rolled over from fiscal 1999 to fiscal 
2000 on Oct. 1. The affected agen- 
cies were the Department of Justice 
and the Department of Energy, the 
Federal Aviation Administration and 
the National Science Foundation 
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Merck, CVS Alliance 


Pharmacy benefits manager Merck- 
Medco Managed Care LLC and 
drugstore chain CVS Corp. last 
week formed an Internet alliance. 
Woonsocket, R.1.-based CVS will 
sell over-the-counter products on 
Merckmedco.com, which adminis- 
ters and controls prescription bene- 
fits for 51 million subscribers. 
Merck-Medco, in Franklin Lakes, 
N.J., will let members order pre- 
scriptions on the CVS.com site. 


IBM Updates NT Suite 


IBM has released an updated 
application suite for Windows NT. 
The enhancements include Light- 
weight Directory Access Protocol 
directories featuring new synchro- 
nization agents and sample applica- 
tions, as well as Version 6.1 of DB2, 
MQSeries 5.1 and Lotus Domino 
5.0. New samples include an intra- 
net-based application for human 
resources departments. Pricing for 
the server product is $2,499; 
clients cost $125 per seat 


States’ Fed Benefits 
In Y2K Jeopardy 


At least 13 states, plus the District 
of Columbia, are at high risk of see- 
ing year 2000 failures in federal 
benefit programs, the U.S. House 
Subcommittee on Government 
Management, Information and Tech- 
nology reported last week. Those 
programs include chiid support 
enforcement, child nutrition, food 
stamps, Medicaid and unemploy- 
ment insurance. Among the states 
that are behind in repairs are New 
Hampshire, New Mexico, Alabama, 
Alaska, Massachusetts, North 
Carolina, California, llinois, Utah, 
Nebraska, Maryiand and Georgia 
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UPS Brings the Web 
‘lo Its Customers 


Package carrier one-ups rivals, ensuring 
that its 1.7M users can use online features 


BY LEE COPELAND 

R an extra 
added 
United Parcel 


YOKING Ft 
measure olf 
value, 
Service of America 
Inc. plans to don the 

Internet 
and offer 


role of service pro 
albeit 


fenced in, online access to any 


vider free, 


one who wants it 
The 


delivery 


Atlanta-based package 
distributed 

Microsoft 
Internet Explorer 5.0 
Web browser with UPS brand 


carrier 
4500 beta CDs of 
Corp.s 
ing and dial-up access to 
www.ups.com via an 800 num 
ber. Unlike an Internet service 
provider, however, 
restricted to UPS Web pages. 


users are 


rhe initiative will be formally 
launched in January 
found 


What we most re 


cently is that most employers 
have PCs and modems, but In- 
ternet access is still an issue,” 
said Steve Torbett, e-commerce 
marketing director at UPS 
“Many individuals don’t have 
access at all the workstations 
where it would be useful.” 

UPS research showed that 
many desktops such as those 
in corporate mail rooms, recep 
tion areas and other depart 
ments often lack Web access. 
The 
Web access to its 17 million 


company is extending 


customers and will offer the 
service to lure new customers 
as well. 

In addition to tracking ship- 
ments, customers can calcu- 
late shipping costs, ship pack- 
look up their 


and _ shipping 


address 


ages, 


book 


history, 


DigitalMe Foundation Solid, 
But Adoption Unclear 


Novell’s e-customer 
ID site needs user, 
merchant buy-in 


BY DAVID ORENSTEIN 

Novelli Inc.’s DigitalMe initia 
tive to identify and authenticate 
users Online has a solid techni- 
cal foundation in Novell Direc 
tory Services (NDS), analysts 
said, but widespread adoption 
by consumers and e-commerce 
sites is hardly certain 

Novell is a top-notch enter 

idor, said Keith Butler, 
vice president at OfficeDepot 


prise ve 


com in San Francisco, but it has 
little experience or cachet with 
onsumers. “Trust and certifi- 
cation is pertinent to the brand 
as much as anything,” he said 
‘It remains to be 


adopted 


proven and 
by consumers on 
enough of a broad base 

But the 


last week, has 


service, announced 
convenience 


benefits, said Harry Fenik, an 
analyst at Zona Research Inc 
in Redwood City, Calif., and 
could even make online trans 
actions more secure and easy 
to manage. “I think this is a 
very intriguing idea,” he said 
In theory, he 
merce 


said, e-com- 


sites such as a user’s 


bank, credit-card company and 


DigitalM 


What is it? Users reg 


aime rT ey 


Ex 


When is it coming? Service be 


Who's on board? Nove 
je America O fs 


UPS OnLine 
World Li 


PS 


V gives UPS 


request pickup or 
locations and order UPS sup- 
plies, such as envelopes and 
shipping labels. 

“There are a lot of people 
that don’t have 
Internet and won't have 


access to the 
now 
access anytime soon,” said in- 
dustry analyst John Fontanella 
at AMR Inc. in Boston. “UPS 


favorite store would imple- 
ment DigitalMe on their ser- 
vers, allowing consumers to 
share information 
they choose with each com- 
pany. Transactions among the 
different companies could be 


carried out in the consumer’s 


only the 


name without any of the com- 
panies needing all the 
sumer’s information or trans- 


con 


ferring sensitive data over the 
Internet. 

Novell's stated hope is to sell 
NDS and the DigitalMe devel- 
opment tool kit to e-commerce 
and _ Internet 
providers. Meanwhile, it 


service 
will 


sites 


release the source code of the 
system's interfaces so that Dig- 
italMe can be viewed as an 
open standard. Although open- 
ing up source code will enable 
providers to 


offer similar ser- 


other directory 
eventually 
vices and cut into NDS’s sales, 
Novell is more likely to sell 
DigitalMe as a concept if it's 
open, Fenik said. 

Analyst Richard Villars at 
International Data 
Framingham, Mass., said NDS 


Corp. in 


runs on several platforms and 
can handle millions of objects, 
giving it adequate scalability. 


drop-off 
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saw [lack of access] as an im- 
pediment to customer service.” 
By giving new and potential 
customers Internet access to its 
services, UPS hopes to impact 
its bottom line, cut costs and 
play up its Web service assets 
in the increasingly competitive 
package delivery market. 

Torbett said UPS realizes a 
15% revenue gain from elec- 
tronic-access orders because 
customers tend to ship more 
packages when they’re online. 
UPS officials also said online 
shipment status queries cost 
only 10 cents, compared with 
a cost of $2 per call for cus- 
tomer service representatives 
to field those requests. The 
company’s Web site receives 
1 million package-tracking hits 
per day, up from just 400,000 
last year. 

By offering customers Web 
access to its services, UPS also 
hopes to gain ground against 
competitors FDX 
Corp., Federal Express Corp.'s 
parent company in Memphis. 

“For all big package carries, 
IT is the differentiator,” said 
Fontanella. “Otherwise, it’s a 
commodity service and they 
compete on price alone, which 
is a losing proposition.” D 


such as 


“It should be able to support 
this,” he said. 

But there is more to making 
DigitalMe work than just the 
directory tool that would man- 
age it. The company has to 
show that it understands how 
to manage information about 
consumers and run a service 
over the Internet, he added. 

Also, many companies will 
have to be sold on the idea that 
this is a better way to solicit 
and manage customer infor- 
mation than the systems they 
have already implemented to 
do just that, Villars said. 

Cyrus Khoshnevisan, 
president of technology at Palo 
Alto, Calif.-based Wine.com, 
said the company is not a Nov- 
and isn’t 
looking to be one, unless con- 
sumers demonstrate that they 
prefer DigitalMe’s 
service. He said the company 
will certainly begin evaluating 
DigitalMe as well as Microsoft 
Corp.’s similar Passport consu- 
mer authentication service. D 


MOREONLINE 


For articles, books and other resources 
related to NDS, visit our Web site 
www.computerworld.com/more 


vice 


ell customer now 


strongly 








mee aves ae ae eee 3 g. 
GETS. Oe age te es Ree | | : oS < 
aT tet ee OS ae at meee Se *. ge 
EVERYWHERE. ee a a por : - A ote a a eS [ 


WE GET IT 








ha B ee ae ee nee eee eee a 
utter eel a 
You 


ALREADY HAVE. 





visit www.compuwdre-com (Teel seed What do you need most?™ 


> 


| For information on how our people and software tools can make e-commerce work for you, = 


-B Miscount 


exc 
okeswoman 
juite sure 
with them 
n the num 
petitions has ex 
number of open 
OK'd them 


but applied them to the follow 


spots, the INS ha 


ing year’s count (see chart) 
Last year, for example, more 
than 19,000 people were ap 
after the 


proved then-cap of 


65,000 was reached. Those 
19,000 were applied to 


1999's car 


d, mistak 


Continued from page 1 


Outsourcing 


the Internet auction site took 
steps to beef up reliability. The 
S Jose which has 
publi- 


announced 


an 


compan 


suffered some y 
and its Web infra- 

ing with Ex- 

ations Inc 


boveNet 


companies 

Victoria’s 

Reade 

ciation Inc. — are out 
arcing nsider. 

sourcing or consider 


-loading pieces 


operations 


Sulli 


te 
ost & 


van, a Mountain View 


BARNESANDNOBLE.COM CEO Jonathan Bulkeley 
says his company won't be in the server business 


Web 


iarket to soar 


pects the S 
hosting service 1 


to $4.04 billion this year — a 


crease over the $1.1 
illion collected last year 
jemands posed by 
e-commerce on lots of firms 
will force tiem to outsource to 
get the 
well as the physical and net- 
that they 


said Jeanne Schaaf, an 


technical expertise as 


work 
need,” 


analyst 


resources 


at Forrester Research 


enly granting 10,000 or 20,000 
extra applic itions is different 
This is one of the biggest 


mistakes I've ever seen 


hairy 
before,” said Carl Shusterman, 
in immigration lawyer in Los 
them 


2000's] quota, 


Angeles. “If they count 


toward [fiscal 


then things are going to be 


more dire this year than we 
thought they were 

rhe INS first suspecte d the 
problem in June and worked 
through the summer to con 
firm it, the INS spokeswoman 
rhe 


software 


said agency suspects 


faulty caused ap- 


“disap 


pear” and to miscount revoked 


proved petitions to 
visas, she said. The INS uses a 
proprietary mainframe system 
called Claims and is in the 
process of upgrading a version 
four to five years old, she said 


Inc. in Cambridge, Mass 

But Schaaf cautioned that 
the Web outsourcing market is 
immature 
know where to go because the 


Users don’t always 


Web hosting companies aren't 

clear what 

about,” Schaaf said 
Web 


make sense for every company, 


always they’re 


outsourcing may not 
particularly those that need to 
keep a tight rein over mission- 
critical technology. But compa- 


nies that have outsourced 


pieces say they have benefited, 


gaining technical expertise, 
eliminating technology upkeep 
and shortening time to market. 

Victoria’s Secret outsources 
its Web servers to IBM, hoping 
benefits of Big 
Blue’s experience with large- 


to reap the 


scale operations, such as the 
Olympics. The company taxed 
those IBM servers when it 
drew 1.5 million visitors for a 
fashion show webcast. 


NEWS 


rhe upgrade isn’t the culprit 
she said, because errors were 
discovered in offices running 
the old software 

The agency is looking for an 
outside auditor to investigate, 
she added 

Last week, the agency met 
with Sen. Spencer Abraham (R 
Mich.) and Rep. Lamar Smith 
(R-Texas), who are on commit- 
tees that oversee the INS, to de 
cide on the next steps, she said. 
No decision had been reached 
at press time. A spokesman for 
Smith acknowledged there was 
‘a private conversation” with 
the INS on the matter. Abra- 
ham’s office wouldn't confirm 
the meeting, but the senator 
sent a stern letter to the INS 
last week questioning whether 
it can borrow against visas for 
2000 


Jon Ricker, president of the 
technology company that ser 
vices Victoria’s Secret and The 
Limited Inc., said he considers 
Web server operation to be a 
commodity issue. He prefers to 
devote information technology 
staff time to “competitive sys 
tems,” where the company can 
build an advantage that im- 
and market 
share. So staffers did the deep 
integration work necessary to 
link the Web 
back-office systems that oper 

ate the catalog and ful- 

fillment operations. In- 

ventory and pricing are 
checked in real time. 

“Our 

sourcing strategy ... is 

that going to 

build world-class capa- 

bility in core competen- 

Where we can't, 

partner,” Ricker 


proves revenue 


store with the 


whole out 


we're 


cies. 
we'll 
said. 

Fingerhut also 
leverages the fulfill- 
ment and order-capture 
systems and marketing 


Cos 


systems of its catalog 
operation. But the Min- 
netonka, Minn., compa- 
ny outsourced Web site devel- 
opment and design work be- 
cause internal staffers didn’t 
have the necessary skills. 

“We want to get it done as 
quickly and inexpensively with 
as much creativity and flexibil- 
ity as we can have,” said An- 
drew Johnson, president of e- 
commerce at Fingerhut, which 
has a network of 16 Web sites. 
One reason that Reader's Di 
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The number of workers applying for H-1B visas each year 
continues to outpace the limits set by Congress 


NM eae ee etal 


1997 
1998 
1999 


65,000 
65,000 
115,000 


Sept. 1, 1997 
May Il, 1998 
Aug. 14, 1999 
* Congress and tne INS were debating the fate of these workers at press time 


a ae De 
5,099 
19,431 
10,000* 


: 
; 
: 
: 
) 
: 
: 


dette atineeseteatthinnseeashneniecemenaete samen 


recently 


The uncovered 
glitches mean companies look- 
technical 
workers will likely have far 
fewer chances to hire this year. 


ing overseas for 


“If they made a mistake and 
punish companies for it this 
year, that will generate heat,” 
said Harris Miller, president of 


gest — which has 20 sites, in- 
cluding Readersdigest.com 
and the just-launched Gifts.- 
com — outsources some Web 
work is to stay abreast of the 
latest technology, said Keith 
Fox, director of new media. 

To bring the site up in less 
than five months, Gifts.com 
outsourced work to five ven- 
dors: two for design and engi- 
neering, one for the database, 
another for Web hosting and a 


Database Chal 


Merged Trave 


BY JULEKHA DASH 

Last merger of The 
Sabre Group Holdings Inc.’s 
Travelocity.com and Preview 
Travel Inc. will not only com- 
bine the strengths of each 


week's 


company’s travel services, but 
also their information technol- 
ogy staffs, Travelocity.com’s 
president said. 

Terrell B. 
become CEO of the new com- 
pany that will retain the Trave- 
locity that while 
consumers will see one inte- 
grated Web site, each company 
will dedicate IT resources to 
different areas. Pre- 
view Travel’s HTML develop- 
ers will manage 
cruise content, whereas Trave- 
locity will be responsible for 
air, car and hotel content. 

Both companies will 


Jones, who will 


name, said 


content 


vacation and 


use 


the Information Technology 
America 


trade 


Association of 
(ITAA), an _ industry 
group in Arlington, Va. 

The INS should grant the 
full complement of 115,000 new 
H-1B visas and not deduct its 
1999 error from 2000's limit, 
Miller said. D 


fifth for customer service and 
fulfillment. 

But some companies don't 
have that luxury. Redwood 
City, Calif.-based iPrint.com 
has complicated technology 
that lets customers set up busi- 
ness cards and other printed 
materials online. CEO Royal 
Farros said it would be too dif- 
ficult to outsource. The com- 
pany does, however, off-load 
its print jobs to third parties. D 


enge Awaits 
Firms Online 


Sabre as their back-end system. 

Jones said some IT decisions 
still need to be made, such as 
how the companies will merge 
their customer databases: 
Travelocity uses Oracle Corp., 
while Preview uses Informix 
Software Inc. 

Both Travelocity and Pre- 
view will keep their IT staffs in 
Fort Worth, and San 
Francisco, respectively. But 50 
programmers and developers 
who now work for a division of 
Sabre will become Travelocity 
employees. Travelocity will 
still contract mainframe pro- 
gramming from Sabre. 

The combined firm could 
prove a formidable competitor 
against Microsoft Corp.’s Ex- 
pedia, said Melissa Shore, an 
analyst at Jupiter Communica- 
tions LLC in New York. D 


Texas, 
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Oracle Outsourcing 
ERP Applications 


Delivers its own application hosting 
business, rather than forming partnerships 


BY JULEKHA DASH 


its application 
r Dusiness from 
evangelization 
the execution stage 
Speaking at 
World 
Ellison 
n behalf of the 
economic benefits of 
acie’s application 
e, Saying 
; no longer 
most economical 
deliver soft- 
rhe Internet is.’ 
this year, Or- 
its competi- 
ERP space 
marketing their 
ion service pro- 
offerings. Ora 
strategy differs 
ly from those of 
Pec ple 
SAP AG, Baan 
D. Edwards & 


which 


ompetitors 


all of 

partnering 
Cing 

viding the 


rvice themselves 


host 


(see story, page 8) PeopleSoft 
announced at its last user con 
ference that it will offer its own 
services early next year 

Although some large compa 
nies have chosen to outsource 
ERP applications within spe 
I Web 


cific departments, the 


LARRY ELLISON’S Oracle seems to be getting seri- 
ous about implementing application hosting plans 


Browser Forces Web Developers to Choose 


AOL, 


claims a whopping 20 million 


AOL 5.0, doesn’t 
support some 
technologies 


BY KIM S. NASH 
AND SHARON MACHLIS 


products 


ft sites 


away from” without 


AOL Search: Lets users search 
the Web without leaving AOL 
My Calendar: Personalized cal- 


endar stored on AOL servers that 
users can access from any PC 


You've Got Pictures: Lets users 
exchange images via E-mail 

AOL E-mail on PaimPilots: Mail 
for users of 3Com Corp.'s handheld 3 
devices 


support from which 
users, said Glen Lipka, found 
ing partner of Kokopelli New 
Media LLC. The New York 
firm has designed Web sites 
for Columbia Records in New 
York, Reader’s Digest Associa 
tion Inc. in Pleasantville, N-Y., 
and other big companies 

“We write things as generic 
AO! 
has 20 million people,” agreed 
scott 


be, even though 


Preble, a technology 
manager at Citibank NA in 
St. Louis 

AOL 5.0 sports several new 
features that were designed, 
according to the company, to 
keep users on the service as 
long as possible — not flitting 
off to other Internet sites (see 
chart). 


hosting service has won more 
and 
medium-size that 
often lack the labor and capital 
needed to implement ERP ap 
plications and provide the re 


converts among small 


businesses 


quired ongoing maintenance. 

Pedro Mello 
rector at InternetCo 
ments, a 20-person, Brazilian 
capital firm, 
said having the Oracle finan- 


managing dl- 
Invest 
based venture 
cial application hosted off-site 
by a third party took only one 
person on his staff two weeks. 
Installing the software would 
take about 
and the efforts of sever- 
al people on his staff. “If 
I had people 
working on [installing 
financial applications], 
that would be more 
than 10% of my work- 
force,” Mello 
{the application] is tak 
ing a lot of time from 
me or my partner, then 
it’s taking 

from my business.” 
Meredith Whalen, 
an analyst at Interna- 
tional Data Corp. (IDC) 
in Framingham, Mass., 
said that although Ora- 
cle’s recent announce- 
ment highlighted the 


most aggressive appli- 


six months 


three 


time away 


cation service provider 
among ERP 
players, it’s too early to 


Strategy 


calculate market share, 
because the application 
service provider mar- 


Some corporate Web devel- 
don’t AOI 
members an audi- 


consider 


important 


opers 


ence 
AOL 
people who want to use chat 


“General's users are 
rooms. They’re not shoppers 
or people interested in prod- 
ucts or services,” said Ed Boyd, 
owner of Boydco, a Web de- 
company in 

give AOL no thought 


sign Clawson, 
Mich 
whatsoever.” 


AOI 
use the new version to contin- 


users don’t have to 
ue using the AOL service. The 
that 2 mil- 
lion copies have been down- 


vendor estimated 


loaded so far from. the 
www.dol.com Web and 
online service. AOL said it will 
distribute “millions” of 
CDs via postal mail and 5,000 
retail computer stores. There 
is no Macintosh version yet, 
though AOL promised one “in 
the coming months.” D 


site 


also 


said. “If 
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ket is still in its infancy 

However, application out 
sourcing may pave a profitable 
path for Oracle’s long-term fu- 
ture. IDC forecasts that the ap- 
plication service provider mar- 
ket for enterprise software will 
leap from $150 million this year 
to $2 billion in 2003. D 


Wal-Mart 
Delays New 
Web Site 


Revamp won't be 
ready for holidays 


BY STACY COLLETT 
Wal-Mart Stores Inc. will delay 
the launch of its revamped 
Web site until Jan. 1, 
what 


missing 
analysts are calling a 
booming online holiday shop- 
ping season. But some ob 
servers said it’s better to post- 
pone and play catch-up than to 
require damage control. 

“This is a journey for us, not 
Glenn Habern, 
vice president of new business 
development, speaking to in- 
dustry analysts last week. 
Habern said the company will 
begin 


a race,” said 


new site 
Wal-Mart 


Bentonville 


testing the 
this month with 
employees. The 
Ark., company was expected to 
launch the expanded Web site 
this fall. 

Some analysts agreed with 
Wal-Mart’s move to delay the 
launch. “The holiday season is 
a tough time to execute. If you 
haven't fine-tuned all your cus- 
tomer service scenarios, you're 
setting yourself up for a big 
challenge,” said Scott Silver- 
man, vice president of Internet 
retailing at the National Retail 
Federation in Washington. 

He said there’s a lot more 
growth ahead for Internet re 
tailing. Last year, online retail 
sales were less than 1% of the 
$2.7 trillion in all retail sales 
This holiday season will show 
double- and triple-digit growth 
for some online retailers, but 
“there’s still time to grow in 
January,” Silverman said. 

In the meantime, Wal-Mart’s 
existing Web site (www. 
walmart.com) will continue to 
take orders for holiday mer- 
chandise. D 
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rage Management, 


Data— it’s your most critical business asset. You've got to protect it. You've 
got to manage it. And, you've got to keep it available. That’s why you need 
to ARCserve®/T. 

When you ARCserve/7, you go beyond backup. That’s why CA's industry- 
leading software has been entrusted with protecting data on millions of 
computers. 

ARCserve/7 delivers advanced functionality, easy administration, and 
unsurpassed reliability to any environment—from a single server to a global 
enterprise. With native support for UNIX, Windows NT, and NetWare, it’s 
powerful yet simple-to-use. 

And, because there’s no such thing as a “typical” IT environment, 
ARCserve/7 offers solutions that let you customize your storage management 
strategy. Choose the features you need, like “hot” application protection, 
enhanced performance, policy-based data management, non-stop system 
availability, and support for the latest IT technologies like Storage Area Networks. 


Redefining The Essentials Of Storage Management 


Today, critical information is everywhere, and system downtime is simply 
unacceptable. That's why ARCserve/T has redefined the essentials of storage 
management to include backup of open files, automated disaster recovery 
multi-platform support, and “lights-out” operation with support for automated 
hardware technoiogies. 

For more information on ARCserve/T’s Complete 
Storage Management call 1-877-2 GO FOR IT or £% 
visit www.cai.com/justarcserveit. Do it today— rc 
because when it comes to protecting your data, 
you have only two choices: you can risk it—or 
you can ARCserve/7. 
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NEWS 


Study: 85% of IT Departments 
Fail to Meet Business Needs 


Report also notes no correlation between 
e-commerce spending and project’s profits 


BY THOMAS HOFFMAN 


cs 
brought IT execu 
tives attending 
recent briefing 
the World Trade 


quickly 


n For 
iding on «€ 
doesn't 


liver profitable 


even though 


E-Dollar for Dollar 


E-commerce spending per 
employee, by industry: 
$13,628 
$12,371 
$6,405 
$6,301 
$6,095 
$5,263 
$5,264 


exampie 


Finance 


Insurance 


High-tech 
Pharmaceuticals 
Health care 
Retail 
Manutacturing 
Hospitality/travel 


the construction and engineer- 
ranked sixth 
among 2] industries in terms of 


ing industry 


spending 
growth in 1998, the industry’s 


its e-commerce 


income growth actually de- 


> 


clined by 22.3%, according to 


the report. The industry spent 
$1,863 per employee, compared 
with the top-ranking financial 
which made 


services sector, 


e-commerce investments of 
$13,628 per worker (see chart) 
But the financial sector ranked 
llth in terms of income growth 
that 


cause-and-effect 


Rubin acknowledged 


isnt a 
between the 
j 


spending and income growth 


tatistics. He said he is trying to 


show that « 


commerce spend 
necessarily 


ing doesnt 


yield 


immediate bottom-line gains 


Nasdaq Upgrad 


Slowdowns prompt 
their request for 
temporary removal 


BY THOMAS HOFFMAN 

rhree alternative trading net- 
works had to be temporarily 
removed from Nasdaq Stock 
Market reporting 
and last 


Inc.’s_ trade 


quotation system 
week when a software upgrade 
led to a slowdown of the stock 
market's SelectNet system 

The electronic 


three com- 


Domino R5 to 


BY DOMINIQUE DECKMYN 

A quarterly update to Lotus 
Development Corp.'s Domino 
RS will add support for Exten- 
sible Markup Language (XML) 
and Microsoft Corp.'s Compo- 
nent Object Model (COM) 
The update will ship within 30 
days. 


Many 
be factored in to determine a 


other variables have to 


project's success: its impact on 
customer relationships, intel- 
capital and 
process improvement 


Tips for IT 


Using IT to meet business 
Rubin 
said. “For most [IT] shops, the 
IT budget 
months to figure out 
much they'll 
coming year,” said Rubin, who 
is a research fellow at Meta 
Group Inc. in Stamford, Conn 


lectual growth 


goals remains elusive 
cycle takes six 
how 
spend in the 


To succeed, he said, IT depart- 
ments must focus on the bot- 
tom line, collaborate with 
business units and customers 
at all levels and actively man 
age their IT investments like 
fund managers 

Many attendees thought that 
Rubin’s findings made sense 
but that applying these ideas to 


IT management is a different 


munications networks (ECN) 
that were affected — Island 
ECN Inc., Instinet Inc. and 
BRUT temporarily 
prevented from receiving Nas 
daq stock quotes. 

Two of the ECNs requested 
to be removed from the market 
because of the 
the existing SelectNet system, 


were 


which was being updated start 
ing Tuesday night to accom- 
modate Nasdaq's plans to be 
gin offering after-hours trading 
support (News, Oct. 4) begin 
ning next week 


upport XML 


XML support make it 
easier to set up server-to-serv 
er communications between 
and other environ- 
ments, Lotus said. Domino R5 
won't store XML directly but 
will parse XML documents 
and store them in its native for- 
mat. However, Lotus has stated 


will 


Domino 


slowness of 


matter. “This all sounds good, 
but when I get back to the of- 
fice, reality will set in,” said 
Donald Drew, CIO at The En- 
sign-Bickford Co., a Simsbury, 
Conn.-based explosives maker 

Drew said his company has 
been wrestling with how to 
meet its customers’ education- 
al needs while trying to pro- 
tect technical documentation 
online. 

“Timothy McVeigh was able 
to learn how to build explosives 
{by using the Internet for re- 
search]. We have to be very re- 
sponsible about what we make 
available,” said Drew. Neverthe- 
less, he said he believes there 
are some good opportunities to 
educate and market products to 
customers online even if there 
isn’t a clear fit for online sales at 
Ensign-Bickford. 

Others agreed with Rubin’s 
general assessment that IT or- 
ganizations need to be more 
dynamic. “Our IS budget cy- 


e Forces Trader Nets Off-line 


ECNs are alternative trading 
networks that allow buyers 
and sellers of stocks to con- 
duct transactions without Nas- 
daq market makers such as 
Goldman, Sachs & Co. 

By shortly after 1 p.m. on 
Oct. 6, all three trading net- 
works were reconnected. 

Nasdaq _ temporarily _ re- 
moved the high-traffic ECNs 
from the system to reduce the 
volume of activity and help 
the system run faster, accord- 
ing to a press release issued by 
Nasdaq. D 


that it intends to offer native 
support for XML in the future. 

Support for COM will give 
using Microsoft 
tools an easier way to leverage 
Notes/Domino features, said 
Chris Reckling, senior product 
manager for Domino Designer 
and XML. Previously, Domino 
supported OLE, which runs 
only on the desktop and re- 
quired the Notes client to be 
active. D 


developers 
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cles take too long, and by the 
time a project has been ap- 
proved for funding, the re- 
quirements have changed and 
it’s time to revise the plan,” 
said Marcus Armstead, a man- 
agement associate at The Mc 
Graw-Hill technology 
group. D 


Go Network 


Cos.’ 


‘Adds Auction 


Capabilities 


BY ANNE McCRORY 

Infoseek Corp.'s Go Network — 
the Web portal whose partners 
include The Walt Disney Co.. 
ESPN Inc. and ABC Inc. — last 
week launched consumer auc- 
tion capabilities. It’s the first 
commerce offering at what until 
now has been a content-based 
site. 

That means viewers on any 
of Sunnyvale, Calif.-based Go 
Network’s sites can be greeted 
with banners and _ notices 
about items for auction related 
to content they’re viewing. For 
example, a 
logs on to Bristol, Conn.-based 
ESPN’s site football 
game would find out if a foot- 
ball autographed by that 
game’s winning quarterback 
was available for purchase. 

Andrew Hamel, vice presi- 
dent and general manager of Go 
Network Auction, said the site 
is backed by security safeguards 
to prevent fraudulent offers or 
bids and by screening to ensure 
that offensive or illegal items 
offered Items 
such as marijuana and kidneys 
have reportedly appeared for 
sale in recent weeks on the site 
of now-rival eBay Inc. 

Hamel said he expects the 
Go Network to debut other 
commerce offerings in the next 
six months. 

Hamel quoted Cambridge, 
Mass-based Forrester Re- 
search Inc. statistics that mea- 
sured the size of the online 
auction market at $1.4 billion in 
1998 and projected its growth 
to $19 billion in 2003. “It’s go- 
ing to explode, and we want to 
be part of that,” he said. 

Burbank, Calif.-based Disney 
now owns 43% of Go Network 
and is in the process of buying 


sports fan who 


after a 


aren't for sale. 


| out the rest of the company.» 
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~ NEWS 


Swedish Bank in Big Wireless App Test 


BY TERHO UIMONEN 
KHOLM 

Scandinavia’s largest bank last 
k launched a trial that by 
the first half of n ar is ex- 
pected to result in the rollout 
of wireless banking services to 

all of its customers. 
Svenska Handelsbanken said 

the Nordic region 
60% of the population carries 
mobile phones is a perfect 
testing ground for 
banking services, which are ex 
pected to Internet 
banking in popularity. Handels- 
banken has signed up 
than 150,000 customers for its 
Internet ban 
The wirele 
based on th 


wireless 
surpass 
more 


g services. 

s services will be 
emerging Wire- 
Application 
(WAP) specification for mobile 
data communications and will 
further the bank’s aim to enable 
its customers to do their bz 
ing anytime and anywhere, the 
bank said in a statement. 

In the initial phase of the tri 
al, Handelsbanken will provide 


less Protocol 


its financial advisers and se 
lected customers with WAP- 
enabled telephones with 
which they can access general 
as well as personalized stock 


Microsoft, BT 
Test Wireless 


BY JANA SANCHEZ 
Microsoft and 
Telecommunications PL( 
they have begun a trial of joint 
ly developed technology for 
wireless Internet services 

The 
week, uses a Microsoft micro- 
a Web browser de 


Corp British 


said 


test, announced last 
browser 
signed for handheld devices 
that the companies said was 
operating system-independent 
The 1,000 test 


can send and receive e-mail via 


participants 


a mobile phone, as well as ac 
Microsoft E 
change-based calendaring, 
dress files, personalized We 
content and information ser- 
vices, Microsoft said 

Though the 
based on the Wireless Applica 


cess in real tim 


browser isn’t 


tion Protocol spec tion, 
subsequent versions will be, 


Microsoft officials said. D 


Sanchez writes for the IDG 
News Service in London. 


market information. The hand- 
sets are from Finland’s Nokia 
Corp. and Sweden's L. M. Eric 
sson Telephone Co. 


By the first half of n 
Handelsbanken e 
fer all of its customers a full 


cts to of. 


range of wireless banking s 


year, 


rx) 


jata into a format based on E> 
tensible Markup Language that 


vices, from access to account 
and stock market information 
can be received via a WAP-en 


abled mobile phone. D 


to money transfers, purchases, 

stock sales or bill payments. 
Handelsbanken is using IBM 

application development tools | Uimonen writes for the IDG 


and software for translating its | News Service in Stockholm 


Whether your power protection problems 
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nobody has more 


solutions than Powerware. 
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yen the most experienced IT professional probably 
isn't aware of all the potential power threats out there 
rom subtle distortions that damage data, to full 


blown blackouts that shut down a busine 


Luckily, there’s Powerware. We are the UPS experts 


Offering not just products, but top-to-bottom solutions 


Series 3 for the most common power threats 


surges and sags); Series 5 for mid- to high-level protection 


and Series 9 for the most mission-critical operations 
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What's more, we'll help you determine the precise 


level of protection you need, complete with our 


unmatched monitoring and shutdown software and 


on-site support 


To learn more, check out www.powerware.com/359. 
Or cal! us at 877-PWRWARE (877-797-9273). It's 


the kind of move that can earn you the corner office 
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SPECIAL ADVERTISING SECTION 


Windows NT 


What is Windows NT Advantage? 
Windows NT Advantage is the partnership among Microsoft, 
Compaq and Computerworld Enterprise Business Solutions to 
inform IT leaders about Windows NT technology by providing 
timely, useful informaticn — in print and online — for planning 


and deploying Windows NT and Windows 2000 on Compaq 


hardware using Compaq services and solutions 


Online This Week 


Deploying Windows 
2000 in Web intranets 


Need to communicate more effectively with partners and 
employees? Windows 2000 Professional and Windows 
2000 Server will work together to enhance intranet- 
based business communications 


Compaq Eight-Way Servers 
Power Mission-Critical Apps 


Because downtime could cost the utility more than 

$1 million an hour, Illinois Power turned to Compaq’s 
ProLiant eight-way SMP servers to keep the lights on 24 
hours a day, seven days a week. The servers give the 
utility the power to achieve sub-second responses 


Reliability in the Enterprise: 
The Real Secret is Planning 


Reliability in the enterprise isn't just another sales gim- 
mick. It's a must. And now, even a standard $2,000 
Windows NT workstation must be as reliable as a 
million-dollar mainframe. There is an increasingly 
important role played by services and support such as 
the “preventative medicine of computing” provided by 
Compag Services Division 


Will you be seriously 
ofa Texel) investigating a Windows 

2096 implementation within 
the next 24 months? 


Migrating from Windows NT to Windows 2000 is a major 
step forward for thousands of businesses. The transition 
involves more than just an upgrade — it requires signifi- 
cant advanced planning. How many of your peers are 
developing those plans now? 


Cast your vote now at 
www.WindowsNT-Advantage.com. 


Planning 
a PC path 
to success 


Compaq’s assessment 
service is there to help 


By John Pancharian 


As the millennium draws near, PC upgrades are looming on the 


horizon for many companies. 


Your enterprise will probably migrate to Windows 2000 and NT, 
and those old boxes that were adequate for Windows 9x and last 
year’s software just won't have the muscle to swing the new 
hammer. But there are a lot of issues to consider before procuring 


new PCs. 


To help with the decision process, Compaq has developed an 
in-depth planning program (www.compagq.com/solutions/pcsolutions/ 
planning), part of its PC Lifecycle Solutions service. Its goal is to 
help build sound purchasing strategies by breaking the process 
down into four steps: assessment, selection, financing and valida- 


tion. This article examines the first. 


Compaq’s assessment services were 
designed to answer the question: What 
type of PC do | need? To solve the techni- 
cal end of the question, Compaq offers an 
availability review that will identify poten 
tial risks in changing infrastructure, ana- 
lyze the existing systems and suggest 
improvements. And Compag evaluates 
the new setup in its testing centers 

“We're able to recreate the customer's 
environment and test that specific hard- 
ware and software to see that it will work,” 
says Tom Sadtler, director of marketing 
programs and customer service at 
Compaq. Compag also approaches 
assessment on a business-centered front, 
“You need to have a clear idea of what 
your business needs are now and over 
the next couple of years, and then match 
PCs to the business needs,” he says 

“PCs are really pretty comparable in 
terms of performance and scalability 
That's what everything boils down to — 
service, service, service,” agrees Kristian 
Poe, a consultant at CG! Systems. To 
keep support costs down and service lev- 


els up, he suggests starting with the 
request for information. When you 
send a request, be specific about what 
support you require, he says. “Most 
vendors will want to come in and wine 
and dine you, so take advantage of 
that,” Poe says 

Craig Broussard, IT manager at 
Equilon Enterprises, sings the praises 
of standardization as a means of bring- 
ing down costs. Standardizing also 
simplifies support and eliminates man- 
agement headaches. 

Franc Gentili, director of Compaq 
Professional Services, Enterprise NT, 
warns against “trying to make savings 
for the sake of making savings.” He 
stresses the importance of looking at 
existing systems and employing user 
profiles to fit new hardware to users’ 
needs. “Otherwise,” he says, “you will 
lose the benefit of having a tool that’s 
right for what you're doing.” D 

To read more about Compaq’s 
upgrade assessment service, visit 
www.WindowsNT-Advantage.com. 
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The Web Magazine for 
IT Leaders Implementing 
Windows NT on Compag Platforms 
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Spectrum of 
Windows NT 
scalability 


The industry’s perception is that 
Windows NT simply won't scale 
the way Unix does. Microsoft and 
its partners counter by publishing 
amazing benchmark results. The 
perception that Windows NT just 
won't scale continues. Why do 
you suppose this is happening? 


Most IT organizations understand that 
benchmarks may not be the best way to 
determine the scalability of an operating 
environment. They remember Mark 
Twain’s comment that there are lies, damn 
lies, and then statistics. They are sure that 
Mr. Twain would have added benchmarks 
to the list had he known about them 

Competitors may also be playing one of 
their strengths against the current weak- 
nesses of Windows NT. The most impor- 
tant point is that scalability is a complex 
matter that is being described in overly 
simplified terms 

in reality, it is possible to construct 
Windows NT-based configurations to han- 
dle all but the very largest of computing 
tasks. It is likely, however, that these con- 
figurations will be designed differently than 
those based on other operating environ- 
ments. Developers are likely to utilize a 
network of functional servers rather than 
large multifunction servers as the basis of 
their solution 


How Can | Make Windows NT Scale? 
IT organizations wishing to assign a 
large or complex task to Windows NT must 


www.WindowsNT-Advantage.com 


Scalability 
is being 
described [in 
the industry] in 
overly simplified 
terms. 


take advantages of this operating environ- 
ment’s strengths and avoid its weakness- 
es. Windows NT offers a number of fea- 
tures designed to support distributed 
applications. Properly used, these features 
make it possible to implement any but 
the very largest applications on Windows 
NT today 

A developer designing a large transac- 


tional application for the Windows NT envi- 


ronment would likely segment it into sever- 
al services: user interface, individual trans- 


actional functions, networking or Web serv- 


ices and database services. These servic- 
es may be linked together today using 
Microsoft's transaction server and 
Microsoft message queue or using trans- 
action-oriented middleware from a number 
of third parties. Tomorrow this developer 
may use Microsoft's COM+ 

The advantages of this approach are 
flexibility and modular growth. When any 
function begins to overpower its host 
another server can be brought in to sup- 
port part of the workload. It isn’t necessary 
to replace the system with a bigger sys- 
tem. Using this approach, Windows 
NT can scale to handle amazingly large 
tasks. DB 


Kusnetzky is program director for 
International Data Corp.'s operating 
environments and serverware services 


Compag Portables 
Deliver Durability 


Owner’s manuals warn 
users to keep electronic 
equipment out of direct 
sunlight and cold tem- 
peratures, as if everyone 
lives in a perfectly balmy 
climate. 

But that’s not reality. 
For example, this past 
spring, three Compaq 
Armada 7400 series 
notebooks made their 
way to Mount Everest as 
part of the Everest 
Extreme 
Expedition. 

One part of 
the mission 
was to push 
the limits of 
equipment and 
technology that 
will accompany 
astronauis to the 
international Space 
Station. 

The 15-member team 
operated at altitudes of 
17,500 feet and higher. 
The Armada 7400 com- 
puters were used for 
data analysis, video- 
conferencing via the 
intemet, e-mail and 
other day-to-day tasks. 

“In order to prepare 
for the expedition, we 
tested three Armada 
7400 notebook PCs in a 
U.S. Army environmental 
chamber up to 18,000 
feet [equal to the base 
camp of Mount Everest] 
and down to -30F. Ail 
three Armada [note- 
books] came through 
without a hiccup,” says 


Brett Harnett, webmas- 
ter on the expedition. 
The Armada 7400 
Series has a durable 
magnesium-alloy case 
and the latest high-per- 
formance features in a 
lightweight, thin design. 
Preparing a product 
for the extreme cold is 
one thing, but it’s quite 
another to ensure that a 
laptop can function in 
extremes of cold and hot 
weather. 
Adventurer 
Jerry Pournelie 
took the 
Compaq 
Armada 4200 
series notebook 
to Death Valley. 
To test the 
Deiorme GPS receiver 
he had connected to his 
Armada, Pournelle 
decided to veer off the 
paved road onto a dirt 
path. Road conditicns 
quickly became disas- 
trous, and Pournelie's 
truck flipped over. He 
was flung onto the side 
of his truck, with injuries 
to his face and hands. 
And the Compaq 
notebook computer? It 
had been on the pas- 
senger seat with the 
Delorme GPS tracking 
receiver on the dash. It 
was thrown from the 
truck, in a dirt ditch, 
some 30 feet away (see 
photo). But amazingly, 
the Armada was still 
working. 3 





Media Metrix Buys Ad 
Measurement Firm 


Media Metrix inc., a New York inter- 
net traffic measurement company, 
announced its acquisition of Seat- 
tle-based AdRelevance Inc., which 
tracks and measures Internet ad- 
vertising. Media Metrix said it plans 
to combine newly acquired data on 
ad spending and placement with its 
own e-commerce measurements to 
provide a broader understanding of 
the digital marketplace. 


Intel Buys Internet 
Commerce Company 


in its eighth acquisition of a net- 
working- or communications-relat- 
ed company this year, Intel Corp. 
has agreed to buy IPivot Inc. for 
$500 million in cash. Poway, Calif.- 
based !Pivot makes Internet com- 
merce equipment that determines 
where data should be processed 
and then sends the request to 
servers that can deliver the best 


response time 


AMD Reports Loss, 
Puts Unit on Block 
Advanced Micro Devices Inc. re- 
ported sales of $662.2 million and a 
net loss of $105.5 million for the 
quarter ended Sept. 26. Sales were 
down by 3% from the same quarter 
last year. Separately, AMD said it's 
seeking a buyer for its Communica- 
tions Group, which provides inte- 
grated circuits for telecommunica- 
tions applications, data communica- 
tions and computer connectivity. 
AMD said it wants to focus on the 
PC platform and plans to complete 
the sale in the first half of next year. 


Bell Atlantic, 3Com 
Team on Home DSL 


Bell Atlantic Corp. and 3Com Corp. 
last week announced that they will 
offer a $229 kit designed to give 
consumers everything they need to 
get hooked up to the Internet 
scriber Line (DSL). Once it's in- 
stalled, users will have a choice of 
several levels of DSL and internet 
service, starting at $49.95 per 
month. 





Pair Latest to Offer 
Outsourced Storag 


Level 3/StorageTek agreement adds option 
for managing seasonal storage needs 


BY SAMI LAIS 
AND KATHLEEN OHLSON 


EVEL 3 Communica- 
tions Inc. and Stor 
age Technology 
Corp. last week be- 
came the latest col- 
laborators in providing alter- 
native storage, backup and re- 
covery facilities for companies 
of all sizes 
Under the agreement, each 
of Broomfield, Colo.-based 
Level 3’s data centers will use 
several of StorageTek’s Storage 
Utility products, including 
tape, disk and backup utilities, 
connected by a Fibre Channel 
storage-area network 
StorageTek has been push- 
storage by the 
This summer, the 
Colo. 


ing to offer 
megabyte 
Louisville 
struck an alliance with Sun Mi- 


crosystems Inc. through which 


company 


StorageTek incorporates Sun’s 
open enterprise disk technolo 
gy and Sun incorporates Stor- 
ageTek’s enterprise tape au 
tomation systems. Both com 


panies provide service and 


support for their products. 
Storage alternatives are “a 
hot area for investment,” said 
John MacArthur, an analyst at 
International Data Corp. in 
Framingham, Mass. 


Early 
for-hire 


adopters of storage 
compa- 
nies “looking for someone to 
provide backup and recovery 
or that have a transient or sea- 
Such 
users might include a company 
replicating a data warehouse 
or a retail company whose data 
storage needs burgeon during 
the winter holiday 


services are 


sonal need,” he said. 


season, 


« Level 3 builds worldwide network of 79 gateways, each with 


10,000 to 18,000 servers. 


® StorageTek provides tape, disk and backup utilities, connected by 
a Fibre Channel storage-area network. 


= Level 3 customers, from corporations to Internet service providers, 
lease storage space and choose from a menu of storage, backup 


_ and recovery services. 

StorageNetworks Inc. in 
Waltham, Mass., this summer 
signed giant EM(¢ 
Corp. in Hopkinton, Mass., to 


storage 


provide 
hardware and software for 361 
bytes’ worth of data storage fa- 


enterprise storage 


cilities 


“Partly, it’s still a case of ‘if 


you build it, they will come,’ ” 
MacArthur said, “but some of 
it is user-driven.” 


then ebb to lower levels during 
the rest of the year. 

factor that favors 
the outsourcing model for on- 
again, off-again storage needs 
is staffing. “If you have a pro- 


Another 


fessional storage manager get- 
ting $100,000 a year, you don’t 
want him sitting _ idle,” 
MacArthur said. 

That won't be a problem for 


companies that opt for the 


IBM, AT&T Launch E-Services Partnership 


For $35,000+, users 
can buy a Web site 


BY LAURA ROHDE 
AT&T Corp. and IBM last week 
announced they have begun a 
strategic partnership to pro- 
vide e-commerce services for 
small and midsize companies. 
IBM will provide the hard 
ware and software on AT&T's 
network, and the services will 
be delivered through a joint 
AT&T/IBM channel. 
start at $35,000. 


Prices 


“The giants are dancing, and 
they've invited a whole lot of 
small businesses to the dance 
as well,” said Jack Staff, an ana- 
lyst at Redwood City, Calif.- 


based Zona 
“However, what they consider 


Research Inc 


small business and what other 
people consider small business 
are probably two different 
things.” 

The companies said their 
collaboration will help cus- 
tomers build Web sites with 
electronic catalogs and secure 
e-commerce. AT&T will man 
Internet connectivity, 
ranging from speeds of 56K to 
155M bit/sec. 

“It doesn’t take a rocket sci- 
entist to realize that the next 
century in e-commerce is go- 
ing to be about how you push 
the content through the pipe,” 
Staff said. “Building relation- 
ships with companies that 
have a transmission method is 


age 


something that 
wants to do.” 

The IBM/AT&T service will 
include IBM’s Start Now soft- 
ware; a choice of servers — an 
IBM Netfinity, ASA400 or 
RS/6000; and customization 
options from IBM’s Business 
Partner service. AT&T’s Man- 
aged Internet Access Service 
will provide the Internet con- 
nections. 


everyone 


Savoir Technology Group 
Inc. in San Antonio will be the 
first application service pro- 
vider contracted to provide the 
package, the companies said. D 


Rohde writes for the IDG News 
Service in London. Computer- 
world reporter Carol Sliwa con- 
tributed to this report. 
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Level 3/StorageTek service, 
said Steve Spiegel, product 
marketing manager at Storage- 
Tek’s Solutions Business 
Group. StorageTek wil! man- 
age customers’ storage envi- 
ronments at each Level 3 gate- 
way facility. 

“Creating a storage utility 
model where you're sharing 
among lots of sub- 
scribers Mac- 
Arthur said. 

The market offers a range of 
pricing models, including pay- 
ing for hardware with rights 


costs 


makes sense,” 


| options and having the parties 


share financial risks. That’s 
what British Airways PLC did: 
It struck a risk-sharing leasing 
deal with Sun, which this year 


| created Sun Microsystems Fi- 


nance to devise just such new 
pricing structures. 
Partnerships are another 
pricing option. One storage 
provider, for instance, tied its 
fees to those earned by its cus- 


| tomer, MacArthur said. 


Creative pricing to attract 
storage worth 
vendors’ time, however. Stor- 
ageTek estimates it will earn 
$400 million in revenue over 
the next two or three years 
with the Level 3 agreement. D 


Intuit Buys 
Mortgagor 


BY NANCY WEIL 
Personal financial 
vendor Intuit Inc. is expanding 
its online mortgage turf, buy- 
ing Rock Financial 
which offers home loans on the 
Internet, in a stock deal valued 
at $370 million. 

The deal would allow Moun- 
tain View, Calif.-based Intuit to 
create a direct lending model, 
leading to higher loan volumes 
for the companies it 
with on mortgages. It will offer 


customers is 


software 


Corp., 


works 
customers choices and 
improved service, Intuit and 
Bingham Falls, Mich.-based 
Rock said last week. 
QuickenMortgage, _ Intuit’s 
online service, lets customers 
compare mortgages rates from 
a range of lenders. Rock’s 
mortgage Web site, www. 
RockLoans.com, will work with 
QuickenMortgage. B 


more 


Weil writes for the IDG News 


| Service in Boston. 





MISSION: Youre going home. At United Health Services, that sound of success is heard more quickly these 
days. How? A Lockheed Martin network that’s turning paper systems into digital systems. The result: medical data that 


appears when it’s needed, where it’s needed: at bedside, in the lab, or viewed by physicians in several locations at once. 
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SUCCESS: What’ behind better patient care? The Lockheed Martin enterprise network lets physicians see 
what other physicians have done. When used with laptops, these networks provide mobile access to information that 


is fast, accurate, and secure. To see what Lockheed Martin IT expertise can do for you, visit www.lockheedmartin.com. 
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KEVIN FOGARTY ALLAN E. ALTER 


Supply-chain puzzle _[stimewemade 


T WAS A TRUISM in old IT shops that massive, multiyear ame) | TERE’S QUALITY now that we 
cation development efforts designed to benefit all parts of a really need it? And boy, here in 


large business were destined to fail. Most battle-scarred veter- | 4... ” — oe esacagsiort - 
ee f e e-commerce era, do we need it! 
ans of IT can recall bloodbaths caused by managers who ig- The story of e-business is not just a tale 
nored that rule. But that doesn’t stop others from launching of instant billionaires, it’s also a sorry 
new campaigns, especially with lion in 1998 to $22.9 billion in 2003, | saga of gaffes: the outages at MCI, eBay 
ERP or supply-chain projects that , as other users jump on board. | and America Online; the online frustra- 
tickle the fancy of top managers. But later users may not match | tions of the 98 Christmas shopping sea- 
Most of the ERP projects Com- the manufacturing model — with | gon: the security hole in Hotmail. For 
puterworld reporters write about A its relatively few suppliers and 
aren't failures, exactly, but they’re short supply chain — that has 
not raging successes, either. spelled success for early adopters. 
Most seem to be semi-emer- Stretch the concept to retailers, 
gency measures to fix Y2K or for example, whose hundreds of pect they’re going to get 
standardize back-end systems. . Eomainiamats suppliers and thousands of prod- worse. I say this knowing 
Most are approved based on just _ business editor. Contact | ucts make them perfect supply- that some companies are 


one or two clear benefits. Users him at bhevin chain candidates. slowing down their e-com- 

wait until after installation to see if _cimputerwaidcom. | But retail chains find that track- | merce efforts so they can 

they can get any additional benefit ing even a small percentage of that | better integrate their site 

in exchange for the pain of installation. stream of supplies is almost impossible — | with their back-office ap- 
But after installation, figuring out which meaning most retailers have no idea if the plications. 

weaknesses are big problems and which vast sums they’ve thrown at their supply The infrastructure re- 

aren't worth any serious effort to fix can be chains are having any effect. ae” make the e-busi- 

like matching dark socks in the bedroom And even if there is an effect, analysts pre- | oe ees oe posse ap wigs + 
; 3 Sl ; ra ; aS ns 3 : Did you think three-tier erworld’s columns editor 

with the lights out. There are lots of possibil- | dict that it will be five years before most big s 


and department editor, 
ities, but a real likelihood you'll walk out companies will see a solid payback. 


| each headline there are thousands of sna- 
| fus — orders not fulfilled, e-mail unan- 
| swered, bills unpaid and so on. 

I'd like to think things will get better, but I sus- 


client/server architectures managing. Contact him at 
: ss were complex enough? ailan_alter® 
with a mismatch. Supply-chain users now What’s that mean for the future of supply- | ¢-commerce needs five computerworld.com. 
face the same dilemma. chain apps? Probably nothing. Once a train tiers: the databases and file " 
The applications have worked well enough | like that gets rolling, it’s hard to stop. But it systems, a layer of software to integrate with ex- 
for early adopters for International Data makes you wonder: With all those users isting back-office systems, the e-commerce appli- 
Corp. to now predict that the supply-chain jumping on board, just what do they realisti- | cation tier, another tier for outside services used 
application market will explode, from $13 bil- | cally expect to get for the price of a ticket?) | to run the Web site and whatever PCish or post- 
PCish device the user is using. 
Under the calmest conditions, this environ- 
ment would take a long time to master. But who’s 
calm these days? Today, the spoils go to whoever 
| coughs up a product first, no matter how poorly it 
| works, and established companies are afraid of 
| being “Amazoned.” Add to this the computer 
| industry’s history of getting away with buggy 
products and the fact that no high-profile e-busi- 
| ness has yet failed due to quality problems, and 
| the situation looks grim for quality e-commerce 
| services. 
| Nevertheless, companies can’t get away with 
| poor quality forever. Inevitably, a Toyota or Wal- 
Mart comes along to blow away a GM or Kmart. 
| Already, some realize that quality can be a differ- 
| entiator in the e-business world. There’s an op- 
| portunity here for the IT world’s quality profes- 
sionals — project managers, contract managers, 
quality assurance professionals and testers — to 
| make a difference. 


| ‘That is, if they don’t blow it. 
the latest Open- code fashions | The quality movement kerplunked on its keis- 


ter back in the mid-’90s. Today, few fuss over the 
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Baldrige Award. Many corporate quality pro- 
grams have been dismantled. Inside the IT world, 
quality assurance is marginalized. There are ex- 
ceptions — notably General Electric’s embrace of 
Six Sigma — but there’s little buzz today about 
TQM. 

Why? The quality movement went overboard. 
Its advocates acted like zealots but delivered less 
value than they promised. Hitting quality goals 
seemed more important than profits, procedural 
rigmarole a higher priority than getting product 
out the door. 

That is the challenge for the quality movement: 
how to practice quality in Internet time, at speeds 
time-pressed executives can tolerate. If they can 
do that, with less hubris and stridency than 
before, we have a shot at building a better 
e-commerce world. If not, we're in for a long, 
painful slog. D 


DAVID MOSCHELLA 
It’s official: IT 
firms rule the 
investment world 


OES IT SURPRISE YOU that Cisco 

is now worth more than Exxon, 

that AOL is worth more than the 
combined resources of DaimlerChrysler, 
that Dell is worth more than Ford, or that 
EMC is valued more highly than the once 
almighty General Motors? These are just 
a few of the findings gleaned from the 
recent Wall Street Journal compilation of 
the world’s 100 most valuable corpora- 
tions, ranked in terms of their stock mar- 
ket capitalization as 
of June 30. 

Thus far, most of the IT 
stock price debate has 
been expressed in ab- 
solute terms. Are valua- 
tions too high, too low or 
just right? To me, though, 
a comparative perspective 
is more concrete, more 
relevant and just plain 
more interesting. Indeed, 
comparisons are what in- 
vestors deal with every 
day, since they always 
have the option of taking their money out of IT 
and putting it into some other business. 

Today, they clearly prefer to keep it in technol- 
ogy. Fully one-third of the Journal’s top 100 are ei- 
ther computer or telecommunications firms. The 
list includes 16 computer and communications 
product companies and 18 vendors of telecommu- 
nications services. The only other industry that 
comes close to this type of presence is finance 


DAVID MOSCHELLA is an i 
author, independent i 
consultant and weekly 
columnist for Computer- | 
world. Contact him at | 


(banks, brokerages and insurance companies), 
with 17 companies making the list. There are just 
eight companies from the once-dominant auto 
and oil sectors. 

For the record, the IT companies are Microsoft 
(1), IBM (3), Cisco (5), Lucent (6), Intel (8), Nokia 
(29), Hewlett-Packard (32), Dell (37), Nortel (73), 
Ericsson (74), Motorola (77), Texas Instruments 
(78), EMC (80), Oracle (81), Sun Microsystems 
(82) and the highly diversified Siemens (92). 
Some people might also want to count Sony at 96. 
Notable absentees and potential newcomers in- 
clude Compaq, Gateway, SAP, Computer Associ- 
ates and ail the major players from Japan, Korea 
and Taiwan. 

The telecommunications services rankings are 
noteworthy because they are now equally split 
between U.S. and non-U.S. companies. Telecom 
services companies on the list are Japan’s NTT 
(10), AT&T (1), MCI WorldCom (15), Deutsche 
Telekom (21), AOL (25), SBC Communications 
(26), British Telecom (28), Bell Atlantic (35), Bell- 
South (38), Ameritech (41), France Telecom (45), 


merger, Qwest and US West will also join the 
club. In fact, given the rise of services firms such 
as EDS, Computer Services Corp. and Yahoo, IT 
and telecom services companies might someday 
make up half the list. 

The geographic mix depicts the dramatic shifts 
of the past decade. No fewer than 62 of the top 
100 companies are based in the U.S., compared 
with 32 from Europe, just four (NTT, Toyota, 
Bank of Tokyo and Sony) from Japan, and one 


each from Canada and Australia 
most Japanese companies has shrunk so far that 


Che value of 


Japan’s presence is now the same as the Nether 
lands’ and actually trails Switzerland’s (5). Sur- 
prisingly, the U.K. ranks a strong second with 
nine, although it’s the overwhelming U.S. lead 
that clearly stands out 

No one will be surprised to hear that investors 
are betting their money on both IT and America, 
but it’s only a list like this that gives us a tangible 
sense of the truly seismic shifts that have already 
occurred, while reminding us of how much things 
could change again. Eventually, the dominance of 


Australia’s Telstra (49), G 


TE (5D, Telecom Italia 


(62), the U.K.’s Vodaphone (69), Telefonica de Es- 
pana (83), Sprint (86) and AT&T’s upcoming ac- 
quisition, MediaOne Group (93). After their 


Thin clients can stand 
up to tough questions 


ET ME weigh in on 

Dan Gillmor’s 

questions on thin 
clients [“Thin Clients: 
Can They Stand Up to 
Tough Questions?” News 
Opinion, Sept. 20]. 

Although Mr. Gillmor 
says network computing 
makes sense, he seems to 
be damning with faint 
praise. 

It’s specious to say 
PCs have an advantage in | 
the area of the network | 
staying up. I would ven- | 
ture to say almost all but 
the smallest organiza- 
tions have all of their 
commonly used files on 
file servers. 

The security flaws 
Gillmor enumerates are 
all features of desktop 
PCs, so I assume this is a 
point in favor of thin 
clients. 

Bandwidth raises legit- | 
imate questions of where | 
to deploy thin clients. 
But I don’t think this 
makes IT’s job signifi- 
cantly more complex. If 


the support costs for the 
direct-connect thin cli- 
ents is reduced nearly to 
zero, then supporting a 
few mobile laptops is still 
1 winning proposition. 
And perhaps Gillmor 
could provide a future 
column detailing how 
and why adding thin 
clients and simplifying 
the support organization 
adds complexity. 
Steven F. Lott, CCP 
Consultant, ERP services 
CTG 
Albany, N.Y 
steven.lott@ctg.com 


"Internet buying 
| standard ready now 


NTERVIEWED mem- 

bers of the OBI Con- 

sortium failed to es- 
tablish a few facts about 
Open Buying on the In- 
ternet (OBD in your 
Sept. 6 article “Backers 


Hope OBI Upgrade Will 


Spur Usage, Finally” 
[Business]. 

OBI is a model for 
conducting business-to- 


| business electronic pro- 


curement. 


| about the entire Mi- 


| have seen (“Each Round 
| of Poker Could be Bill 
| Gates’ Last,” News Opin- | 





companies selling technology will recede, and 


those actually using IT will rise to the fore. But 
don’t bet on this happening any time soon. Right 
now, the sellers are still in control. } 


The model defines 
what buyers and suppli- 
ers have to do. The mod- 
el keeps responsibility 
for data maintenance, 
storage and so on where 
it naturally exists, and it 
is scalable 

Moreover, the OBI 
model and data standard 
can be implemented to 
day, whereas there still 
are no transaction sets or 
models for Extensible 
Markup Language. 
Timothy M. Ameredes 
IT manager 
SDSU - Business Services 


| San Diego 


| Microsoft earned its 
| place in the market 


HANKS to colum- 

nist David 

Moschella for one 
of the best observations 


crosoft “mania” that I 


ion, Sept. 13). 


Our society,eventhe | 
“champions of IT com-_ | 


merce,” has become so 


socialistic that we want 
to be given our portion 
rather than earn it. 

Mr. Moschella’s analo- 
gy to poker was right on 
the mark. 

However, if the rules 
of the game are going to 
change so that the mar- 
ket winner has to pay 
those market losers, I 
might try and get some 
money back for my soft- 
ware company, which 
failed in 1993. I wonder 
how my competitors 
would like to receive a 
bill? 

Joel M. Ellis 
Analyst 


| Birmingham, Ala 


jellis13@bellsouth.net 
More letters, page 38 
COMPUTERWORLD welcomes 


comments from its readers, 
Letters shouldn't exceed 200 


| words and should be addressed 


to Allan E. Alter, columns editor 


| Computerworld, PO Box 9171, 
| 500 Old Connecticut Path 


Framingham, Mass. 01701 

Fax: (508) 875-8933; Internet 
letters@computerworld com. In- 
clude an address and phone 


| number for immediate verification 
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Merging the e 
with the b 
in e-business 


LL IT TOOK was a day last week 

at the Marketing Services/99 con- 

ference in Boston to realize that 
the computer services industry is being 
turned topsy-turvy by the e-business 


trend. 

In the old days, IT service firms earned their 
livings by developing, implementing, supporting 
and outsourcing applications for the enterprise 
Now they're doing it for whole industries. 

Computer Sciences Corp. (CSC), for instance, 

iter systems and back-end process 


a new exchange for buying and 


selling steel. E-Steel re 
places inefficient middle 
men with a Web site. CS 
also supports several other 
similar vertical transaction 
exchanges — in fact, CS¢ 
is pretty close to being 
able to be the exchange 

not just run it for someone 


cise 


JOHN GANTZ Or take Andersen Con 


ce presicent 4 sulting, wl 


through its 
chemical industry con 
sulting practice, has equ 
ty in ChemConnect, an In 
ternet-based chemical ex 
ieves that up to 15% of 
dustry v 
ianges in less than four 
will 


hemConnect, Andersen is 


listance t 


to becoming a chemical 

ind selling chemicals, hiring 

content for the Web site to 
action 

ms are finding that »-business 

he e and b 

iis 


and 


makes sense 


If you can design 


ication 


ie as well. Traditional busi 
nto the IT outsourcing space 
no one would classify as an 
will not only rent you trucks 
itsource your entire logistics sys 
computer applications. Car 
t up their own Internet-based ex- 
Autom 


auto parts. Even the U.S. Postal Service is 


ive Network Exchange, for 


trying to establish itself as an e-mail outsourcer 
This merging of the e with the b in e-business is 

changing some of the time-honored rules of the 

IT services industry, including the following: 

@ The buyer of IT services is increasingly a busi- 

ness unit executive rather than an IT professional 


NEWS 


@ The short list of buying criteria has expanded 
from technical capability and experience to in- 
clude Web site design skills and the ability to 
build online communities. 
w@ IT service firm competitors now include not 
only like companies, but also Internet service 
providers, dot.com start-ups, interactive design- 
ers and agencies and former customers. 
@ Pricing schemes are no longer solely fixed- 
price or time-and-materials. They can include 
payments based on business metrics, like cost 
cutting or increased revenue or inventory turns. 

What does a sea change in the IT services mar- 
ket mean to you? If you’re running your business 
like a real professional services outfit, you’re going 
to hit the same walls sooner or later: departments 
that want you to work on performance guaran- 
tees; departments that measure you on business 
results, not project milestones; departments that 
want you to run whole business processes 

Look to these firms as harbingers. It wasn’t that 
long ago that Andersen Consulting was simply an 
IT shop that supported the company’s tax ac- 
countants and auditors. Now that shop wants to 
dominate the chemical industry. D 


ALEX 
Stop the madness! 
12 ways to make 
computing reliable 


E TAKE dial tones for granted 

and assume that electricity 

will be there when we plug 
something into an 
outlet. We board air- 
planes knowing the 
risk of crashing is re 
mote. 

Che simple fact is that 
the infrastructure of mod- 
ern society was built to be 
reliable, predictable and 
sale ALEX TORRALBAS is a con- 
sultant to smali and mid 

size companies after 
many years in the travel 


technology field. Contact 
him at alt@abac.com. 


But now we depend on a 
new infrastructure: PCs 
Neither 


of these is reliable or pre 


and the Internet 


dictable. Well, perhaps one 
thing is predictable: They will fail daily in some 
capacity — from program crashes and system 
lockups to service outages, slowdowns and 
stumpers that send vendors and IT departments 
into finger-pointing snits 

rhis infrastructure is where the world’s econo- 
my is unpacking its moving crates and settling in. 
That’s scary. 

It’s an infrastructure knitted with black holes of 
responsibility. When things break down, nobody 
— not IT, not the telcos, not anyone — says, “The 


buck stops here.” 


| 
| 
| 
| 
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Which isn’t to say that everyone can’t find 
someone else to blame. Your Internet service 
provider blames hackers, the IT department 
blames users, software vendors blame hardware 
manufacturers ... and everyone blames Mi- 
crosoft, which blames everyone else. 

Well, the madness must stop. Too much is at 
stake here. The following 12 solutions are simple 
but radical: 

g All Internet providers must use antivirus soft- 
ware at their servers to screen for malicious pro- 
grams and other potentially damaging content. If 
found, they should block it and notify the user; if 
the user still wants to receive it, he can override 
and get the malicious content. 

@ Any publicly traded company must be required 
by the SEC to undergo a yearly security audit. Re- 
sults must be submitted with year-end filings as- 
signed a pass/fail grade, and credit agencies 
should be asked to take this into consideration 
when assigning risk. 

g All providers, telcos and others supplying Inter- 
net connectivity must guarantee 99.9% availabili- 
ty and speeds at 100% of what you pay for. 

@ Invading someone else’s network or PC for any 
reason whatsoever should carry minimum sen- 
tences of 10 years in jail — on a first offense. If 
the culprit is a minor, he cannot have unsuper- 
vised access to computers until he is 21. 

w Every vendor of hardware must certify through 
a federally accredited lab that their products “be- 
have well” with any operating system, any net- 
working software that exists or is in final beta, 
and any software that has either a 25% market 
penetration or is used by at least 10% of Fortune 
500 companies. Independent testing labs have ob- 
viously dropped the ball, so someone has got to do 
it better Corrupted databases or server crashes 
due to something as mundane as a video card “in- 
compatibility” is just unacceptable. 

@ All software must be free of bugs. Period. Soft- 
ware should be as fail-safe as air traffic control or 
heart monitors. Period. Will it cost more? Sure, 
but better to have reliable software than patch 
after patch (some of which just introduce new 
bugs); useless, costly “upgrades;” and point 
releases. 

@ All software must have unconditional money 
back guarantees for life. 

g All software must offer free technical support 
for life 

B All technical support must be 24/7/365 

@ All programmers must spend a five-year ap- 
prenticeship in “the real world.” That is, nobody 
should write a line of code until they’ve actually 
made a living using someone else’s software and 
operating systems in a real business environment. 
w Every function in every piece of software must 
be usability-tested by target users for six months 
before final release. 

w Every feature promised or advertised must 
work exactly as promised or advertised. 

These may sound extreme or even crazy. But 
they're neither when you figure that we’re putting 
all our economic eggs into this slipshod basket. 
One thing is for sure: They can’t make things any 
worse than they are today. D 





NOW THERE'S AN 
ICT SOLUTI@NS AND 
SERVICES COMPANY THAT 
CAN BRIDGE THE EAST 
AND THE WEST, 

THE NORTH AND THE 
SOUTH, THE PRESENT 
AND THE FUTURE... 


Getrdnics\ 


In today’s quick-paced world of Information and Communication Technology (ICT), we found the best 
way to be ready for change was by making changes ourselves. In July, we merged the strengths of 
Getronics and Wang Global to form one of the world’s top technology solutions and services companies 
In doing so, we've become 34,000 employees strong across +4 countries. How strong? In just the first 
half of 1999, our net earnings increased by 57% and earnings per share were up more than 53% 


So, now that we've made our changes, we're ready to handle yours. www.getronics.com 
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Turn your company into one. 


We can make it happen. Our experienced 
people will help you every step of the way from 
idea creation and strategy straight through to 
technology implementation. Making your 


transition into an e-business as smooth and 





swift as possible. It’s your turn, connect now. 


ERNST YOUNG 


FROM THOUGHT TO FINISH.” 





38 


ENTIREL' EE with 
Robert Reich [“Coping 
With the U.S. Shortage of 
High-Tech Workers,” News 
Opinion, Sept. 6] 
Most firms, especially con 


AGR 


sulting firms, seldom train 
their employees in new tech- 
nologies. This makes good, 
skilled employees quickly ob- 
solete 

difficult for them 
to keep up on their own time, 


It is very 


so employers get rid of them 
because it’s much easier to im 
port people who have the skills 
than to train existing employ- 
ees. There is absolutely no loy- 
alty on the part of the employ- 
er, and it shows in the turnover 
of IT employees looking for 
more 

Karen Merme! 


Har 


Mr. Reich 
for writing the Comput- 
erworld column on 

Sept. 6 deriding the current 
H-1B quotas. From my per- 
spective as a 53-year-old com- 
puter programmer, I welcome 
your voice. Please say more 


often 


Tom Grandel 


aiith Ma 
l via 


have read concern- 
ing the so-called 

i h workers, 
s column is the 


shortage of 
Robert Reich 
first to come close to hitting 
the problem straight on. His 
idea of giving stock options 
and “growing your own” is a 
good start, but we need to go 
much further if we are going to 
ensure a good supply of highly 
trained IT and engineering 
personn l 

As someone who has been 
working in the information 
technology field for more than 


20 years me emphatically 


state that there is no shortage 
of qualified people willing to 
fill the positions. This so- 
called shortage actually results 
from two problems 

1. An educational system that 
doesn’t prepare students for 
the rigors of the college cours- 
es required to « »btain degrees 
in technical fields such as en- 
gineering and IT 

2. The insistence of employers 





~ -NEWSOP 


Reich on target, but labor solutions must go further 


to so tightly de- 
fine skill sets that 
only those individ- 
uals coming right 


out of college have 
he 


on 


any chance of 

meeting the re- 

quirements. 
Rather than 


aps 
s du- 


: =mo- 
being good cor- 


porate citizens 
bec4- 


and becoming a canal 


part of the solu- 
tion, corporations S¢*! 
have simply lob- 

bied for increases 

in the number of 

H-1B visas that can 

be issued. This is the 


REICH 


ROBERT B 


Coping with the 
US. shortage of 
high-tech workers 


Te BIGGEST threat to America’s 
booming IT sector is a severe 
shortage of skilled people. Some 
estimates put the current shortfall at 
400,000. What's to be done? 

In most industries facing such short 
ages, salary levels rise until] enough peo 
ple are attracted to fill the need. Supply 
responds to demand 

But, as you'll see in Computerworld's 
13th Annual Salary Survey [“Return to 
Sanity,” page 42], salaries in the corpo- 
rate IT sector have 
been rising no faster 
than in most other 
parts of the economy. 


There's no beating the 


easy Way Out. 

Let’s look at the ra- 
tionale of a company that 
needs to move into a new 
technological arena. It could 
either take an existing employ- 
ee, spend a considerable 
amount on training and pay 
him a higher wage or bring on 


free 


new talent (recent college 
graduate or H-1B immigrant), 
spend nothing on training, pay 
a lower wage and force him 

to move on at the end of the 
project. 

Needless to say, more com- 
panies are willing to take the 
second option. 

In the past, companies were 
willing to provide additional 
training to move older em- 
ployees (age 40-plus) into new 
technology. Now, employers 
are unwilling to spend even a 
modest amount for employee 
training because of the belief 
that the employee will take the 
new skills to another company 
and will be unwilling to put in 
long hours without additional 
compensation 

The safety valve for this 
shortsightedness has been the 
H-1B visa and a tax policy that 
discourages corporate training 
of employees. While the in- 
crease in H-1B limits may meet 
some short-term need, it 
serves only to further erode 
the country’s ability to main- 
tain technical superiority over 
the long term. 

My solution to this sorry sit- 
uation would be to eventually 
reduce H-1B limits by 90% and 
to allow hefty tax breaks for 
companies that spend more 
than 2% of gross revenue on 
employee training. Only in this 
way would we force compa- 


market: If the IT 
ector wants more 
Led people, it is go- 


ave to pay for 


don’t 
Je 


nies 
Ro orofessional 


to deal 
with the ' 
root causes of the 

skills shortage and make the 
country more competitive in 
the future. 

And only in this way will 
companies be willing to re- 
cruit more aggressively and 
search for talent just waiting to 
be found (and trained). 
Sandro Silvestri 
Director 
Henry Ford Community College 
Dearborn, Mich 
sandro@hfcc.net 


LTHOUGH Mk. REICH 

might have been an ex- 

cellent Labor Depart- 
ment secretary, I doubt he was 
in the data processing field. As 
a retiree who has more than 30 
years in the field of systems 
development, I feel that a 
shortage of high-tech workers 
will continue. 

When I entered the field, 
programming and systems 
were a challenge and the field 
had a feel of creativity; dead- 
lines were a realistic date; 
problems, depending on im- 
portance, were able to be re- 
solved the next day; and com- 
panies were willing to help ed- 
ucate staffs in the newest tech- 
nologies. 

As I left the field, program- 
ming and systems seemed to 
have shifted to orders to follow 
the guidelines; deadlines were 


not just yesterday, but last 
week; everyone worked 24/7 
regardless of problems; com- 
pany requirements were filled 
by hiring new people, not by 
educating the existing staff. 

It is perhaps time that IT 
look at itself and again rein- 
vent itself. Bring back the joy 
of working with computers, 
bring back the feeling that not 
everything is needed yester- 
day and have personnel feel 
that they work to live and not 
live to work. 

Ralph Schlesinger 
Monroe, N.Y. 
rschles@frontiernet.net 





R. REICH says high- 

tech companies 

could not beat the 
free market. I’m very glad he 
has come to realize this. When 
he was working in the Clinton 
administration, he propagated 
myths of government inter- 
vention in the market with fix- | 
es like higher minimum 





’D LIKE to briefly respond 
to a couple of points in the 
article “Plotting an Open- 


| Source Path” [Technology, 


Sept. 13]. You quote D. H. 
Brown Associates research an- 
alyst Greg Weiss, who notes 
that open-source licenses, in 
general, work more in favor of 
users than against them. “You 


| really only have difficulties 


when you want to modify the 


| [code] and redistribute it,” he 
| says. “Most companies aren’t 


doing that.” 
This is a red herring. I 


| would narrow Weiss’ state- 
| ment by s. 


ying that you have 


| difficulties only when you 


want to modify the code and 
redistribute it with fewer rights 


| than you received. While some 
| open-source licenses have oth- 
er restrictions, this one is pret- 


ty much universal 

As for the statement that 
with open source, a hacker 
could theoretically integrate 


| dangerous code into a product 
| and redistribute it to unknow- 


| 
| 
| 


| ing customers — that is simply 


laughable. Any company with 
security procedures so lax that 


| it uncritically accepts new 


source files of random origin 


| has a far bigger problem, and 
| even open source can’t help. 


1 
| 


One should expect any 
meaningful “security debate” 
to use verifiable facts and ac- 
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wages. This always disturbed 


| me because these actions usu- 


ally harm those they’re intend- 


| ed to help. 


I only hope that my field, by 
creating a true world economy, 
will eradicate centralized con- 
trol and make dinosaur poli- 
cies obsolete. America owes 
much to IT. 

Michael P. Gribbins 


| Louisville, Ky. 


S AN IT professional of 
25 years, I found Mr. 
Reich’s column both 


| concise and 100% on target. 


U.S. corporations would be 


| wise to heed his evaluation of 


the situation and his useful ad- 
vice. I am relieved to find 


| someone who is seeing clearly. 


Too bad our politicians care 
not to follow suit. 


| Eric L. Speed 


Senior database consultant 
Databased Environments 
Barrington, N.H. 
wolfeagle@compuserve.com 


‘Article misrepresented some open-source facts 


tual cases rather than straw 
men. But if any argument will 
do, then perhaps we should re- 
open the debate on the flat- 
ness of the Earth or the num- 
ber of angels that can dance on 
the point of a pin. 

Gregory Guerin 

Freelance software engineer 

Tempe, Ariz. 

glguerin@amug.org 


LOT OF PEOPLE in the 

programming commu- 

nity will quickly point 
out that open-source software 
is not free software. However, 
this well-written article makes 
no distinction between the 
two. It even goes further and 
makes a factual mistake of call- 
ing Linux open-source soft- 
ware. For starters, Netscape’s 
Mozilla is open source, where- 
as Linux is free software. 

You can find out more about 
the distinction at www.gnu. 
org/philosophy/free-software- 
for-freedom.html. 

There are many reasons why 
open-source software has been 
out of favor with the free soft- 
ware proponents. An article on 
that could better serve your 
readers. 

Prasad Golla 

Corporate Research Center 
Alcatel USA 

Richardson, Texas 
goilpn@aud.alcatel.com 





it takes powerful 


se’ software 


to understand the 


single customer among 


millions. 
That’s the software 


IBM makes. 








Software is the Soul of e-business. But it’s not the kind of software you buy ina 


shrink-w rapped box at the store. It’s the kind of software that lives far behind the glass. 


Helping one system interact seamlessly with another. Or sifting through terabytes of data 
to reveal customer trends that would otherwise go undetected. Or processing thousands 
of Web transactions simultaneously. It’s e-business software from IBM. And it’s helped over 


18,000 companies transform their operations, their relationships, and their industries. 


e-business is about people. systems and companies 
connecting in completely new ways. They will be 
drawing information from systems that are not 
naturally compatible — and depending on the instant 
availability of that information to do what they do. 
It’s a vast, complex, interconnected world that must 
be made practical. simple and easily accessible to an 


almost unimaginable variety of users. 


Historically. large companies have 


This is the 


software 
IBM makes. 


come to IBM for software to support 
their most critical operations. Now 
every company will need software 
that can quickly scale to handle large numbers of 


secure, complex transactions on the Internet. 


IBM e-business software extends capabilities once 
available only in corporate engine rooms to virtually 
every computing platform. and every user, everywhere. 
Whether they use UNIX. Windows NTV Java. Linux 
or the new wireless handhelds like PalmVII. IBM 
makes software designed to work across every system 


in commercial use. Software for e-business. 


Integrate your operations with the Internet. 13M WebSphere 
\pplication Server extends core business functions to Web 
clients and vice versa. Built-in connectors to leading systems 
support high transaction demands. IBM MQSeries’ helps 


you integrate virtually any application into your e-business. 


Change the way your organization works with the world’s leading 
collaboration and workflow software. Lotus’ Domino’ and 
Lotus Notes’ help e-businesses concentrate their best 
brains and best practices on every project. Not only across 


departmental lines. but across company lines as weil. 


a OO davs. ‘rne se es 
Sainente Every 100 days. Internet use doubl 


resources 
IBM can 
deliver. 


and there’s a new generation of 
software products to evaluate. How 
do you plan, when a “Web year” is three 
months? IBM has developed a flexible application 
framework for e-business that can give you a head 
start. It helps you incorporate evolving technologies 
like XML and Java and build on the best of 


over 35.000 ready-to-go applications from 8.800 


soltware companies. 


Behind all the software is the world’s most experienced 
e-business organization. If what you have in mind 
doesn’t exist. IBM Global Services and our worldwide 
network of Business Partners can help you plan it. 


build it, roll it out and change the world. 


Get our free guide, “10 Success Factors 
for e-business. It distills the learning 
of 18.000 e-business pioneers into 10 
strategies that can help you make the most of the IT 
assets you have in plac e — and avoid missteps others 


have made. Visit www.ibm.com/software/soul/success 


Transform customer data into Business Intelligence. \o other database 
helps you make sense of the Internet data avalane he like 
DB2° Universal Database: DB2 has the speed and scale to 
turn data into customer insights — in time to affect teday’s 


decisions and tomorrow s results. 


Manage e-business systems, networks and applications as a single. 
extended enterprise with Tivoli [T Management software. 
Tivoli and IBM SecureWay’ software provide end-to-end 
security and control of your e-business from a centralized 


location — reducing complexity and cost. 





“#, ittakes powerful 
t Software 
to move tuna from 
the ocean 
to the factory to 


the table. 
he That’s the software 


Ph = IBM makes. 


i 
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SERVICES FOR 


TECHNOPHOBES 


Eastman Chemical’s tech- 
nophobic customers are 
reluctant to buy PCs, but 
the company is trying to 
get more efficient and of- 
fer new information ser- 
vices anyway. It persuad- 
ed 200 customers to buy 
online, though they still 
demand that their famil- 
iar customer service rep 
be on the other end of a 
speed dial. 9 44 


MERGING IT 


Supermarket profit mar- 
gins are razor-thin, so 
the IT that supports the 
business has to be stable 
and efficient. Super- 
Valu’s CIO, who has 
overseen mergers and 
divestitures, says people 
are the key to making 
the mergers work — if 
IT counterparts don’t 
connect at merging 
companies, it can spoil 
the whole business. ) 46 


LOSING LAPTOPS? 


Keeping track of mobile 
devices can be almost 
impossible. But by fol- 
lowing central asset 
management policies 
they may not have both- 
ered with before, organi- 
zations like Sears and 
United Health are doing 
it — and sometimes sav- 
ing money on mainte- 
nance fees for machines 
they no longer own. ) 48 


WOE T0 LAGGARDS 


The Internet has already 
changed everything in 
business, Peter G. W. 
Keen writes. But an as- 
tonishing number of 
tech and business peo- 
ple are just not keeping 
up with the new reali- 
ties, he charges. ) 52 


BUSINESS 


SELF-SERVE HR 


The hype in HR for the 
past several years has 
been about self-service 
apps for employees. HR 
pros at a recent gather- 
ing said the hype is final- 
ly turning into browser- 
based reality. » 46 


WALL STREET 


IGNORES IT 


IT investments can make 
a firm more efficient, 
help it find new lines of 
business and sources of 
revenue or drag it down 
into an inefficient, in- 
communicative heap. But 
Wall Street doesn’t con- 
sider how good a compa- 
ny’s IT is when it’s time 
to value the stock. » 54 


MONEY TO BURN 


Venture capital comes 
from people with too 
much money and goes 
to Internet entrepre- 
neurs who soon will 
have too much money, 
right? Sometimes. Other 
times, venture capital 
goes from IT organiza- 
tions to start-ups that 
can supply bleeding- 
edge technology ahead 
of the competition. Busi- 


ness QuickStudy » 60 


OVERBLOWN 
REQUIREMENTS 


The language in leases 
can make demands of 
end users that are com- 
pletely ridiculous — like 
holding them responsi- 
ble for a manufacturer’s 
Y2K problem, Joe Auer 


found. » 62 


| reams ear ay Rm mm WAM 
MORE 


E-Commerce 
Opinion: Peter G. W. Keene . 52 


OFFICE POLITICS 


RONALD Sz0oc (above) almost got squashed in a failed 

office coup, before he realized that office politics can 
shape or destroy the careers of IT people. Even when 
everyone means well, conflicting priorities can set IT 


people up for a fall, no matter how good 
the systems they build. 5 6 





44 


Business-to-Business [ 
Foresees Fast Growth 


BUSINESS 


Actrade Capital hopes to quadruple 
revenue with seven-figure IT investment 


BY THOMAS HOFFMAN 


hase goods and 
off the loan 
Ac- 
n that a step f 
iw 100 fir 
six months 
ne interest rate 
analysts expect the 
yusiness-to-business 
e-commer to swell to more 
$300 bil ‘r yez 
1 increase Ac 
t mer base 
WKS as expe cted, the 
credit-checking software 
from Westwood, Mass.-based 
i will “allow us to 
isting business 
ng us to grow new 
by acting as an 
sourcer providing credit 


collection services, said 


ACTRADE CEO Alex Stonkus says IT overhaul will help his firm grab a 
bigger piece of the booming business-to-business e-commerce market 


nforma 
technology overhaul that 
st in the tow seven 
ures, then stress-test it through 
the end of the year 


The eCredit.com system was 


vender 


Online 


de signed to improve the speed 


h corporate credit ap 

nr le nh ™m 4 h 1 
provais can De made Dy auto 
iatically screening prospec 
customers and streamlin 


financing for them, said 


Baroudi, an e-business 


analyst at Hurwitz Group Inc 
in Fra ham, Mass 
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Ingram acknowledged that 
the eCredit system used by Ac 
trade “won't be as instanta 
neous as we'd like” because the 
company will still need to check 
a customer’s credit ratings and 
talk with banks the customer 
works with before issuing 
credit. Still, he said he hopes the 
system will speed credit ap 
provals overall. For example, 
Actrade is developing its own 
credit scoring system, which it 
plans to use in conjunction with 
eCredit to determine how much 
credit to extend to a customer. 
said Ingram. D 


astman Chemical Pulls Customers Online 


Offers discounted 
PCs, Net service 


BY JULIA KING 
Eastman Chemical Co. is mov 
x swiftly into the brave new 
world of e-commerce, and it’s 
taking its customers from the 
archconservative, century-old 
chemical industry with it 
Earlier this year, the $4.5 bil 
lion Kingsport, Tenn., compa 
ny launched eastman.com, an 
online service on which its 
U.S.-based 


place and track orders elec 


customers an 


tronically 

Now, it’s helping customers 
— many of which are small or 
old-line companies with limit 
ed information technology 
get discounted PCs from Dell 
Computer Corp. and Internet 
service from UUnet Technolo 
gies Inc., plus around-the 
clock technical support 

Long accustomed to placing 
telephone orders with agents 
dedicated to their accounts, 
purchasing agents at Eastman’s 
customer companies can be 
outright technophobic. But 
since July, 200 of Eastman’s 
customers have signed up to 
I 


do business with the company 


online 


Both initiatives are part of a 
broad and aggressive “clicks 
and mortar” strategy that capi 
talizes on IT to transform the 
company from purely a manu 
facturer of polymers and other 
chemicals to a product and 
electronic-services company 
helping existing customers do 
more business online 

‘As margins on commodity 
products get slimmer, we need 


to offer other services,” said 
Roger K. Mowen Jr., vice presi 
dent of Eastman’s new e-com- 
merce unit known as Cus 
tomerFirst 

Through CustomerFirst, East 
man also has set up a $180 
million venture capital fund, 
which it recently tapped to in 
vest in ChemConnect Inc., an 
online, digital marketplace for 
chemicals 

Here the primary goal is not 
to create another sales chan- 
nel, but to “learn from their 
[auction-oriented] 
business model” to 
stay ahead of the 
electronic-business 
curve, said Mowen, 
adding, I don’t 
want to learn after 
I've been whacked 
I want to see it com- 
ing 

Internally, East- 


from Eastman’s 500-person IT 
group, which has been on an 
aggressive retraining push for 
the past three years, according 
to CIO Bob Dorsey. 

“Five years ago, we had less 
than 30% of folks equipped to 
work in Web applications, the 
Internet, electronic-commerce 
infrastructure and other new 
technologies. Now, we have 
more than 70%,” Dorsey said. 
Eastman’s  cus- 
tomers to the new technolo- 
gies has been another story. 

“One of our big- 
gest hurdles has 
been our own [pre- 
Internet] customer 
service expertise,” 
said Anne Kilgore, 


Moving 


manager of IT for e- 
business 

“We have = an 
excellent customer 
service organization 


man also is moving EASTMAN’S Roger that we fine-tuned 
virtually all of its Mowen: Primary goal over the last 50 


procurement online is to stay ahead of 
using technology e-commerce curve 


from Commerce- 
One Inc 

“CustomerFirst is the plat- 
form we have for changing the 
company, which we could not 
do without a separate venture 
because the culture is too con- 
servative,” Mowen said 

For example, because Cus- 
tomerFirst is a separate entity 
— with the chance that it could 
be spun off as a public compa- 
ny eventually — Mowen can 
use stock options to attract 
skilled IT professionals who 
might otherwise ignore the 
company in favor of Internet 
start-ups. 

CustomerFirst also has 
brought over about 40 workers 


years. A lot of our 
customers say, Why 
would I go online 
when I can just push the speed- 
dial button on my telephone 
and get to a dedicated customer 
service agent?” Kilgore said. 

Eastman customer David 
Allen at Bitec Inc., a roofing 
materials manufacturer in 
Morrilton, Ark., orders from 
Eastman online. It’s much 
faster, accurate and more effi- 
cient than placing several 
phone calls per day, he said. 

But Bitec isn’t ready to give 
up a dedicated Eastman sales 
representative. “I made it quite 
clear I would not be as high on 
Eastman Chemical if they re- 
moved the human element,” 
Allen said. D 





A Powerful Business PC With A Footprint 
About The Size Of A Footprint. 


Pre-loaded with Microsoft" Windows. NT * Workstation— 
the most reliable Windows* operating system yet. 


When space is at a premium and flexibility is key, we 
have your solution 1 complete business computer 
similar in size to an LCD monitor! The innovative 
NEC PowerMate 2000 PC, with a sleek 10.6" x 7.5" 
footprint, is designed to expand your usable workspace 


ind for areas not equipped to accommodate bulkier 


( omputers 


Maximize the performance of the PowerMate 2000 PC 
with Windows NT Workstation, the Windows you 


know but built to be more reliable for business. 


For more information, contact NEC Computer 
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Systems Division, toll free, at 8 207-7992 


or 


Www.powermate2000.com 
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BUSINESS 


IT Plays Key Role in Mergers 
Among Supermarket Chains 


Super Valu CIO: Matching systems, goals 
with counterparts can make mergers work 


BY SAMI LAIS 
N Super 
Valu Inc 
ast month 
added Rich 
Hold 


supermarkets to 


food 


latest 


Robert W. Borlik, 


Ainne 


ROBERT W. BORLIK: the 
“The biggest challenge is 
getting everyone running 
from the same playbook” 


Q: SuperValu and Mechanicsville, 
Va.-based Richfood seem to have 
similar business strategies. Both 


have been acquiring other chains, 
and both have in the past year sold 
off properties that weren't core to 
their business. How similar are 
their information systems? 
A: From a business-model per 
spective, Richfood and Super 
Valu are pretty much alike 

But in any merger, I can’t em 

phasize 


how important it 


enough 


is to have a clearly 
busi- 
that 
from se 


articulated 
ness strategy 
goes 
nior 
down to 


management 
people 
working at every 
level. Because the 
biggest challenge 
is getting every- 
one running from 
play- 
book. You want to 


have 


same 
those busi- 
ness goals so you 
‘This is 


the direction we want to go; 


can say 
this is what's important.” You 
want fighting 
what look 


yr what terminals they'll 


don’t people 


' 
over will 


like 


screens 


usc 


aie 
Internet Taxation Opinions 


& emu Beem omg Remo me eR Re 
eee Be Me BC me em eg 


How I shop online wouldn't change 


I would make fewer purchases online 


I would never shop online again 


ra Are you aware that Congress has created a committee to 
evaluate the need for a tax on all sales made on the Internet? 


Yes 
No 


Not sure 


55% 
41% 
4% 


If faced with an Internet tax, how should it be charged? 


Flat 3% to 5% federal tax 


State tax based on merchant location 


53% 
12% 


State tax based on purchaser location 


Doesn't matter 


Base: Survey of nearly 7.000 onkne buyers 


10% 


Q: When you acquire a company 
that has good IT systems, how do 
you decide which system to stan- 
dardize on? 
A: First, 


‘Should you merge one system 


you should ask, 
into another?” 


{[SuperValu and Richfood] 
are dealing with the same busi 
ness issues, but not necessarily 
the same suites of applications 
We've decided on [adopting] a 
single set of core applications. 
So the question is not how to 
merge one system into anoth 
er, but how to transition both 
onto a shared set 

What we're doing is picking 
a new set of applications, a sort 


of “best-of-breed” strategy 


Q: Where do you start? 

A: It’s a big effort. It has to start 
with what's required by the 
company’s business plan. Our 
business, the whole industry, is 
traditionally very low-margin, 


so it has to be very efficient 


Browser May 


Web interface has 
sparked interest 


BY JIM COPE 
Although vendors and human 
resources experts have been 
talking about self-service hu- 
man resources administration 
for several years, attendees at 
the HR 
ence and Exposition in Chica 
go late last month saw con 
that the 
cept is taking hold 

‘The 
self-service has a lot to do with 
the Web interface,” 
Mongeon, 
conference and manager of the 
global human resources infor 
mation systems 
Rockwell Automation 


Technology Confer 


crete evidence con 


renewed interest in 
said Alice 


an attendee at the 


initiative at 
Corp. 


“There has been acceptance of 


the idea of managing your own 
information, stock 
portfolios, airline reservations 
and so on using a Web browser, 
which brings a sense of famil- 


such as 


The most efficient model is a 
single set of applications and 
well-managed systems that let 
you react quickly to market 


conditions 


Q: What issues are most important 
to consider before and during a 
merging of systems? 

A: If a company is 
enough, it'll bring in the II 
people up front. Often in an ac 
they'll reach an 
agreement and then bring in 
the IT departments. We were 
part of the team from the be- 


astute 


quisition, 


ginning, so we were able to go 
evaluate and 


make it a smooth transition 


in and plan to 


Q: Before an acquisition, how do 
you evaluate the target's systems? 
A: It’s pretty much a courting 
dance. At the beginning, it’s 
hard because you see only the 
information that the 
lawyers agree to. But you look 


level of 


at multiple sources and hope- 


ring About Se 


iarity to users, whether they're 
managers or employees.” 
Gartner Group Inc. analyst 
Jeffery Comport echoed Mon- 
geon’s conclusion in a confer- 
ence panel discussion on hu- 
man resources systems trends 
The browser is becoming the 
de facto computer interface,” 
Comport said. “Where there 
are transaction applications 
and where I'm interacting with 
a database, it’s going to be 
through the browser. Simplici- 


ty is going to rule.” 


Browser Users 

One example: Boston-based 
Interlynx Technology Corp. re- 
cently Compaq 
Computer (¢ orp. and Cummins 


signed up 


Engine Co. to use its Inter- 
Action front end, 
adding to a customer lineup 
that includes MIT and Boston 
Scientific Corp. 

“We use PeopleSoft, but we 
weren't happy with the front 
end,” Nick 
schmidt, Boston Scientific’s di- 
rector of global human re- 


browser 


said Messer- 
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fully you get an idea of what’s 
out there. 


Q: What advice would you offer 
ClOs facing mergers? 
A: Make sure the company has 
a good strategy of what they 
want to do with the business. If 
you don’t know what the busi- 
ness goals are, you won't know 
how to effect those goals. Get- 
ting control of information is 
important, but also getting to a 
common set of ideas on what 
you do with that information. 
Get with 
the acquired 
company to make sure you're 
on the same page. A lack of re- 
liable information can disrupt 
a department, and you don’t 
want to lose the knowledge ex- 


together your 


counterpart in 


perts in the other 
You depend on those people 


almost more than you do on 


company. 


the systems. Anytime you can 
leverage their wealth of expe- 
rience, you're ahead. It’s not 
easy, because they’re thinking 
we're eliminating their work 


because they’re merging. D 


nan 


ks to related f 


www.computerworld.com/more 


“Service HR 


sources information systems. 
“InterAction works seamlessly 
with our PeopleSoft database 
and also gives us the look and 
feel of a real Web application. 

“[Interlynx has] a core prod- 
uct and add-on functional ap- 
plications,” Messerschmidt ex- 
plained. “We have gone into 
the management self-sufficien- 
cy piece initially. The next 
piece is employee information. 
Then we will build an HR ser- 
vice call center. If an employee 
can’t solve their problem with 
the Web tool, they can call the 
service center.” 

Self-service human __ re- 
sources “lets HR people do the 
work you hired them to do,” 
Messerschmidt added. Other- 
wise, “you're 
educated HR professionals to 
push paper around. We call it 
‘administrivia.’” 

“Everything is going to be 
self-service,” agreed Jim 
Holincheck, Giga Information 
Group Inc.’s area director. “It’s 
all going to be personalized 
with the browser.” D 


using college- 





Introducing APC's new 


est solutions 


for enterprise datacenter availability 


Symmetra” Power Array” 


The solution to 
growing datacenters 


* Maximum uptime is guaranteed by unique 
single-phase Power Array” powe ng 
technology 

* Scalability allows modular expansion and 
reconfiguration as your datacenter grows 

* Simplified maintenance dramatically lowers 
cost of ownership 

* Highest availability/lowest operating costs 
in the marketplace 

* N+1 redundancy design assures contint 
availability 


* Serviceable while load is up and r 


The solution for site-wide 
power protection 


3-phase growth path fron 
safeguards your investment 

* Innovative Delta Convers 
design means unmatche 
low operating costs 

* Smaller footprint and 
ywnersnip 

* Saves up to 18% in energ 
tional legacy UPS design 

* Reduction in harmonic 
(legacy) to 3 

* Up to nine units can be rur 


sharing/redundant mode 


Establishing a relationship with APC can save you millions of dollars. It can 


also ease the pain of having to manage the uncertainty of power-related 


downtime. Computerworld readers choose APC for reliability 10-1 over any 


other brand. Find out what 8,000,000 customers and 8,000 resellers in over 


120 countries have already discovered: APC’s Legendary Reliability™ is 


unmatched in the industry. Contact APC today and let our integrated datacenter 


power management solutions work for you. 


When the tax practice is 
without computers, $35,000 
per hour in revenue and 
production is lost. We need 
APC Symmetra™ to help us 


keep our platform stable 


The professionalism and 
thoroughness exhibited by 
the representatives of APC’s 
Global Services Group in 
explaining all 
transition sold me on the APC 
Silcom DP300E solution.” 


acets of the 


APC Global Services 


The solution for pro-active 
power protection 


© Qu a1 tv Ss slutior sta 
requirements 
Provides a road map for 
power protection strategy that wv 
PowerAudit™: the comprehen 
quality consulting prograr 
Proper installation, proactive m 
and cost-saving analysis 
Cost-effective 24x7 services tf 
entirely on power quaiity 
Attractively priced services bur 

* Guaranteed satisfaction or yo 
5,000 employees and over 


partners worldwide to sen 


Find out why APC has won over 130 a 
reliability and visit www.apc n 


Arc 


Legendary Reliability 


With untested wiring in the 
new building and a network 
that needed to come online 
quickly, we feit the APC Globa 
Service PowerAudit™ could 
help us identify and prevent 


any potential power probiems. 


FREE Enterprise Solutions Kit. Get Legendary Reliability” for your network. 
To order: Visit http://promo.apcc.com Key Code 0264z « Call 888-289-APCC x7707 « Fax 401-788-2797 
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Keep 


BUSINESS 


It’s hard to keep track of all 
those laptops, PDAs and cell 
phones. But by educating end 
users and employing tools, 
companies can manage these 
assets and control costs 


BY JOANIE WEXLER 


ware-t management tool), 


tes Jeffrey Williams, a general part 
na Group, a Gridley, Calif., 
company focused on asset management 
systems integration. “This makes estab- 


lishing business processes for tracking 


10re important,” he 


lanagel 


time, software inte 


fforts and asset management 


tools Tonv 


will pay off 
of technology acquis! 


in Hart 


small. “I 


UnitedHealth Group 


gests starting 


simplest, cheapest tool I 


for a basic asset repository 


that didn’t require 100 programmers to 


e focused on getting 


and 


says. “V 


around a single asset 


g one small success.” Once he 
prove the returns of that ef 
ne obvious to everyone that 

sense to move ahead, Abate says 

in Hoff- 
man Estates, Ill., store buyers’ mobility, 


Roebuck and Co 
plus a rise in telecommuting, drove an 
asset Management program that went 
fully live in May, says Susan Ben, direc 
f distributed technologies. The en- 
tire company now shares a common as 
set repository to enable the stocking 
and redeployment of assets 
Ben says Sears isn’t casual about dis- 
pensing expensive laptops. “Every lap- 
top that leaves the building is signed 
out and signed back in,” she says. 


Tabs on 


Mobile tT 


After 


software i 


investment in 
{ ind tools, United 
Health immediately began saving $1.5 
million per year, primarily by not pay 
ing maintenance fees on equipment it 


| 


Later, integrating the 


isset Management repository W ith pur- 


chasing aCCOUI 


idding 


software 


1 subsidiary of General Motors Accey 
iving “a cou 

asset 
resources Says 


man Greg 


tne 
The 

vidual departments 
sible for equ 


says Os; 


y officer 


ipment 
emf loyees 
biggest challenge in launching 

is training users to fill out the 


paperwork for lost assets and to regis 


gram w 


ter with the asset management system 


when they and their equipment move 
to another part of the company 

‘I advise first educating users, tl 
manhunt 
Ogdahl says. “We did it the 


could 


starting your massive 


inventory, 


other way around and probably; 
have saved four to five weeks. We dis- 
that 70% of our IT 


had moved and then had to reverify 


covered assets 
everything.” 

Voice assets such as cell phones fall 
last on some companies’ management 
priority lists, mainly because they're 
inexpensive compared with other as- 
sets. Ben and Abate say they tend to 
track the billing associated with them 
rather than the 
“Our asset management database gets a 


devices themselves. 
feed from the human resources systems 
and validates that bills coming in match 
employees who are still here,” Abate 
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says. “If they don’t match, we cancel the 
service or calling card.’ 

Bottom line: Information technology 
is they once 


Here 


arms 


assets arent as stationar 


were and thus are easier to lose 


re some tips for getting your 
around them 
8 Hold users 


countable 


or department heads ac 
Asset 


agement systems integrated with enter 


for their man 


assets 


prise resource planning systems can 


generate monthly reports about who 


what in his possession. Form a 


y requiring each 
double-check that the report matches 
what the department really has and to 


department to 


update you if something is out of sync 
@ Require that employees leaving the 
the mobile IT 


issets assigned to them at their exit 


company turn in 
interviews 
w When assets are 


say, 100 notebooks 


ordered in bulk 
a purchasing sys 


as a single line item 


log them 
1ake sure that when records of the 
purchase flow to the asset management 


system those notebooks become 100 


separate items 
g Record product 
your 


returns and order 


cancellations in you 
jon't 
jon't 
g Restrict end 


rig 


system so 


think have items that you 


you 


1dmiunistrative 
has the author 
(and desktop) 


users 


hts and define who 


install notebook 

And if you've been tracking assets for 
Y2K readiness, keep the ball rolling. It’s 
1 good excuse to get your asset manage 


ment house in order. D 


Wexler is a freelance writer in Campbell 


Calif. Contact her at joanie@jwexler.com 


Supporting a 
Notebook Computer 


According to Gartner Group, it costs a 
company an average of $12,074 per 
year to support a notebook computer 
that’s used out of the office at least 
80! 
7 


aown 


of the time. Here’s how it breaks 


MM 


Ties 
ere ie 
$5,554 


29% 


Capital: 
$3,019 





Zw ZoneTrader. 





GROWTH HAPPENS. MANAGE IT. 








DELL SERVERS, DESIGNED TO GROW WITH YOUR BUSINESS. 


Whether youre just starting a network or adding onto a business-critical system, Dell offers a range of 
servers for your growing business. They have the capabilities to handle basics like file sharing to advanced functions 
like e-commerce. And along with the usual 7x24 dedicated server telephone and online support and three-year next 
business-day on-site’ service, you also get 30-day “Getting Started” OS telephone support, perfect for the growing 


business that needs to keep moving to survive. Call, or visit www.dell.com for your custom-built server today 


| DELL° POWEREDGE® 6300 Pe eee) De AV eas @} E-VALUE CODE: 31202-291075 


AA 


DELL POWEREDGE 4300 Pn yeh) Cea e Chad @} E-VALUE CODE: 31202-291029 


DELL POWEREDGE 2300 starting at-S1939 CSU Ved @ E-VALUE CODE: 31202-291019 


| DELL POWEREDGE 1300 starting at $1549 Pisa MAO eiag @} E-VALUE CODE: 31202-291015 


877 - 304-3355 
yu Sees BE DIRECT" 


WWW.DELL.COM /EVALUE www.dell.com 


Phone Hours: M-F 7a-9p ¢ Sat 10a-6p * Sun 12p-5p CT © in Canada; call 800-839-0148 © In Mexico; call 01-800-021-4531 * GSA Contract #GS-35F-4076D 
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UD a LS 


What It's Like to Work at . . . eBay Inc. 


us 


interviewee 


Company 
Main location 
Number of IT employees 


Number of employees (end 
users): 3 
Tenure with company 


What's different about 
working at a dot.com com- 


What features have you 
worked on? 


Dress code: 


Workday: \ 


Then what's a long day? 


Kind of offices: A 


What do you see in people's 
cubicles? 


Must people carry beepers? 
Cell phones? 


Percentage of staff that 
telecommutes on a given 


A 


day: “Not y.W 


On-site day care? N 
In-house cafeteria or other 
food service? N 

Where do people go for 
lunch? “Just beyond the off 


The one 
thing every- 
one com- 
plains about: 


is there an office mascot? 
h t I'm 2 ‘7 


Little perks: “We | 


Last companywide or 
department perk: A f 

Would employees feel com- 
fortable e-mailing the CEO? 
Quote: “We work | 


BUSINESS 
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Business as usual, 1999 


AY A COLUMNIST had to write about business on the Internet 
without making a single prediction, talking about any start- 
ups’ new technologies, discussing forecasts or mentioning 
technology or a technology company. What would he write 
about? The answer: business as usual — and very big busi- 
ness at that. Here’s a list of just a few of the events and figures of 


1999 that meet the “without” criterion. They 
show how much the Internet has already trans 


formed the economy. It’s not the future we have 


to get ready for. It’s the present 

w A study by the University of Texas reports 
that Internet companies are 60% more produc 
tive in terms of revenue per employee than 
non-Web ones and that the total Internet econo 
my was $300 billion in 1998 

w Bank One launches its independent Internet 
bank, WingspanBank.com, that offers much bet 
ter deals than the well-established parent does 


around 12% higher interest on certificates of de 


posit, for instance 5.70% vs. 4.97 
# Federal Express handles 70% of all customer 
transactions and queries via the Web; its goal is 
for that number to be 100%. The average sav 
ings is $10 per query for 60 mil 
lion messages per day 

g Japan announces the full deregu 
lation of securities commissions: 
On Sept. 30, the commission for 
the purchase of $9,000 worth of 
stocks was $105. On Oct. 1, it was 
$22 via ETrade Japan and $6 via 
Nikko Securities. Japanese con 
sumers have about $10 trillion in 
personal savings, almost all in bank 
savings accounts that gain little o1 
no interest 

8 Merrill Lynch, whose vice chair 
man in mid-1998 described online 
securities trading as a danger to 
U.S. financial health, announces its 
own online venture. And 60% of 
Charles Schwab’s revenue now 
come from Internet trading. 
ws Amazon.com’s run rate its an 
nualized rate of sales — reaches $2 

billion; this is the equivalent of 

building about 150 superstores. 

w= The following companies are all 

generating more than $1 billion per 

year in revenue via the Web: In 

gram, UPS, American Airlines and 

Schwab. 

ws The U.S. Department of Com- 

merce reports that 40% of all new car buyers in 
1998 used the Web in their search and evalua- 
tion of options and that the conversion rate - 
inquiries and leads that turn into a sale — is 


40% for the Web vs. 15% for dealers. 


It’s not the 
future we 
have to get 
ready for. 
It’s the 
present. 


What the list highlights is that for informa- 
tion technology professionals to play a role in 
everyday business now, they must hone their 
business knowledge fast. Equally important, 
business managers had better hone their tech- 
nology knowledge fast. That may read like a 
truism, but in my recent travels, I’ve been sur- 
prised by how little both IT professionals and 
businesspeople know about even their own area 
of this business-Internet fusion 

In just the past three weeks, I’ve mentioned 
application service providers to several very 
savvy IT friends and colleagues and have got 
ten a blank look. The same was the case for the 
Jini and Epoc operating systems and such com- 
panies as Exodus and Ariba. These aren’t “exot- 
ic” Internet terms but part of business as usual. 

Similarly, when I talk with busi- 
ness managers, I realize that very 
few bother to keep track of what’s 
going on in their own competitive 
arenas. They don’t seem to recog- 
nize the Internet's impact on busi- 
ness basics like supply-chain man 
igement, logistics, customer rela- 
tionship and retention strategies, 
pricing and margins. 

Yes, I am aware that there must 
be plenty of comparable gaps in 
my own knowledge base. That’s 
part of the problem of keeping up 
with this new business as usual: 
not knowing that you don’t know. 

For me, there are four key topic 
areas where everyone in business 
needs to build understanding: In- 
ternet technology basics; Internet 
business basics; the Internet ser- 
vices industry; and advanced tech- 
nology, business and services, de- 
pending on your own area of work. 
Obviously, education is only a part 
of this, but the first three items in 
this list of four are now really 
Technology 101, Business 101 and 
Logistics 101. Together, they add up 
to Careers 101.3 


Keen is chairman of Keen Education, as well as an 
author and consultant. His Web site is www. 
peterkeen.com, and he can reached at peter@ 
peterkeen.com. 





MANAGED NETWORK SOLUTIONS. So, what do you do when youre having trouble 


finding the right people to keep up with all the rapid changes in network technology? 


A lot of companies are turning to BellSouth? We can do it all with our experts who can 
design and manage your network, with everything from capacity planning and security 
assessment to managed e-commerce and help desk support. And regardless of the size 
or complexity of your network, we offer complete management and turnkey solutions. All 


of which means you can concentrate on the real work, not the network. So, put BellSouth 


know how to work for you. www.bellsouth.com/business © BELLSOU TH 
Know How 
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If you think IT should 


boost your company’s 
stock price, think again. 
Most Wall Street 
analysts don’t make 
the connection 
W: By Kathleen Melymuka 


vt Al SEE 
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INCE 
and CEO of ailing Lands’ End 


BECOMING president 
Inc. a year ago, David F. Dyer 
has waged an all-out cam 

paign to convince Wall Street 
that the direct-sales apparel retailer is 
a forward-thinking with a 
bright future. 

E-commerce was a cornerstone of his 
pitch. In meetings and phone calls to 
analysts including a 
New York from his Dodgeville 
headquarters — Dyer laid it all out. He 
talked up the pedigree of his newly 
assembled e-commerce team, explained 
that Internet sales were more profitable 
than traditional catalog sales, noted 
that Internet sales had tripled to $61 
million (4.5% of current sales) and 
announced his intention to move “a 
significant portion” of the business to 


company 


special trip to 
Wis , 


e-commerce within a few years. 

Has it made a difference? Lands’ End 
stock has risen steadily during the past 
year, from a low of 15 3/8 in September 
1998 to a high of 65 last week. 

And although there were many fac 
tors in Lands’ End’s turnaround, the 
e-commerce strategy turned heads in 
the financial community. “I think that’s 
driving the stock and the earnings turn- 
around as well,” says Susan Bellerose, a 
vice president at Granahan Investment 
Management Inc. in Waltham, Mass. 
“Lands’ End is ideally suited to get 
customers to switch over from tradi- 
tional phone ordering to the Internet 
which is a much more profitable model 
for the company.” 

Nevertheless, the company’s success 
is apparently an anomaly. Superior 
information technology should help 
boost a company’s stock price. But get- 
ting Wall Street analysts to make the 
connection between IT and company 
performance can be a struggle. In fact, 
when stock guys talk about IT, it’s often 
bad news. “You normally hear about 
[IT] when it is not working, because 
companies have to take a hit and 
explain why quarterly earnings are not 
up to snuff,” says David Liebowitz, an 
analyst at Burnham Securities Inc. in 
New York. 

For years, CIOs have been arguing 
that strategic use of technology cuts 
costs and boosts revenue for a company. 
But many stock analysts just don’t fac- 
tor in technology when analyzing and 
recommending stocks. 

There are several reasons for this 
disconnect. Years of overblown predic 
tions and false promises by vendor and 
user companies have left many analysts 
extremely cynical about IT. “I have 
seen any number of companies in- 
stalling the latest in [IT], only to discov- 
er it doesn’t work,” Liebowitz says. 

Analysts are equaily underwhelmed 
by me-too IT. Companies “can’t be just | 
picking up The Wall Street Journal and | 


seeing what’s hot and doing that,” says 
Pimm Fox, director of The Pimm Fox 
Group, a money management firm in 
San Francisco. “I look for innovation.” 
Convincing knowledgeable analysts 
that IT will make a 
may be difficult, but convincing igno 


your difference 
rant analysts is even tougher. And 
they’re not hard to find. “I cover the oil 
business,” says one. “I don’t really look 
at technology.” 

That kind of response isn’t unusual, 
iccording to one analyst who asked not 
to be named. “Most people on Wall 
Street don’t have a firm grasp of what 
computer systems can do,” he says 

But ready or not, these are the people 
who are issuing Buy and Sell recom 
mendations on your company’s stock. 
To impress Wall Street, you have to 
implement a technology strategy that’s 
uniquely advantageous and compelling 
enough to win over cynics. But equally 
important, you have to educate the 
how that 


investment community on 


strategy feeds the bottom line. 


What They Look For 


When financial analysts look at a 
company, technology usually isn’t their 
top priority. “Most analysts tend to zero 
in on revenues and earnings and the 
balance sheet,” Liebowitz says. 

But it should be a factor, says Brian 
Spillane, a food and beverage analyst at 
Warburg Dillon Read LLC’s U.S. Equity 
Research in New York. “Technology is 
not something that, standing alone, can 
drive an evaluation, but it’s important 
as part of a story.” 

For technology to get noticed, it has 
to be there. Analysts don’t want to hear 
about your plans. They want to see re- 
sults. And it has to be special. “It has to 
be unique, differentiated and somewhat 
proprietary to that company,” says Joel 
Krasner, a securities analyst at First Al- 
bany Corp. in New York. 

Unique is the key word, says Rajesh 
Kothari, a partner at GMA Capital LLC 
an investment bank and venture capital 
firm in Farmington Hills, Mich. “Ana- 
lysts,” he says, “are looking for what 
makes this business better than the 
next guy’s business: What makes this 
guy different?” 

It doesn’t have to be bleeding-edge, 
says Fox. It just has to work. He cites 
The Boeing Co.’s supply-chain technol- 
ogy as an example. “Pardon the pun, but 
it’s not rocket science,” he says. “It’s just 
using technology to do things you’ve 
been doing all along, only getting 
smarter at it.” 

There’s no magic formula, Fox adds. 

In fact, high spending on IT can 
be seen as a negative. “Burger King is 
actually putting an NT server in every 
burger store,” says Michael Murphy, 
editor of the “California Technology 
Stock Letter” in Half Moon Bay, Calif. 


Most analysts 
tend to zero in 
on revenues 
and earnings 
and the balance 
sheet. 


DAVID LIEBOWITZ, ANALYST. 
BURNHAM SECURITIES INC 


Imagine the cost of supporting and 


maintaining that? Every time a server 
goes down, they'll pay $250 for some 
yne to come and push the button.” 
Better to use technology to take costs 
out, he says. If two companies have 
identical profits, and one is putting a 
Windows NT server in every 
the 
Internet model, the Internet 
will have a much bigger rate of growth 


ind earnings because it will take costs 


restau 


rant while other is building an 


company 


out, he explains 

The Internet is presenting opportuni- 
ties for business to make bigger, faster 
and more dramatic improvements than 
ever before, and those are the kinds of 
results analysts will notice, says Kothari. 

“You take a run-of-the-mill business 
but add another distribution network, 
and it’s best thing sliced 
bread,” he says. “Clearly, that adds value 


the since 
to the business.” 

But it needn’t be the Internet, he says. 

In health care, for example, a number of 
hospitals are developing technologies 
to track patient data more efficiently. A 
company that develops a successful 
system, he says, is “something I'd want 
to invest in.” 
Third-party ad- 
ministrators process insurance claims, 
traditionally by hand. “But the guys I’m 
looking at are proprietary 
ways to do that through technology,” 
Kothari says. “They’re using technol- 
ogy to make a commodity service pro- 
prietary, and that adds value.” 


Companies whose use of technology has 
caught an analyst's eye include the following: 
@ Royal Bank of Canada in Montreal acquired 
a totally virtual oniine division called Security 
First Network Bank from Security First Tech- 
nologies Corp. in Atlanta. Customer response 
has been enthusiastic. 

@ Nobie International Ltd., an auto parts 
manufacturer in Bloomfield Hills, Mich., has pi- 
oneered a technology to make lighter, cheaper 
car doors, thus generating better profits. 

w Earthgrains Co. in St. Louis installed an 


Another example: 


creating 


} 
cnain 


1) 


Innovations th 


at catch Murphy’s eye 


“the whole 


move t€ Ty 


include 
very customer-centric 
management si 
n 


customer see W 


he production j 
| » the customer orders.” 


it neednt be complicz 


something as 


ple to cut c 


competitor ¢ 


Clueless 


But not al sts see technology as 


part of a company’s big picture. An ana 


lyst at a large New York investment 
bank tells of 


the food ind 


in associate who follows 
ustry. “He hasn’t got a clue 
she says. “He doesn’t understand, and 
he doesn’t care.” 


“They don’t look, and that’s why 


" says Mur 


they 

continually get blindsided, 

phy. “They don’t get it 
Kothari adds That’s 


like looking at sales and profits without 


‘They're crazy 


looking at business strategy.’ 
But in the 


your company could lose if the people 


True enough meantime, 


making Buy and Sell recommendations 
about your stock don’t understand your 
technology strategy. You have got to 
start educating them, and education be- 
gins at home. Analysts point out that 
CEOs, often 
technology. “The CIO’s got to be mak- 


pitch to the CEO that they’re 


too, clueless about 
ing the 
making a direct bottom-line contribu 
tion,” Kothari says 

Then, take that Wall 
Street. “Pick out one or two important 
technologies in the company and detaii 
what they are and how you're using 
them that would differentiate you from 
your competitors,” Krasner. 
“[Make] the analyst feel that you have 
the ability to have better margins — and 


message to 


says 


the competition doesn’t.” 

In other words, if Wall 
Street to listen, learn to talk its lan- 
guage. IT leaders who do will enhance 
their companies’ understanding of 
technology and Wall Street's 
standing of their companies. B 


you want 


under- 


SAP system that includes handheld comput- 
ers for bread delivery people to use to track 
inventery. It has since acquired small, low- 
tech bread companies, which it folds into its 
new system quickly. raising efficiencies at 

a low cost. 

@ The Charles Schwab Corp. in San Fran- 
cisco is currently conducting aimost half its 
business via the Internet. 

m The Boeing Co. in Seattle is using technol- 
ogy to streamline operations, manage inven- 
tory and distribute parts and information over 
a wide geographicai area or throughout a 
huge factory. ~ Kathleen Melymuka 
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BUSINESS 
For the Bookshelf 


Titles on becoming an SAP consultant, Dilbertian 
office humor and coping with call center stress 


BY ALAN R. EARLS 

Becoming an SAP Consultant: Your Guide 
to Professional and Financial Success 

By ireth M. de Bruyn and Ken Kroes 


if 19000 


job of taking tt 


along for the ride 


book presumes little 


\ 
ation to pick it up 
j 


n tisnt 


i technical 
h there are 
ers. In 
yan SAP Consultant of 
xture of primers on SAP tech 
h skills and other 
f the chapters is well orga 
t and to the point The 
l, and the advice is credi 
*xample, the chapter on ré 


just a rehash of the latest 


more experience or 
ride SAP as far as it car 
1ere’s detailed advice on 
he (whole) world the SAP op 
ire greatest and how to pro- 
delivery of skills to 
r earnings 
t lacking as far as pre 
yncerned, either — it’s 


j 


e a well-designed textbook 


The Joy of Work: Dilbert’s Guide 
to Finding Happiness at the 
Expense of Your Co-Workers 

By Scot 

HarperBus 

of HarperColli 

ers, New York, 


4 nag. 
204 Pages; dz 


tt Adams and Dilbert 
are great — and widely 
popular — not only be- 
cause the comic strip’s hu- 
mor has managed to be 
original, but also because the humor 
has captured the stresses and problems 
of modern work life, particularly infor- 
mation technology work life 


the syndi 
both car 
1S essays On 
but never fol 
lowing h, thinking in 
opposites ar fice pranks 


There are 


ilso dozens of 
funny e-mails, which Adams 
has chosen from among the 
thousands he receives in reé 
sponse to the strip 

Adams has obviously not 
produced a serious career 
book, but The Joy of Work 
nonetheless ought to be 
considered for a career 
bookshelf both as a tool 
for keeping your spirits up and as a 
source of the many truths about work 
and life that Adams illuminates 

Of course, some of Adams’ stature 
comes from the fact that he has no com- 
petition in the office humor 
department. Still, a yuck is 


fails to serve t 


a yuck, and Adams never 
hem up in 


abundance 


Tele-Stress: Relief for Call 
Center Stress, Second Edition 
By Stephen Coscia 

Telecom Books and F la 
Press, New York, 1998; 12 
pages; $14.95, softbound 


hio hr 


7 ¢ : . 
Cali centers are Dig Dusiness 


often, in 
act, mission-critical business. And IT 
operations must often support corpo 
rate call centers or operate their own to 
support users and business functions 
If you’re involved in a call center of 
eration, Stephen Coscia’s mixture of 
folksy “been there, done that” advice. 
along with tidbits of relevant research, 
will come in handy 
As the title implies, Coscia 
focuses on the inherent diffi 
culties that call center 
personnel face. They are, 
after all, on the front lines 
expected to have instant 
and correct answers for a 
wide variety of problems 
This demanding environ 
ment is tough on people, 
and Coscia focuses on meth- 
ods for making the environ 
ment less stressful that can be imple- 
mented by individual staff members 
(though the pointers apply to manage 
ment, too) 
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rhey include getting an understand 
f 


f your own metabolism, identify 


ng how and why you respond to partic 


stresses and communicating more 
*ctively with clients 
Although this isn’t a sophisticated 
book, it does offer useful advice that 
can be applied immediately by anyone 


nacall center environment 


Power Etiquette: What You Don’t Know 
Can Kili Your Career 

By Dana May Casperson 

Amacom Books, New York, 1999; 208 


pages; $14.95, paperback 


Regardless of how much they are 
ridiculed, manners are vital for keeping 
a civil society functioning smoothly. In 
the workplace, where people, by defini- 
tion, must work together effectively, 
manners are perhaps even more cru- 
cial 

Power Etiquette is a book of manners 
for the workplace with an emphasis on 
using manners to make oneself more 
effective and respected 

And while most of us probably think 
we have already acquired all the man- 
ners we need, a quick read of this book 

may change that opinion. 
It’s al! too easy, after all, to 
see our social interactions 
from our own vantage 
points. Dana May Casper- 
son helps us set aside our 
assumptions and view real 
life work situations more 
honestly. There are lessons 
to be learned here that ap- 
ply directly to IT life: set- 
ting the right tone with con- 
tractors, being assertive but 
not abrasive with vendors and knowing 
how to express more effectively what 
might otherwise turn into a string of 
invective directed at some unfortunate 
colleague 

Most important, Casperson offers a 
sensible set of rules for effectively en- 
gaging with others. She covers relations 
with bosses and clients, as well as situa- 
tions such as formal dinners, telephone 
ind videoconferences, gift-giving and 
more. There are also references for ad- 
justing manners to fit different situa- 
tions around the world. 

Although every page of this book 
contains valuable insights, it’s not as 
readable or as concisely presented as it 
could be. This book demands undivid- 
ed attention. However, for those anx- 
ious to polish their self-presentation 
skills, it will doubtless provide the 
promised reward. D 


Earls is freelance writer in Franklin, 
Mass. He can be reached at 
alanearls@norfolk-county.com. 
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| realized there 

Was a political 

dimension to 
organizational life. 


H INTERNA 
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There's no avoiding office politics, 
no matter how often IT professionals 
profess their dislike of it. Yet according ous. anyone who deals with | polis any more than ther ar 


to many seasoned veterans, engaging | echnical personnel are very much Ronald S206. ox example, 


Ruesch International for 16 year 


earc that 


in corporate politics can not only habits of using words that effectivel ala ennante 
achieve goals, but it can also make “What SS eine 
work a more pleasant place to be. 

They say it all depends on how mniahienn Wis "Reeme | oe 
you do it By Erik Sherman ns | ae 


ay Judith Meskil exe 


witche elivery and 


at SBC internet Service 


with the best commu! 


Politics From the Top 
grour 
Quickly, Szoc fo 


bloodle 


itics of f 
market in certair 
says Judith Meskill 
rector of switched-service Ruesch in “a health way tension 
remembers lelivery and support at SBC Internet rhese ap hes to politics are 
For Szoc, now a senior vic I Unfortunately 
at Ruesch International Inc., a Wash under such labels as Pacific B rnet | there are many dysfunctional business 
ington-based cu i Southwestern Bel rnet s in the world, where useful politics 


xperience was an epiph: I thought ou have the pol negative variety comes 
his is not about the questions of truth ing your customers. You have th 
and efficiency and productivity,” he tics of keeping your current systems ust politics of frustration 
says. “I realized there was a politica robust. If you allow people to keep I don’t see a lot of ladder-climbing, ment, especiall 
dimension to organizational life pushing things in that funnel, you wind Brong, a programming Brong, however, sa j 
could find some degree of 


sharpening their technical skil!s 


A lot of these younger pet oT le are 
looking to office politics,” says Brong 
who adds that he sees the less capable 
turning to office politics as a coping 
mechanism. In such a situation, Brong 
says, management must help the IT 
staff get the resources and help it needs 
to manage its products and services 

Even with the best training, IT 
people may still find themselves fight 
ing a losing battle and spending too 
much time dealing with Machiavellian 
machinations. In such cases, focusing 
on good politics and learning to toler 
ate a certain amount of the bad may be 
the best course. D 
Sherman is a freelance writer in 
Marshfield, Mass. 





BY TOM DUFFY 
ENTURE CAPITAI 
was once a field 
that was dominat- 
ed by well-heeled 
entrepreneurs. To- 

day, though, corporations have 

gotten into the act in a big way. 


Take GI 


which has invested in compa- 


Capital Services, 


> 


nies such as i2 Technologies 


Inc., a supply-chain software 


vendor in Irving, Texas, and 
Streamline — Inc an 


shopping 


online 
West- 
wood, Mass. GE Capital invest- 


service in 


ed in these two companies to 


gain access to leading-edge 
technologies 

Then there’s Schaumburg, 
Ill.-based Motorola Inc 
took a small stake in a frame- 


relay maker, StrataCom Inc., in 


which 


the early 1990s, three years be- 
the f market 
came Of age 

Even the CIA is getting 


fore ame-relay 
into 
the 
known 
for spying revealed that it has 
launched a $28 million fund in 
Silicon Valley 


the picture. Last month, 


federal agency better 


to invest in new 
security and privacy technolo- 
gies, among other things 
Such make 
that 


are interested in getting early 


investments 


sense for organiz 


ations 


access to the right technology, 

says Paul A. Strassmann, a 

Computerworld columnist and 
former CIO at Xerox Cory 

‘The track record of corpo 

; investing [internally] in 

new technology development 

awful, 


1S notoriously says 


Strassmann. “So they are say- 
ing, “Why should I take the risk 


aan | hat potential 
have all that potential 


BUSINESS: | 


FINANCIAL & BUSINESS CONCEPTS IN BRIEF 


Venture Capital 


DEFINITION 


Venture capital is money invested through private 
partnerships in start-up companies, which aim to 
develop for a few years, then sell stock to the public. 
Most start-ups raise venture capital at least twice 
before they are established enough to offer stock. 
Most recent high-profile start-ups backed by ven- 
ture capital have been Internet companies. 


turnover, when I can sit here 
and leave it to somebody else?’ ” 

Think of venture capital as 
the fuel on which high-tech 
start-ups run, at least until they 
can make it on their own. Take 
it away, and you can forget 
about the Internet boom, the 
PC boom and every other com 
that has 


silicon was 


uter-related boom 


happened since 
first married to a chip. 

“Because it tends to concen- 
trate in the very crucial stages 
of business development, it 
has a disproportionate effect 
on the economy as a whole,” 
says Benoit Leleux, an assis- 
tant professor of finance now 
on leave from Babson College 
in Wellesley, Mass. “It’s a rela- 
tively small amount of money 
that goes a long way.” 

The typical venture capital 
firm is a partnership of three to 
six investors, each of whom 
has experience in the field in 
which he 
more than 500 venture capital 
firms around the country, ac- 
cording to the National Ven- 
ture Capital 
(NVCA) 


invests. There are 


Association 


The best have been 


Jimmy Treybig: Venture Capitalist 


In the mid-1970s, Jimmy Treybig 
worked in the Silicon Valley venture 
capital firm Kleiner Perkins Caufield 
& Byers. He later went on to found 
Tandem Computers Inc., then re- 
turned to the venture capital world 
three years ago 

Things have changed 

“tt used to be that a big venture 
capital fund was $10 million,” he 
says. “Now | know of three that 
are $1 billion. And most of this is 
going into e-commerce and to 


@ Are there business term 


dot.com companies.” 

Treybig is a partner at Austin, 
Texas-based Austin Ventures, the 
state's largest venture capital firm. 
As with many venture capitalists, he 
knows about the business from both 
sides. In addition to founding Tan- 
dem, several years ago he helped 
found Tantau Software Inc., an 
Austin firm that provides e-com- 
merce applications emphasizing data 

Treybig says today's venture firms 


Where's the Money? 


Nearly 59% of $2.6 billion in 
venture capital that was invest- 
ed in the second quarter of this 
year in the U.S. went to start- 
ups in three states: 


Ui Pcr ts 6 


PET Clan] Rett 


$3.04B 


around for decades and have a 
proven track record of invest 
ing in successful companies. 
The US. is, by far, the 
world’s leader in 
venture capital. There 
more than $330 billion in pri- 
vate venture capital 


awarding 
was 


under 


are looking for companies with 
the potential to dominate their 
fields. 

“it used to be you would start a 
small company and maybe it would 
get profitable,” he says. “But today, 
people are trying to invent these in- 
stant big companies. The focus is 
market share, not profitability.” 

Treybig is involved in a handful of 
companies, including internet start- 
up MoneyStar, a network that con- 
nects financial firms and brokers 
who sell their services, and 
ClearCommerce Corp., a maker of In- 
ternet transaction processing soft- 


management last year in the 


U.S., compared with just $79 | 


billion in Europe, according to 


NVCA statistics. 
Entrepreneurs turn to ven- 
ture capitalists for seed money 
once they have developed a 
business idea, researched the 


market to gauge the viability of 


the concept and created a 

strategy for how to make their 

business work. But raising ven- 
ture capital isn’t easy. 

The typical venture capi- 
talist might review 1,000 or 
so business plans per year 
and invest in only five or six, 
according to John Nesheim, 
author of High Tech Start Up. 

But Nesheim says that only 
about two out of 10 firms that 
get venture capital ever pro- 
ceed far enough to raise money 
in an initial public offering 
(IPO), which is the typical way 
investors reap profits. 

“The odds are about six in a 
million of your idea becoming 
an IPO,” Nesheim says. Worse, 
a large percentage of com- 
panies funded with venture 
capital either fail or return a 
meager profit. 


ware. Both are located in Austin. 

Recently, Treybig has been help- 
ing MoneyStar focus its spending in 
the wake of raising more than $20 
million in a third round of venture fi- 
nancing. At ClearCommerce, he is 
helping to improve software quality 
and using his industry connections to 
help identify new customers. 

“I'm real careful to only work with 
companies where | can be there to 
talk and support,” he says. “If you're 
a sophisticated venture capitalist, 
you want to be able to help. And if 
the investment is in town, you can 
help a lot more.” - Tom Duffy 


u would like to learn about in QuickStudy? Please send your ideas to quickstudy@computerworld.com 
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Start-up companies typically 


| get several rounds of venture 


capital at different stages of 


| their growth. In recent years, 


have 


says 


first-round amounts 


grown _ significantly, 
Leleux. 

“The typical first round 
might be $3, $4 or $5 million,” 
he says. “But we’re seeing first- 
round deals being done of $15 
million or $20 million, which is 


| amazingly large.” 


Entrepreneurs pay a price 
for the capital. Because the risk 
to investors is so high, venture 
capitalists demand an owner- 
ship interest in the company 
which, for initial rounds, can 
run from 5% to 30%. 

While subsequent rounds 
might raise a larger amount of 


| money, entrepreneurs typical- 


ly have to give away less of the 
company because it is more es- 
tablished and, presumably, the 
risk is far less, according to 
James Treybig, a partner at 
Austin Ventures (see related 
story). 

If the company is successful, 
venture capitalists can make 
back several times their initial 
investments. 

Venture capital is largely 
concentrated in a few areas of 
the country (see chart). Of the 
$7.6 billion in venture capital 
invested in the second quarter 
of this year, 40%, or $3.04 bil- 
lion, went to California, ac- 
cording to NVCA statistics. 

Entrepreneurs may find that 
there’s more than just a finan- 
cial advantage to being located 
in an area where venture capital 
is plentiful. Typically, venture 
capitalists will take a seat on 
the company’s board of direc- 
tors and will consult regularly 
about strategy, market condi- 
tions and other dynamics of 
growing the company’s profits. 

“Venture capital is much 
more than just money,” says 
John S. Taylor, the NVCA’s re- 
search director. “The venture 


|| capitalist becomes an adviser 


| 
| 
aes 


and 


is actively 


otherwise 
the 


and 
involved in 


mentor 


| | company.” D 


Duffy is a freelance writer in 
Northampton, Mass. Contact 
him at tduffy62@compuserve. 


| com. 





CONCERNED ABOUT E-BUSINESS AVAILABILITY? LET US BE YOUR GUIDE. 


It used to be that when your system went down, only internal business suffered. But with the 
advent of the Internet, much more is at stake. Now you have customers and business partners 


who have come to depend on, and expect, the availability of information 24x7 


cant provide it for them, someone else will. 


For over 18 years, the most innovative companies in the world have trusted BMC Software to 
help the plicat labil he le 1 ch I I hnical e 
1e Pp them ensure application availability. I ley understand that we Nave the technical eXPervtise 


and enterprise know-how to turn e-business into an Important strategic advantage. 


Whether your site is accessed by your customers and business partners or by internal employees, 
BMC Software can provide a winning e-business management strategy and solutions that meet 


your nee 


Your users expect information to be there when they need it. Count on us to make it a reality 


a 
800 408-4810 | www.bmc.com/info 4 MC 


Assuring Business Availability 
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DRIVING THI 


DEAI 


Y2K spawns dastardly 


contract Cc 


AUSC 


N ONEROUS PROVISION recently came to light in a major leasing 
company’s lease schedule. Seemingly, the leasing company is so 
concerned that year 2000 difficulties may impact the finances of 
its lessees that it has included an overly zealous “gotcha” provi- 
sion in its documents. The provision is in a separate equipment schedule 


and reads like this: 


“Lessee shall take all action necessary to assure that its computer-based 


systems are able to process data effectively, including dates and date-sensi- 
tive functions. Lessee represents and warrants that the year 2000 problem 
will not result in a material adverse effect on Lessee’s business condition 
or ability to perform hereunder. Upon request, Lessee shall provide assur- 


le to Lessor that commitment to “provide as 


surance acceptable to Lessor”? 
th } n lem 
However, the basic problem 


e 1s that the customer, as is 


Customer Retention 


Atlanta-based Equifax Inc. has in- 
troduced a new product intended to 
help financial services companies 
retain customers who might other- 
wise transfer their credit-card bal- 
ances to competitors. 

The product, called Equifax Attri- 
tion Navigator, provides a frame- 
work for developing customer re- 
tention strategies and avoiding 
costly attrition losses. 


Schwab to Trade Late 


Charles Schwab & Co. last week 
announced plans to offer its retail 
and investment customers a chance 
to trade most Nasdaq Stock Market 
inc. and a select list of stocks dur- 


ase, is using a 
ce hardware and 
d by a third 
ny suppliers of 
or software will give 
warranty on their 
ne. Then why 
customer step up 
! irantees for 


i as this provision is, it 


1 worse. The master 


agreement in this case 


d a lessee default on one 


ing a separate after-hours trading 
session that will run from 4:30 to 7 
p.m. Eastern time, Mondays through 
Fridays. 

The service, which the San 
Francisco-based brokerage plans to 
launch next month, will let custo- 
mers place orders via Schwab's 
Web site or by phone, for standard 
fees and commission schedules. 


AMR Gets Web Tix 


AMR Corp., Fort Worth, Texas- 
based parent company of American 
Airlines and Sabre inc., has hired 
BancTec Inc. in Dallas to implement 
a Web-based system that will 
streamiine its ticket archival and 
retrieval processes. The system, 
scheduled to go live early next year, 


lease schedule as a default on 
all lease schedules. Consider 
this: Several customer divi 
sions lease under this master 
agreement. If one division has 
a Y2K problem causing a de 
fault, the lessor can declare all 
leases in all divisions in de 
fault 
What can you do if 


What a mess! 
you en 


counter this? You can point a 


lessor to 


your company’s SE¢ 
reports for status and an as 
sessment of Y2K-readiness 
Publicly held companies must 
jisclose Y2K readiness in 
their quarterly and annual 


SEC filings. If you're prepared, 


will run on Data General Corp. 
servers and will deliver images and 
data to desktop Web browsers 
within AMR’s corporate worldwide 
intranet. 


. . 
Lending-Service Boom 
LoopNet Inc. (www.LoopNet.com), 
an Internet-based commercial real 
estate listing service, has an- 
nounced that its LoopLender loan 
origination system is arranging 
$500 million in loans per month. 
LoopLender is an Internet-based 
system that matches borrowers and 
lenders online. 

The service, which is free for 
borrowers and brokers, was de- 
signed to reduce the time and costs 
associated with applying for com- 
mercial real estate loans by offering 
a single platform to obtain loan 
information from major lending in- 
Stitutions. 


this information alone should 
be enough 

If you're not a public com- 
pany or if the lessor pushes for 
some kind of Y2K provision in 
a lease agreement and you 
want to compromise and offer 
one, then it should be as nar- 
row as possible and given only 
with the consent of your legal 


counsel. 


Mailbag 


Here’s a classic 
example of unethi- 
cal vendor behav- 
ior that I received 
in response to my 
July 5 column on 
the auto manufac- 
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veloper to “fix” an alleged 
“file size problem.” The prob- 
lem occurred after a prede- 
fined number of new patients 
— which was set by the devel- 
oper — were entered into the 
system. When called, the de 
veloper updated a single para- 
meter, saved the change and 
charged for two hours of time 
(travel included). 
Well, ain't that a 
kick in the teeth? 
This went on 
for a year, with 
“file size prob- 
lems” occurring 
every week. 
Steve Kershaw, 
supply-chain man- 
ager at Veridian 


turer that was 
slapped with un 
precedented, high 
way-robbery up 
grade fees ona 
software package 
it couldn’t do 
without 


In Wichita, Kan., 


a private contract 


JOE AUER is president of 
international Computer 
Negotiations Inc 


(www. dobetterdeals.com). 


a Winter Park, Fla., con 
sultancy that educates 
users about high-tech 

procurement. ICN spon- 


sors Caucus, the associa- | 


tion of high-tech acquisi- 
tion professionals 
Contact him at 


Engineering in In- 
dianapolis, was 
visiting with a re- 
ceptionist in the 
office and found 
out about the 
problem. 

He told the den- 
tist office staff 


that it was pecu- 


programmer 
agreed to write 
and develop a database system 
for a dentist's office. The 
agreement for support speci- 
fied that the dentist would pay 
the developer “time and mate- 
rials” for any required modifi- 
cations, Corrections or up- 
grades 

Unbeknownst to the dentist, 
the developer set a record lim- 
it in the system that would re- 
quire the dentist to call the de- 


Sporting Automation 
The Sports Authority Inc., a sporting 
goods chain in Fort Lauderdale, Fia., 
has bought a merchandise planning 
system from MarketMax Inc. in Dan- 
vers, Mass. The system will be inte- 
grated with Sports Authority's in- 
ventory management system from 
E3 Corp. in Marietta, Ga. 


liar and that 
someone else 
should look at it 
Luckily, they took his ad- 


od 


vice, and the parameter was 
set to a very large value. The 
alleged file size problems 
went away 

Thanks for the contribution, 
Steve 

Please e-mail your painful 
learning experiences or war 
stories. We can all benefit. 
Thanks. D 


CIO Relocation 


Jackson Tung has been named CIO 
at New York's Board of Education Di- 
vision of Management Information 
Services. Tung, who has more than 
20 years of information technology 
managerial experience, was vice 
president and ClO at Landmark 
Healthcare Inc. in Sacramento, Caiif. 


Where Will Health E-Bucks Be in 2003? 


Ce Co eee ae 


Business-to-business e-commerce 
Business-to-consumer e-commerce Drugstore.com 


Connectivity and health care 


information systems 
Information content sites 


TOTAL MARKET 


Chemdex $168B 
$28B 


Healtheon $9B 


$400M 
$205.4B 


DrKoop.com 
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WINDOWS 
MADE EASIER 


A new set of tools from 
Entevo lets IT managers 
model and test the Ac- 
tive Directory structure 
in Windows 2000 before 
deploying the new cper- 
ating system. 

Meanwhile, new in- 
stallation tools from Mi- 
crosoft and others are 
easing the pain caused 
by conflicting Dynamic 
Link Libraries. » 70 


SHARE DATA 
DISCREETLY 


Start-up Syncra Soft- 
ware thinks it has found 
a way to help companies 
share supply-chain data 
with partners without 
opening their books to 
competitors. » 72 


EXCHANGE 
GROWS UP 


Collaboration via Mi- 
crosoft’s Exchange will 
be getting a lot easier 
and more powerful. 
The forthcoming ver- 
sion adds more robust 
data management fea- 
tures and gives a nod to 
the instant-messaging 
phenomenon — but 
only under Windows 
2000. » 67 


OPINION 


Microsoft gets lots of 
press — good and bad — 
but that’s because it 
knows how to work the 
system, writes reviews 
editor Russell Kay. » 71 


TIGHTER LINKS 


J. D. Edwards is linking 
its ERP system with 
other applications, using 
batch interfaces in the 


TECHNOLOGY 


short run with plans for 
faster message-based 
links by next fall.» 71 


GRAPHICAL 


HANDHELDS 


Embedded systems tool- 
maker Rogue Wave will 
ship a Windows CE 
applications tool kit 

that helps developers 
build graphing pro- 
grams. » 69 


SERVING CHIPS 


IBM is readying a new 
generation of chips 
intended to handle the 
ever-expanding server 
loads created by Inter- 
net use and e-commerce 


demands. » 69 


QUICKSTUDY 


Data visualization tools 
do much more than put 
a pretty face on data: 
They help you under- 
stand it, too.» 77 


FLASHBACK 


In 1989, several lighter 
portables hit the market, 
but they were slow and 
came with monochrome 
screens and limited 
memory. » 82 


SKILLS SCOPE 


The bad news: You’ve 
managed a Y2K project 
with all its late nights 
and scrutiny from man- 
agement. The good 
news: You’ve improved 
your ability to organize, 
focus and bring projects 
in on time. That means 
plenty of opportunities 
after Jan. 1.» 84 


MORE 


MOTOROLA data security manager Sam Gerard spells it out for us: Hacking is “F-U-N” 


HOW TO THINK 
LIKE A HACKER 


WE EXPECTED TO LEARN A LOT of neat tricks when we sat 
in on an advanced hacking class taught by Ernst & 
Young. What we didn’t expect to learn was how easy 
it still is to crack corporate systems — and how little 
remorse we would feel doing it. If you’re 

not worried about data security, you will 

be after reading how advanced hackers 

work and think. 





It’s Nor How MucH 
YOU READ. 


You can read a knee-high stack of computer 
magazines each month and still not find the 
depth and breadth of news and information 
you'll discover each week in the pages of 
Computerworld. 


As the only weekly newspaper for IT profess- 
ionals, Computerworld is filled with up-to-the- 
minute articles on topics ranging from products 
and people to trends and technology. We cover it 
all - PC’s, workstations, mainframes, client/server 
computing, networking, communications, open 
systems, World Wide Web, intranets, and more. 


It’s everything you need to know to get an edge 
on the competition. 


z 4 THAT'S THE WAY IT WAS 
& 2c 


IT’S WHAT 
You READ. 


That’s why over 250,000* IT professionals 
subscribe to Computerworld. Shouldn’t you? 


Order Computerworid and you'll receive 51 
information-packed issues. Call us toll-free at 
1-800-343-6474 or visit us on the World Wide 
Web at http://www.computerworld.com. And 
get your own copy of Computerworld. 


Then you can spend less time reading about 


the world of information systems. And more 
time conquering it. 
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TECHNOLOGY 


Microsoft’s Exchange 2000 
‘Takes Aim at Lotus Notes 


Not your father’s e-mail: Exchange 2000 Server adds 
real collaboration, but only under Windows 2000 


BY RUSSELL KAY 
NTI Lotus Notes 
pretty much had the 
groupware space sewn up. 
But with last week’s an 
nouncement of 

Exchange 2000 Server, Mi 

crosoft became a major player. 

For information technology 


NOW 


managers, Microsoft is posi- 
tioning Exchange 2000 Server, which 
runs only on Windows 2000 Advanced 
Server as a key part of its new Back- 
Office Server suite and — at last — a 
real Microsoft alternative to groupware 
platforms such as Lotus Development 
Corp.’s Domino. 

Eric Lockard, Exchange general man 
ager, said Microsoft targeted the fol- 
lowing goals for the new product: 
wEnhance its current messaging and 
collaboration platform 
g Increase productivity via Web-based 
collaboration and storage. 

a Improve 
new methods. 


communication and add 

Exchange 2000 provides a base for 
collaboration and interactivity. Built 
with code from Microsoft Commercial 
Internet System, it should scale to tens 
of millions of users, said Lockard 

The server offers enhanced perfor 
mance and supports active/active clus- 
tering. There’s better routing, and Mul 


tipurpose Internet Mail Extension 


i 
ANALYSIS | dles bidirectional replication 


(MIME) messages are stored in native 
form instead of as rich text. 

Windows 2000's Active Directory 
provides the access model. Exchange 
Server 5.5’s unlimited transaction data- 
base can now be distributed 
} over multiple servers. An Ac 
} tive Directory Connector han- 


Exchange 2000 stores all data 
in the Web Store, which can be distrib- 
uted. Web Store item has a 
unique address, regardless of format or 
data type, which makes content accessi- 
ble over an intranet or the Web via a 
browser or Outlook Web Access. It also 
simplifies full-content indexing. 
Internet Explorer 5.0 is an important 
part of the package; active server pages 
run directly from the Web Store. Nat 
Ballou, a program manager at Mi 
crosoft, said the company has made 


Every 


an effort to provide complete function 
ality and data to non-Internet Explorer 
browsers. 

The Web Store uses the fast and well 
developed navigation of Active Data 
Objects and OLE/DB to find an item, 
then passes it to the Collaboration Data 
Objects (CDO) 3.0 for 
rhat’s a bit like adding object-oriented 
data handling to a relational navigation 
structure. The Web Store isn’t truly ob- 
ject-oriented, Ballou noted, because it 
lacks inheritance properties. 


processing. 


Web 
HTTP and Distributed Authoring and 
of HTTP collabora- 


tion extensions. The data/response for 


Users access the Store via 


Versioning, a set 


mat is Extensible Markup Language. 

CDO also works with other tools. 
Exchange 2000 adds new communi 

formats: instant 


cation messaging, vi- 


deoconferencing and a T.120 conferenc- 
ing server for voice and whiteboarding. 
Exchange 5.5 had limited messaging 
ibilities, but Exchange 2000 handles 


voice, video and fax. As new forms of 


communication appear, they, too, must 
be served without impeding network 
must be handled 


without conversion or translation. 


performance. They 


Microsoft considers instant messag- 
ing important, said Microsoft program 
manager Sonu Aggarwal. “It’s different 
from other messaging types because it 


67 


carries ‘presence’ information about 
which colleagues are online right now, 
and it facilitates fast communication 
and prompt turnaround 

A Corporate Preview Program will 
provide a beta release of Exchange 2000 
with Windows 2000 
Candidate 2, Outlook 2000 and training 


materials 


Server Release 

It can be downloaded from 

Microsoft's Web site or ordered on CD 
Your should be: “Wait 


and see.” This new server is much more 


watchword 
than a simple version upgrade or point 
release. Microsoft has addressed many 
weaknesses and gaps in Exchange 5.5 
Exchange 2000 seems robust and 
well designed, but it will be some time 
before the marketplace weighs in. A big 
factor will be the requirement for Win 
dows 2000 Advanced Server. IT admin 
istrators finishing Y2K makeovers and 
Windows NT 


get excited about rolling out 


4.0 deployments won't 
another 


new operating system. Maybe in 2001? D 


Web site 


www.computerworld.com/more 
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Exchange Server 9.5 vs. Exchange 2000 Server 


Exchange Server 5.5 Exchange 2000 Server 

= Windows NT 4.0 Server = Windows 2000 Advanced Server 
= Has its own directory ® Active Directory 

® Unlimited database 

® Scalability to 100,000 

® Active/passive clustering 


® Multiple databases 
® Scalability to 10,000,000 
® Active/active clustering 


Build fast 
Web apps fast! 


® Microsoft Management Console 
# Fault-tolerant SMTP routing 
®@ MIME content 


® Separate administrative console 
# X.400 routing 

® Rich-text content 

® Access through Outlook = Access from many clients, Web 
® HTML, HTTP support s Adds XML, DAV 


UD eae eae 


& Web Store = Content indexing 
® Policy-based administration = OLE/DB, ADO support 
@ Streaming 


For a free single-user 
Caché license, go to 
www.e-DBMS.com 


or call 800.753.2571 
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‘lool Gives Windows CE ~ 


App Development Boost 


CE Suite may help tool-starved CE developers — 
and assist the handheld operating system as well 


BY MATT HAMBLEN 
INDOWS CE develop- 
ers got an assist in 
building applica- 
tions for embedded 
systems and hand- 

helds last week as Rogue Wave Soft- 

ware Inc. announced CE Suite 99. The 

Boulder, Colo., company said the tool 

can help buiid charts and grids in CE 

applications. 

CE Suite adds one more weapon to a 
rather skimpy arsenal of Windows CE 
developer tools, said developer Paul 
Saunders at Rifocs Corp. in Camarillo, 
Calif. 

The dearth of CE tools led Saunders 


to Rogue Wave. “There is a plethora of 


tools for Win 98 and NT, but for Win- 
dows CE, there is very little, if any,” he 
said. 

Saunders said it is a popular myth 
that Windows CE is easy to develop ap- 


plications for, especially if you are a 
Windows developer. “Everybody says if 
you can develop for Windows 98, you 
can develop for CE, but there’s really no 
knowledge base yet,” Saunders said. 

He has used a beta version of the new 
CE Suite to build a CE application for 
handhelds that technicians in the field 
will use to test fiber-optic networks. 


Time-Saver 

The kit allowed Saunders to develop 
an application that can quickly convert 
readings into charts so that users can 
rapidly and easily spot trouble areas, he 
said. 

Priced at $1,495 per developer, CF 
Suite 99 will provide “enormous bene- 
fits” to companies, Saunders said 
“Writing our own charting tools is very 
time-consuming, and time is something 
most companies don’t have.” 


There are factors that differentiate 


IBM Aims New Chips at Web 


Power4 microprocessor 
aims to help servers 
keep up with e-commerce 


BY NANCY WEIL 
IBM is readying a new 
of chips intended to handle the ever- 
expanding created by 
Internet use and e-commerce. 

The company unveiled plans for the 
chip, called Power4, last week at the 
Microprocessor Forum in San 
IBM’s intent is to create a generation of 
chips that make the whole computer 
system work faster, focusing particular- 
ly on memory bandwidth, rather than 
concentrating on ramping up the speed 
of the processor core alone, the compa- 
ny said in a statement. 

IBM didn’t disclose availability and 
pricing for Power4 

Aimed at high-end each 
Power4 chip will include two 1-GHz 
processor cores as well as Level-2 cache 
memory and will boast more than a 
mile of copper wiring and 170 million 
transistors, IBM said. 


generation 


server loads 


Jose. 


servers, 


The bandwidth capacity of the bus 
between second-level cache and the 
microprocessors is more than 100G 
byte/sec., or relaying 20 
full-length movies in one second, ac- 
cording to IBM. 


equal to 


Seven-Layer Design 

Featuring a seven-layer metal design, 
the Power4 will be made at the IBM 
Microelectronics fabrication plant in 
Burlington, Vt. using 0.18-micron 
process technology. 

The chips will be housed in glass ce- 
ramic packaging that allows up to eight 
processors to fit into a palm-size unit, 
IBM claimed. 

The chip uses both copper and sili- 
con-on-insulator (SOD 
developed by IBM Microelectronics. 
Copper leads to better performance be- 
cause it can handle a higher current for 


technologies 


a longer time and allows for more 
transistors on a chip, IBM said. SOI fur- 
ther boosts performance and decreases 


power consumption. D 


Weil writes for the IDG News Service in 
Boston. 


the development of applications for 
Windows 98 and CE, Saunders said. For 
example, Windows CE machines run in 
color or gray and have a smaller screen, 
he said. Also, CE is a Unicode environ- 
ment with no physical storage. “It re- 
quires a great deal of rethinking,” he 
said. 

Analyst David Kelly at Hurwitz 
Group Inc. in Framingham, Mass., said 
he agrees that there’s a need for more 
CE tools. 

The lack of a feature-rich develop- 
ment tool may be one reason “Win- 
dows CE hasn’t taken off as fast as Mi- 
crosoft wants,” he said. 

For now, Rogue Wave is competing 
directly with Microsoft Corp. for CE 


and 





Entitles you t 


a plication 


BETA USER PAUL SAUNDERS welcomes 
Rogue Wave’s CE Suite: “There is a 
plethora of tools for Win 98 and NT, but 
for Windows CE there is very little, if any” 


developer market share, Kelly said 

International Data Corp., 
Framingham, puts the overall market 
embedded 
systems at $33 million in 1999; it is 
expected to to $753 
2003. D 


also in 
for tools for 


operating 


million by 


grow 
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Windows 2000 
tools help repair 


overwritten files | 


BY DAVID ORENSTEIN 

HE WINDOWS In- 
Win- 
dows 2000 doesn’t 


staller in 


guarantee users an | 
escape from “DLL 


Hell,” but early users say the 
operating system’s installation 
technology is a big 
heaven 

DLL Hell 
mous and 
of the 
which 
dows 
write the 
other 
ona P¢ 

A Dynami 
(DLL) 
such as data access, that many 


is the most infa- 
ostly manifestation 
with 
Win- 


applications can over- 


precarious ease 


newly installed 
essential 
Windows applications 
or server 


Link 


performs a 


Library 
function, 


applications often need. Win- 


dows Installer can’t 


prevent 
new lications overwriting 

I storing the 
names of all the files associated 
with an application in a data- 
I juickly determine 
it is missing and restore it 
jatabase architecture is 
a quantum leap over the old 
stallations used in 


Windows, 


which relied on ad hoc scripts 


del of u 


earlier versions of 


written b 
Bob Fri« 


y the developer, said 
man, CIO at commu- 
financial 


500- 


ser- 
Club 
There 


vices provider 
Inc. in El] Monte, Calif 
was no back-end record of that 
file once the product was in- 


he said. Now there is 


stalled, 


Clean Uninstalls 


The better record-keeping of 


the database will also make 
clean uninstalls possible where 
difficult before, 
Kalita at 


in Boston. 


they were 


added analyst Br 
Aberdeen Group Inc 
Users say the so-called “self- 
healing” quality will save them 
tremendous quantities of time 
and money. The 
month of installation develop- 
ment from InstallShield 
Software Corp. in Schaumburg, 
IIL, and Wise Solutions Inc. 
in Canton, Mich., has allowed 
users testing Win- 
dows Installer even before the 
release of Windows 2000. The 


release last 


tools 


to begin 


slice of 


files of 
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FRANKLIN LIFE systems analyst Bill Rogers is counting on Microsoft to simplify the distribution of key DLL files 


tools allow users to configure 
the underlying database and 
write scripts to guide the instal- 
lation. They also alert develop- 
ers about which files to include 
in the installation package. 

A modest 30-member help 
desk at the Church of Jesus 
Christ of Latter-day Saints 
in Salt Lake City supports ge- 


Tool Set Eases 


Lets administrators 
model, test Active 
Directory structure 


BY SAMI LAIS 
Managers planning to migrate 
Windows NT servers to Win- 
dows 2000 can get help from 
a new tool set, Managed Mi- 
grations from Entevo Corp. in 
Arlington, Va. 

Managed Migrations, re- 
leased earlier this month, lets 
administrators model and test 
the Active Directory structure 
in Windows 2000 before de- 
ployment into production sys- 
tems. Active Directory is a 
hierarchical database of users, 
networks, subgroups, servers 
and printers. If access rights 
aren't correctly assigned and 


coordinated, users can be cut | 
off from resources. And “no one | 
wants 100 users calling to say | 


they can’t print,” said Michael 


nealogy applications at 3,000 
churches worldwide and in the 
homes of more than 400,000 
members, said Don Stringham, 
a senior programmer/analyst. 
In the past, the church has 
fielded help desk calls and sent 
out disks with patches to fix 
applications that had been bro- 
ken by DLL conflicts with oth 


er software such as Microsoft 
Office, Stringham said. Be- 
cause Windows Installer can 
fix problems automatically, the 
calls and disks may no longer 
be necessary. Windows In- 
new in Windows 
2000 but can run on older ver- 
sions of Windows 

The Franklin Life Insurance 


staller is 


Move to Windows 2000 


Silver, an analyst at Gartner 
Group Inc. in Stamford, Conn. 

Migration management tools 
from a competitor of Entevo’s, 
Mission Critical Software Inc. 
in Houston, will be included 
in Microsoft Corp.’s Windows 
2000. But “most enterprises 
will need more than the basic 
tools,” said Silver. 

The financial 
institution in Irving, Texas, is 
using Entevo’s migration man- 
from a 


Associates, a 


ager in its transition 
mixed environment of Novell 


Inc. NetWare and Windows NT 


to all NT, and ultimately to 


Windows 2000. 


“We needed to replicate the ig 


directory [information] we had 


in NetWare, structure it better |? 
and move it to NT — and we | 
needed a better tool to do it,” |é 
said Corey Wallace, director of | 
Intel server engineering at The \2 


Associates. 
“I'd rate the technology eight 
on a scale of 10,” said Wallace, 


who noted that the directory 
and organizational structuring 
capability isn’t yet as flexible 
as he would like. When adding 
users, “you inherit the charac- 
teristics of the parent organi- 


ne sai sence aie it maui 


Windows 2000 


| let a manager delegate some 
| tasks, such as giving help desk 


Migration Tips 


= Budget two people for three 
months for a 2,500-user 
organization 

® Model and test before you 
migrate to prevent disruption 
to users 


® Beware of “culture upsets” - 
with Active Directory, roles 
change 

® The Windows 2000 skills 
gap will widen; consider pro- 
fessional services to help 
design the new platform 





| ment 
| reside in the operating system 
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Co. in Springfield, Ill., expects 


| similar savings in supporting 
| its 2,000 field associates, but 
| Microsoft Corp. has to hold up 
| its end of a bargain it is making 
| with users, said systems ana- 
| lyst Bill Rogers. 


| One Less Headache 


Independently of Windows 
Installer, Microsoft has told 
users that it will simplify the 
distribution of key DLL files by 
including new ones with oper- 


| ating system upgrades. By dis- 


tributing them with the operat- 
ing system, Microsoft will re- 
lieve developers of the need to 


| distribute them with applica- 
| tions. “It would make my day a 


lot easier if they go that way,” 


| Rogers said. 


Microsoft is also directing 


| users and independent soft 


ware vendors to move away 
from the once favored develop- 


model in which DLLs 


directory and are shared by 


| many applications. Now, to pre- 
| vent conflicts, Microsoft rec- 
| ommends that they be installed 


in the application’s directory. 
The management headache 
of keeping track of DLLs in 
each directory may be mitigat- 
ed by Windows Installer’s use 


| of a database architecture to 


track them, Rogers said. D 


zational unit, [so] it doesn’t 
let you strip out certain char- 
acteristics,” he said. “We found 
workarounds, but it wasn’t the 


| ideal architecture.” 


Flexibility is key in moving 
to Windows 2000 and Active 


| Directory because NT’s flat 
| domain 
| administrator only to turn ad- 


structure allows an 
ministrator rights on or off. 
Active Directory’s hierarchical 
domain structure allows the 
creation of subgroups, which 


staffers some administration 
rights but not others. 

Fastlane Technologies Inc. 
in Halifax, Nova Scotia, also 
makes a migration tool, but 
Entevo combines its migration 
manager with strong adminis- 


tration capabilities and a novel 
| 


pricing structure. 

Managed Migrations usually 
costs $19 per managed account, 
but Entevo is selling a one-year 
license for $10 per managed 
account. The license cost can 
be applied to the $19 purchase 
price. D 
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TECHNOLOGY 


OMMENTARY 


KAY/( dor M is Microsoft, the industry’s 


The Microsoft massage 


sponds with press releases, techni 


RUSSELI 
all-around evil empire, and its pri- 
mary public relations agency, 
Waggener Edstrom. Whatever you 
think about its products or business 
practices, Microsoft's willingness to 
bend over backward to deliver 


N 20 YEARS of reporting on information technology, I’ve information and ready access to its 
been accused of bias in favor of companies and against 
companies. I’ve never taken such accusations seriously be- 

cause, for any company, I’ve been challenged in both directions 


cal papers and customers I can talk technical people is unparalleled 


with. Whose products am I going to At times I agree not to disclose in- 


have the most to say about? formation before a certain date. But 


by different readers on the same story. But the question’s fair, 
and I’m fair game. To keep up with technology, IT managers 
have to rely on the news, reviews, evaluations and opinions in 
the trade magazines. They need some confidence that what 
they’re reading isn’t slanted or distorted. 


The truth is, I am most definitely 
biased. I get paid to report facts and 
observations, sure, but also to devel- | 
op and refine my evaluations and 
opinions (read: biases) about tech- 
nology issues and products. 

I’m constrained by what I already | 
know, what I can discover, where it | 
comes from and how many words 
I’m allowed. Is it surprising that 
most of the information I work 
with as a technology reviewer orig- 


J.D. Edwards 
Plans Apps Links 


Faster, message-based | 
integration in the works | 


BY CRAIG STEDMAN 
Last spring, J. D. Edwards & Co. began 
surrounding its enterprise 
planning (ERP) software with other ap- 
plications it bought or resells. Now it’s | 
moving to tie the packages together so 
they don’t look like a collection of dif- 
ferent products to users. 

The Denver-based ERP vendor this 
month plans to release an initial set of | 
interfaces between its OneWorld appli- 
cations and external tools for supply- 
chain planning, customer relationship 
management and online procurement. 
Also due out is a portal-style user inter- 
face that will provide a single entry 
point into the applications from Web | 
browsers. 

The new interfaces will transfer data 
between applications in batch mode, 
J. D. Edwards said. But by next fall, it 
plans to develop message-based links 
that can pass information almost as 
soon as orders and other business 
transactions.get processed. 

That kind of integration is a must- 
have for users such as Houghton Inter- 


resource 





inates with vendors? Who else can 
tell me what’s under development 
so that I can weigh it and come to a 
conclusion? 


Reality Check 


Then there’s reality. Say I call up 
vendors S, C and M to learn about 
their products. Vendor S doesn’t 
return my calls. Vendor C sends a 
packet of standard corporate fodder. 

But Vendor M immediately re- 


national Inc., a Valley Forge, Pa., maker 
of specialty fluids. Houghton’s U.S. op- 


erations are installing OneWorld and a | 


separate production scheduling tool that 
J.D. Edwards acquired when it bought 
Toronto-based Numetrix Ltd. in June. 

The ability to quickly feed data from 
OneWorld to the Numetrix software | 
could make it easier for Houghton to 
fill emergency orders from manufac- 
turers, said John Schroeder, the com- 
pany’s manager of sales administration 
and ERP project manager. | 

Dave Bilyeu, CIO at Bassett Furniture | 
Industries Inc., said the Bassett, Va., fur- | 
niture maker also wants to use its new | 
J. D. Edwards system to give customers | 
instant updates on where products are 
located in the production pipeline. 

Bassett plans to finish installing a mix 
of OneWorld and J. D. Edwards’ older 
IBM AS/400 green-screen applications | 
by January, Bilyeu said. Then it will look | 
at companion products such as the Nu- | 
metrix tools and front-office software | 
J.D. Edwards resells from Siebel Sys- | 
tems Inc. in San Mateo, Calif. 

Real-time messaging between the | 
applications would be helpful “as long | 
as there are no bridges that I have to | 
build myself,” Bilyeu said. “The biggest 
grief of having multiple vendors is the 
integration.” D 


MOREONLINE 


For resources related to J. D. Edwards, such as stories 
and FAQs, visit our Web site. 
www.computerworld.com/more 


Che vendors who com- 
plain the loudest about 
lack of coverage are often 
the least helpful and co- 
operative beforehand. 
Vendors set unrealistic 
expectations; one told me 
I could get my hands on 
their product only if they 
controlled what I tested 
and with whom I com- 
pared them, and if they 
“approved” my review be- 
fore publication. 

Well, that helpful Ven- 


RUSSELL KAY is 
Computerworld's 
reviews editor 
He can be reached at 
russell_kay@ 
computerworld.com. 


in exchange, I get lots of 
data, beta software and 
time to evaluate it. Buy 
ing that time lets me do a 
better job interpreting 
that product for readers. 
Marshall McLuhan 
said, “The medium is the 
message.” Microsoft’s 
version is subtly differ- 
ent: “The media are the 
message,” and it knows 
how to take it one step 
further. It thoroughly 
massages the media. D 
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an You Keep Your 
Data a Secret? 


Start-up Syncra Software offers a secure 
supply-chain collaboration system 


BY STEVE ULFELDER 


vics.oreg 


yxrove effi 
' 
ipply chain, 
n. You do that 


} 1 ; 
nnoiogies 


EFFECTIVE SUPPLY-CHAIN MANAGEMENT means data 
is shared with partners and locked away from competi- 


Getting businesses to make 


such information available is 
no mean feat, Syncra acknowl 
edges. “Companies don’t want 
this data in the wrong hands 
Wal-Mart suf 


pliers may be willing to share it 


with Wal-Mart, but they 


Stamen says 
sure 
is hell den’t want to share it 
with other suppliers 

But Stamen and 
say that in the past year, as 
the value of information has 


become better understood, the 


corner has been turned 


tors, says Syncra President Jeff Stamen 


Syncra Software Inc. 


Telephone: (6 


Web site: www 


Why it's worth watching: |! 


dobre 
ju Cal 


° Jeff Stamer 
* Yossi Sheft 


of the board 


Milestones: 
° April 1998: Company founded 
June 1998: Product introduced 


Says Stamen 


is where CPFR comes 


Employees: 28 


no at 109 per 


year 
Ja 2 


y 


Burn money: Safeguard 


Zero Stage Cap 


sm Venture Partner 


Products: Syncra Ct, a collabx 


ative forecasting and r 
4 orecasting anc f 


Customers: Pilot projects 
an 20 large corporation: 
ding The Sports Auth rity In 


Partners: |BM, Cambridge Tec! 


nology Partners Inc. and others 


Red flag for IT: 

¢ If CPFR guidelines fail to catct 
on in a big way, it will be tough for 
Syncra to step out of the shadows 
of bigger supply-chain players 


PUTE 
o™ Ry 


Syncra’s Ct is a three-tier 
The client talks to 
an application server (written 


in Java) that in turn talks to 


application 


databases such as Oracle and 
SQL Server. Ct takes in data in 
bulk form, according to Matt 
Johnson, executive vice presi 
dent of product development. 
‘Most of it 


warehouses, usually in once-a 


comes from data 


week reports.” 
Ct’s data engine then com 
among trading 
partners, aggregates that data 
ind points to anomolies. The 
fact that Ct works as an excep 
tion engine is crucial, the 
inonymous user says, because 


look at 
[stock-kee ping 


‘you don’t have to 
every single 
unit] every day 
Syncra says it has pilot pro 
grams going with more than 20 
Fortune 100 companies. 
fo keep those pilots flowing, 
the company offers Quick Win, 
1 rapid-implementation pro 
gram. Quick Win tutors your 
organization and up to five 
helping 
ial goals, link up 
collaboration technology 
At the end 
Stamen 


and swap forecasts 


the project 


| says, 


everybody involved 
clearer understanding 
potential for rolling out CPFR 
practices throughout their 
organizations 
Pricing depends on the num 
partners in 
1 Syncra Ct Server 
Starting at $59,500. Syn 
ra says a small appli 
cation (up to 10 part 
ners) costs less than 
$100,000 
In the 


time 


hon 
ed start-up tradi 
tion, Syncra has filled a 
gap left by 
petitors. Such 


tricky; the void must 
enough to support the start-up, 
but small enough that the big 
s (the Manugistics and i2s, 

this case) let it slide 
Will Syncra pull it off? Ana 
lysts say the company’s got a 
In the CPFR market, 


ompetitors 


chance 
‘are trying to 
extend what they already do,” 
says Larry Lapide, an analyst 
at AMR Research Inc 


ton. “Syncra’s unique because 


in Bos 


they’re so focused on it.” 

So while it’s dangerous for a 
hitch its 
wagon to a standard, Syncra 
looks to have chosen the right 
standard. And built the right 
wagon.D 


young company to 
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the buzz 


STATE OF 
THE MARKET 


Start-Up Company, 
Start-Up Concepts 
The Users 


w The Sports Authority 


iser. Greg Mueller, the Fort Lauderdale 


a Syncra pilot 


based retailer's replenishment vice 


vic 
says that although his cor 
just got Ct running, he’s seeing 
efits already. The convincer? Look 
ng at four months’ historical data with 
tner New Balance Athletic 
e found some pretty big 
es,” Mueller says. “That 
the lightbulb right there 
at a large U.S. business who 
expanding the 
ng partners 
about swapping 


vital data? Nope. He too was cor 


ynymuty is 


ygram to three more trac 


already. Is he nervou 


The Analysts 


w AMR Research Inc.'s Larry Lapide 


r ne new cultu mine 


> > j-se! 
expia nd-set 


supply-chai 


“go from 


The Company 


Ctar 


Boy! 


IS: OV 


tweenware 


imped in with the middleware 
are an app, not middleware 

o married to CPFR’ 
ach guru Matt Johns 


ntributor to the standard 


nwasa 


ame from Benchmarking 

where he was a piayer in 
t of collaborative planning 
al-Mart Stor 


Warner-Lambert C 


The Standard 


wCPFRisa “concept,” its creators say 
that allows collaborative processes 
across the supply Chain, using process 
and technology models that are open 
flexible and “extensible to all 
supply-chain processes.” Tall order 
But the list of participants is more than 
mpressive, with Master of the Supply 
Chain Wal-Mart batting cleanup. And 
with serious vendor support from i2, 
Logility and Manugistics (in addition to 
Syncra, of course), you've got to think 
CPFR has a fighting chance. You can 
learn more at www.cpir.org. 

Steve Ulfelder 


yet secure 
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Ways to Keep ‘Tabs 
On Your Finances 


BY DAVID ESSEX 


~ TECHNOLOGY: 


ERSONAL-FINANCE programs are like | # xe wil 
| tions such as_ invoicing, con- 


dental floss and rowing machines: You 
know they’re good for you, but you 


ing this, software vendors have responded with 
cleaner, more Web-like screens and lots of fea- 
tures that speed data entry, such as automatic 
completion of fields and online data updates. 


The has come a 
long way since the mid-’80s, 
when Mountain View, Calif.- 
Intuit Inc. introduced 
Quicken, its quaint check-bal- 
ancing utility. Microsoft Corp. 
responded in 199] with an imi- 
tator called Money 


software 


based 


For years, these very afford- 
able programs have also pro- 
vided electronic bill payment, 
investment portfolio manage- 
ment and long-range financial 
planning. And much more re 
cently, they’ve 
ploit the  information-rich 
World Wide Web with daily 
updates. of 


begun to ex- 


stock prices and articles from | 


financial gurus. 


I entered my own financial | 


data into the newest packages 
from Microsoft and _ Intuit, 


which have just released their | 


yearly upgrades, as 
Kiplinger’s NetWealth from 
Kansas City, Mo.-based Block 
Financial Corp., a distant con- 
tender. 


Quicken and Money both | 
Stan- | 


in three flavors: 
dard or Basic, for simple ac- 
count management and bud- 
geting; Deluxe, which adds 
planning and investment tools; 
and versions for 


come 


PTD) 


Maximize 
ues ae ould 


| tact 
| ness-expense tracking. Quick- 
can’t always find the energy to use | 


them as often as you should. Recogniz- | 2UNe NY — 
; | TurboTax software. 


well as | 


| home and business use, which 


augment Deluxe with func- 


management and _ busi- 


en’s fourth version — Quicken 
Suite 2000 — includes Intuit’s 


| Right on the Money 


Overall, I’ve developed a 


| slight preference for Money 


2000 Deluxe, thanks to a gen- 
erally cleaner-looking, more 
intuitive interface and more 
reliable links to online infor- 
mation. Quicken still knows 
the ins and outs of its original 
purpose — checking-account 
balancing and reconciliation 
— better than other products, 
and its browserlike 
are elegant and nearly as intu- 
itive as Money’s. NetWealth is 
feature-poor and clunky and 
isn’t a serious option when 
you can get Quicken or Money 
for only $10 or $15 more. D 


screens 


Essex is a freelance writer in 
Antrim, N.H. 


Money 2000 Deluxe 


Microsoft Corp. 
www.microsoft.com/money 
$64.95 

In recent years, Microsoft has 
sought to distinguish Money by 
building in first-class portfolio 
tracking and Web links, and it now 
bests Quicken in these areas. It also 
sports a somewhat cleaner, more 
attractive graphical interface that, 
more important, is easier to navi- 
gate. It links the various modules in 
a more intuitive way than Quicken, 
which seems to hide things so you 
have to go hunting for them. 

New in this version - besides 
what Microsoft calls the “task- 
based design” - is a more detailed 
setup wizard that goes further than 
Money 99 to set up the actual ac- 
counts that are the program’s fun- 
damental building blocks - an ap- 
proach Quicken also takes. The 
portfolio section now is virtually 


| TaxCut software, but in the per- 
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| 
| 


identical to Microsoft's Money- 
Central Web site. | was especially 
wowed by the AutoCategorization 
wizard; Microsoft claims that a 
database of a half-million business- 
es is behind this feature. There isn’t 
space to identify all the new fea- 
tures; suffice it to say that the plan- 
ning, investing and educational 
tools have all been beefed up. 
Although there are a few nitpicky 
problems with some screens, | find 
myself more comfortable in Money 
2000 than in Quicken. Perhaps this 
is because my own financial life now 
involves much more online tracking 
of investments and financial news 
than check balancing - the very 
things at which Money excels. 


Kiplinger's NetWealth 


Block Financial Corp. 
www.blocksoft.com 

$49.95 

Kiplinger’s has mounted a credible 
challenge to Intuit’s dominant 
TurboTax with its information-rich 





| sonal-finance arena, it isn’t seen as 
| a serious player. Kiplinger’s Net- 

| Wealth will do little to dispel that 
perception. It provides only the fi- 


| nancial-planning component, plus 

| some limited investment tracking, 

| that Quicken and Money also pro- 

| vide, but without the check register 
| and other tools for tracking your 

| household budget. And it doesn’t 

| even do this particularly well. 


| on the Web browser interface, down 





| major life goals, held together with 


NetWealth has a slapped-together, 
shareware quality to it that overrelies 


to the names of HTML documents 
that it displays in a Web address 
window. Like its competitors, it relies 
heavily on an up-front questionnaire 
to collect the data used in different 
modules. It’s really just a collection of 
moderately useful tools for planning 





minima! documentation. There are 
also tools that total your net worth, a 
tax estimator, a what-if calculator to 
see how changes in economic condi- 
tions might affect your portfolio and 
even a college locator. 

But | found most of these tools to 
be simplistic, and the entire pro- 
gram is bug-ridden. ! quickly put it 
aside to concentrate on the two real 
contenders: Quicken and Money. 


‘Quicken Deluxe 2000 


| Intuit Inc. 


www.quicken.com 

$59.95 

Quicken didn't become synonymous 
with PC personal finance by being a 


| slouch, and this incredibly feature- 


rich, rather complex upgrade 
demonstrates the breadth and depth 
of intuit’s reach into nearly every 
major aspect of the financial world. 
Besides linking to the parent com- 
pany’s financial site - as does Mon- 


ey - and offering a huge database of 


real-time financial quotes and news, 
Quicken 2000 has a slew of new re- 
porting, graphing, planning and 

online tools that help you get a han- 


| dle on everything from portfolio 


asset allocation to the market vaiue 
of your car. And this year it lets you 
import TurboTax files. 

Like Money 2000, the new 


Quicken has a streamlined user 


OATS STE ATI 


| interface, complete with browserlike 
| back and forward buttons and tabs 


that keep the accounts you're 
working on continuously accessible. 
But | found myself getting lost in 
Quicken 2000, and it awkwardly 
puts downloaded investment data 
into an online center from which you 
have to extract the information for 
each account. Money seemed to put 
downloaded data in the right places 
with less intervention. Intuit 
counters that people should be able 
to examine downloaded data before 
it goes into their formal records, but 
| maintain that the process could be 
simplified without sacrificing 
accuracy. 

Still, the all-important check reg- 


ister shows the benefit of Intuit’s 


long experience: It seemed to sug- 
gest relevant information more of- 
ten and to require fewer keystrokes 
than Money's register. I'll switch 


| back to Quicken when Intuit 


smooths out the interface. 
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BY STEWART DECK 
OFTWARE for 
representing data as 
pictures have 
around for a while — 
many 


TOOLS 


users 


sheet data. But advances in PC 
graphics-handling capabilities, 
coupled with a desire to get 
more detailed data into 
hands of business 


ment of advanced data visual 


ization tools. And hot 


rich with data storehouses that 


visualization tools can bring |} 


into living color. 


The most popular and useful | 
data visualization applications | 


interactive 
that 


are 
models 


graphs and 


let users drill 


down into the underlying data | 


to reorganize and compare 


data so its meaning is clearer. | 


Interactive maps, 3-D models 
and scatter charts also let users 
observe data change in real 
time. 


How They Help 
Visualization 
useful in three areas, says 
Michael Embry, lead analyst 
for data warehousing at retail- 
er AutoZone Inc. in Memphis. 
“They can help extend sta- 


tistical analysis, extend graphi- | 


cal presentation tools and be 
used as analytical applications 
by themselves,” says Embry, 
who has tested visualization 
tools from Ottawa-based 
Cognos Inc. 


Bringing visualization to an | 


enterprise usually requires a 
dedicated server to provide 
scalability and security, says 
Philip Russom, an analyst at 
Hurwitz Group Inc. in Fram- 
ingham, Mass. A data visual- 


ization server can also provide | 


specialized data management 
and distribution for large num- 
bers of users. 

Users who have employed 
data visualization include the 
following: 
mJon Dell’Antonia, CIO at 
OshKosh B’Gosh Inc., the Osh- 
kosh, Wis.-based maker of chil- 
dren’s clothing, uses the data 


been | 


remem- | 
ber the first bar graphs and pie | 
charts they made from spread- | 


the | 
analysts, | 
have encouraged the develop- | 


new | 
ways of using technology such | 
as data mining and customer | 
relationship management are | 


tools can be | 





~ TECHNOLOGY 


HOT TRENDS & TECHNOLOGIES IN BRIEF 


Data Visualization 


N 


DEFINI Ic) nN 


Data visualization is the graphical representation 
of a data collection, often in an interactive form. 
Modern data visualization tools present data to 
users as charts, graphs or maps and let users 
sort, subdivide and combine groups of data 

in graphical form to help discover patterns and 
illustrate what they’ve discovered. 


Fie Edt View Jools Scripts Options Window Help 


|e liet] [Sale| SLR |n2] MANN RR, fia) Ss fc] fprfc fro 


For Help, press F1 


Tools of the Trade 








THESE EXAMPLES of data visualization tools 
from Visual Insights let users look for patterns, 
links and anomalies in data sets. A digital dash- 
board (at right) provides a broad business view 
by letting analysts view and compare several 
sets of business metrics on one screen 


visualization tools built in to 
Cognos PowerPlay. “Visualiz- 
ing data really helps us pin- 
point data anomalies and intu- 
itively see what’s happening in 
the data,” he says. 


The tools have been particu- | 


larly helpful for analyzing can- 
celed orders and returns, he 
says. Business analysts drill 


into graphs and models to see 
the underlying cause of their 
results. 

“Say, for example, we're get- 
ting lots of items returned 
from retailers,” Dell’Antonia 
explains. “We can drill into the 
visual model for the data about 
what plants made the items 
that are being returned. If they 


| 
| 
| 
| 
| 
| 
| 


primarily came from one plant, 
then we may have a manufac- | 
turing problem. But if the re- | 
turns are coming primarily | 
from one retailer, then 
know we don’t have a product | 
quality issue, but instead might | 
need to talk to that customer. 
This type of analysis used to | 
take us days and days to do. | 


we | 


Top Vendors 


= Visual Insights (a Lucent spin-off) 
= Silicon Graphics Inc. 

w Cognos Inc. 

« DataView Inc. 

w Epiphany Inc. 

= Quadstone Ltd. 

a Mapinfo Corp. 


« Environmental Systems Research 
institute Inc. 


w MathSoft Inc. 


a Spotfire Inc. 


Now it can take minutes.” 
g@ Data 
“solved a lot of headaches at 
once for us,” says Curtis Lock- 
shin, a researcher in the drug 
discovery division at Sepracor 
Inc., a Marlbero, Mass.-based 
pharmaceutical company that 
uses data tools from Spotfire 
Inc. in Cambridge, Mass. With 
out Spotfire, Lockshin says, he 


visualization 


would have to query the data 
base for a single answer at a 
time, then compare results in a 
spreadsheet-based graph. That 
wouldn’t make it easy 
the patterns and connections 
that turn up with data visual- 
ization tools. 

= Domino’s Pizza Inc. 
have a huge installation of vi- 
sualization tools yet, but it’s 
considering providing 
for its business analysts, says 
Timothy Monteith, senior vice 
president of information ser- 
vices at Domino’s in Ann Ar- 
bor, Mich. 

High on Monteith’s list of 
potential visualization tools 
are digital dashboards, which 
provide analysts with a broad 
view of business activities by 
putting several data models on 
one screen. This type of appli- 
cation “could become integral 
to how [our analysts] operate,” 
Monteith says. D 


to see 


doesn’t 


more 


MOREONLINE 


For more information on data visualization 
visit our Web site 
www.computerworld.com/more 


@ Are there technologies or issues you 
would like to learn about in 
QuickStudy? Please send your ideas to 


quickstudy@computerworld.com 
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ker 


TECHNOLOGY 


THE 


Hac 


IN ALL OF US| 


In which our intrepid reporter 
learns how easy it is to suck 
the guts out of a victim’s server 
— and how much fun it is 


By Deborah Radcliff 


“HOW DO YOU SPELL pillage?” | 
asks Fred Norwood, manager | 
of information infrastructure | 
technology at El Paso Energy 
Corp. in Houston. 

Twelve of us had just hacked | 

Microsoft Corp.’s crown jewel 
- a Windows NT box — and 
were copying passwords to our 
hard drives. 

From the room, a | 
quick-witted Sam Gerard, data 
security manager at Motorola 
Inc., spells out the answer for 
F-U-N!” 
Thus goes Day 


across 


us: “ 


~ 


2 of Extreme 


Hacking, a course taught by se- | 


curity whiz kids at Ernst and 


Young LLP’s towering Houston | 


offices. 


For four days, network man- | 


agers, auditors and security 
specialists from companies 


such as Motorola, Electronic | 
Data Systems Corp. and State | 


Farm Insurance switched to 
the dark side. In so doing, they 


crackers out of their networks. 


The truth is, hacking is easy. | 


And, well, fun. We pushed 


open server doors and helped 
ourselves to whatever data we 
wanted — all without any feel- 
ing of culpability. 


“This course gives me a lot | 


more insight into the mentality 


and capability of attackers,” | 


says John McGraw, a security 


technology planner at a large | 
computing services company. | 
“We know all these vulnerabil- | 
ities, but there are probably so | 
many more that no one knows 


about.” 


So fun was it that I was sorry | 


to leave the capture-the-flag 


game at the end of Day 3. But | 


my cab to the airport was wait- 


ing 20 floors below. By then, I | 
had leapfrogged to the fourth | 
and final victim Unix server | 
and was closing in on that flag. | 


But I had a plane to catch. 


Day 1: Finding 


| The Goods 


learned just what they’re up | 
against in their fight to keep | 


On Day 1, we case out our 
victim. Our instructor, Stuart 
McClure, prefers the more san- 
itized term “discovery.” 





We begin discovery by find- 


| ing publicly available informa- 


tion on the Internet. McClure 
talks about searching the Secu- 
rities and Exchange Commis- 
sion (SEC) Web site to get a 
thumbnail sketch of a company 
and its affiliates, laboratories 
and acquisitions. We could use 
this information to break in to 


| 
| 
| 
| 


a company by hacking its ac- 
quisitions or subsidiaries be- 
cause those  subnetworks 
aren’t usually as well moni- 
tored or secure as networks at 
the home office. 

But for expediency’s sake we 
bypass the SEC and go straight 
to the InterNic Registrar, the 
service that assigns domain 
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names. By querying InterNic 
with a simple “whois” com- 
mand, we get all the IP ad- 
dresses of our victim’s Web 
servers — along with company 
nicknames — and auxiliary do- 
main name servers (DNS) in 
affiliates and laboratories. We 
even find out what type 
servers they are (the 
DNS is a Sun-3/i80 running 
Unix), along with the names 
and phone numbers of the 
server administrators. 

I flash to the infamous crack- 
er, Kevin Mitnick, who loved 
this little InterNic feature. 
He’d call those network admin- 
istrators and try to “social en- 
gineer” (sweet-talk) them out 
of network information. 

“It’s amazing the amount of 


of 


main 


information you can get from 
the Internet. You don’t realize 
you’re hanging out there as ex- 
posed as you are,” says El Paso 
Energy’s Norwood. 

We deploy a few common 
network troubleshooting tools 
(like zone transfers — normal- 
ly used to correlate data 
between the backup and pri- 


~ TECHNOLOGY 


mary servers, and Name Ser- 
vice lookup — a utility used to 
look up the IP address of a 
name like www.microsoft.com) 
against some of the IP address- 
es we've just gleaned. We soon 
have a list of domain names 
and IP addresses of all the ma- 
chines connected to our victim 
network. 

Next, we use traceroute (an- 
administrative — tool, 
traces the route be- 
tween a source and destina- 
tion) to view the network 
topology and identify potential 
control 


other 
which 


access devices 
routers and firewalls, 
we'll steer clear of. 
Time to rattle some doors 
and look in some 


which 


20 Things to 
Do After You've 
Hacked Admin’ 


Disable auditing 
Grab the password file 


Create an “adminkit” 
(hacker tools) 


Enumerate server information 


Enumerate secrets of LSA 
(Windows NT’s Local Security 
Authority in the registry where 
password hashes are kept) 


Dump registry info 


Use Nitest (a tool that queries 
NT servers remotely) 


8. Pilfer the box 
9. Add an administrator account 
10. Grab a remote command shell 


11. Hijack the graphical user 
interface 


Disable Passprop (NT's 
password policy settings) 


Install a back door 


Install Trojan horses 
and sniffers 


Repeat 


Hide the adminkit (so you can 
use the machine as a launch 
point to attack others) 


17. Enable auditing 
18. Eat a nice meal 


*There are really only 18 


12. 


13. 
14. 


15. 
16. 


Source: Ernst & Young LLP, Houston 


ning” — using administration 
and downloadable hacking 
tools to find out what ports are 
open and what services are 
running on those ports. 

I’m particularly taken with 
the stealthy Nmap, a utility for 
network mapping available for 
free off the Web. We deploy 
Nmap against our primary tar- 


like | 


windows. | 
McClure calls this “port-scan- | 





get to get a road map of open 
ports, along with the network 
protocols and application ser 
vices they support 

At the top of our list, for ex- 
Port 7: Open; 
protocol TCP; service Telnet.” 
10 
machine 


ample, we see 


other 


for 


that 


And so it 


goes 
open ports on 
alone. 

The classroom buzzes with 
excitement. 

I realize how removed I feel 
from the victim. It’s chilling to 
think that there are hundreds, 
nay thousands, of other crack- 
ers from underground groups 
such as Global Hell who proba- 
bly feel the same way. 


Day 2: The NT 
Root Dance 


We're introduced to Eric 
Schultze, affectionately called 
a “Hoover” by his cronies. A 
Hoover can really suck the 
guts out of a victim machine, 
and Schultze, 31, proves he’s 
worthy of his name 

We start by picking our tar- 
get. Test servers are notorious 
for lax password controls and 
monitoring. Or we could sniff 
the mail server for user names 
and passwords. We decide to 
go for the backup domain con- 
troller — a separate physical 
server where user names 
are stored and security is often 
forgotten because it’s a backup. 

We establish a null session 
(a Microsoft utility that allows 
services to communicate with 
one another without a 
identification) with the victim 
server. 

I feel like a ghost inside 
someone else’s house. I can see 
everything network 
vices, password files, user ac- 
counts, even payroll. But I can’t 
touch anything because null is 
only designed for interprocess 
communication. 


user 


ser- 


For the victim, “the sad thing | 


about Microsoft is it doesn’t 
log any of this,” Schultze ex- 
plains. 

We're itching to gain root ac- 
cess (the most privileged level 
of access). But first, we must 
log off and then back on as le- 
gitimate users in order to grab 
the password hashes (encoded 
passwords) and submit them 
to our ace password-cracking 
tools. 

We get back in under the 
user name “backup” by guess- 


ing the password (which is also 
“backup”). “Command 
pleted successfully,” the ma- 
chine responds 

I ask Schultze whether 
raised awareness has pushed 
administrators to better moni- 


com 


tor passwords. No, he 
Most networks are still chock 


Says 


full of such easy-to-guess pass 
words. 

Once in, we copy user files 
and encrypted 
hashes onto our hard drive. We 
log off and hit the hashes with 
LOphtcrack and the even faster 
John the Ripper. Available on 
the Web, both tools test pass 


password 


words against a dictionary of 


common passwords until they 
break open. 

The tougher passwords may 
take a day, though, as they must 
be cracked one character at a 
time. 

Within minutes, we’ve got 
more than 70% of plain-text 
passwords in our greasy little 
paws. 

Microsoft's LAN Manager 
hashes are the worst from a 
victim standpoint because 
LAN Manager splits pass- 
words into seven-character 
halves and uses a known con- 
stant to encrypt each half, says 
Schultze. Our cracking tools 
are programmed for this, so 
they kick out passwords much 
faster than they would in Unix. 

And if the administrator dis- 
ables LAN Manager, the NT 


box won't talk to any Windows | 
95 or 98 boxes, so it’s a tough | 


problem to solve. 

Armed with our newfound 
passwords, we finally reach 
our goal for the day and hack 
back into the machine at ad- 
ministrator level and get root 
control of our machine. 

“What’s the first thing you 


do when you gain root? You do | 
the root dance,” explains Ron | 


Nguyen, another 


instructor. | 


Push one arm up, jiggle your | 
hips, put the other arm up, jig- | 
gle your hips and repeat until | 


you get it out of your system. 
For our 


reward, Nguyen 


hands out a red wallet card ti- 
tled “20 Things to Do After 


You’ve 
box). But for the final slap to 
our victims’ faces, we hide 
our hacking tools in an alter- 
nate data 
readme.txt file on the victim 
server. You could easily hide 
10M bytes of hacker tools be- 
hind such a file without chang- 


Hacked Admin” (see | 


stream behind a | 


19 


ing the file size, according to 
Schultze. 
istrators can catch this is to set 
up audit logs that would alert 
them when disk space changes 


The only way admin 


significantly. 


Day 3: Capturing 
The Unix Flag 


‘Hacking root is a state of 
mind.” Thus begins our syl- 
labus for Day 3. And we really 
are getting into this “state.” We 
arrive at the class rubbing our 
hands in anticipation of break- 
ing the venerable Unix. 

Our instructor, 
Force Chris 


Air 


Prosise 


former 
geek 
doesn’t let us down 

We begin by repeating dis- 
covery and gaining entry in 
much the same way we did on 
NT. But Prosise wants to have 
a little fun. He’s showing us 
how to corrupt the DNS server 
to reroute traffic to a phony IP 
address on an “evil.com” serv- 
er where he can: a) grab infor- 
mation or b) reroute the mes- 
sage into oblivion. 

He also shows us how to 
conduct common HTTP at- 
tacks like test-Common Gate- 
way Interface, which forces the 
victim to give up files and di- 
rectories with a simple “get” 
command, and how to execute 
remote commands that would 
disable access controls. We in- 
stall Trojan horses (executable 
code to do our bidding remote- 
ly) and punch open back doors 
so we can can back in using a 
Telnet terminal session with- 
out needing identifications or 
passwords. 

Then we play capture the 
flag by leapfrogging among 
four Unix boxes. And this, I’m 
afraid, is where I was so rudely 
interrupted by awaiting 
taxi. 

Suffice it to say, we learned 


my 


our lessons. 

Network and security man- 
agers have a tough row to hoe. 
Bullet-proof security is a mis- 
nomer. And managing security 
risk is the best anyone can 
hope for. 

We also learned that there’s 
a little bit of hacker in all of us. 
And by cultivating this hacker 
within, information security 
professionals can better fight 
the cracker without. D 


Radcliff is a freelance writer 
in Santa Rosa, Calif. 
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With buying decisions moving at such a 

frenetic pace, trusted information is more 

critical than ever. Which is why technology 
buyers turn first to IDG publications. For more 
than 30 years, IDG's award-winning editorial has 
captured every critical trend, product, issue and 
personality of the Information Age. Through our 
leading technology publications, we provide 
honest, insightful analysis based on the needs 
of IT decision makers. Answers that enable 
sounder buying decisions. Decisions that are 
driving digital society. 


Whether it's IS or networking executives, technology 
savvy managers, systems integrators, or sophisticated 
end users, more forward-thinking marketers rely on 
IDG's trusted brands in the US and around the 
world. The 290 publications, 225 Web sites, 
research, books and tradeshows that are helping 


to define the Information Age. 


Answers for the Information Age 


IDG 


INTERNATIONAL DATA GROUP 


http//www.idg.com 
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Technology 
Happenings 


w Intel Corp. releases the 80486 
microprocessor, which has an opti 
I on-chip 


acache and 


mized instruction set, with ar 
ied instruc 
optic hip tloating-point unit 


VPL Research 


virtual reality 


# Jaron Lanier forn 


reate and market 


crosystems Inc. intr 


SPARCstation line 


topic at Siggraph’s cor 


mw Hewlett-Packard Co. a 
Apollo Computer for $476 m 


= Computer Associates Interna- 
tional Inc. a Cullinet Soft- 
ware Inc. for $ nillior 


@ The Dun & Bradstreet Corp. 
quires Management Science 
America Inc. for $333 millior 


w World chess champion Gary Kas- 
parov twice defeats Carnegie Mellor 
Deep Thought. 

# The National Education Associa- 
tion put report that recom- 


k by tt ear 199] 


ery t€acne x y y 


= Top five software companies of 


1989 (by reve 


Other Notables 


Best Picture: DrivingM 
Nobel Peace Prize winner: The 


n May, the Dow Jones Industrial 
Average passes 2,500 points for the 


1987 crast 


TECHNOLOGY - 


50 YEARS OF TECHNOLOGY INNOVATION * 1950-1999 


Good Things Come 
Portable Packages 


BY MARY BRANDEL 

ODAY, it’s not too 
talk 
computers 


futuristic to 
about 
that you wear. But 
10 years ago, it was 
just becoming possible to pack a 
7-lb. notebook in your suitcase. 
In 1989, debuts included 
Compag Computer Corp.'s 7-lb. 
LTE/286, Toshiba Corp.'s 6-lb. 
model, Apple Computer Inc.’s 
Portable Mac, Poget Computer 
Corp.’s 1-lb. pocket-size IBM- 
compatible computer and Grid 
Systems Corp.’s laptop com- 
puter with a touch-sensitive 
pad that was designed to recog- 
nize handwriting. 
In fact, if you counted all 


today — introduced in 
1979 by Grid, weighing a then- 
light 15 lbs. The 23.5-lb. luggable 
from Osborne Computer Corp. 
arrived in 1981, followed by 
just-as-powerful, battery-pow 
ered 15- to 20-lb. portables 
from several vendors in the 
mid-1980s. 

Still, to get the lower weights 
in 1989, early users had to put 
up with a lot. Save for the 
newest Compaq model, most 
notebooks were based on low- 
powered chips such as Intel 
Corp.’s 8088 or 8086. Few of- 
fered built-in hard drives, and 
1M-byte RAM was the norm. 

Even if you were willing to 
carry a heavier machine, hard 


was 


BY 1989, PORTABLES WERE more reasonable in size: the 6-ib. Toshiba 
model (at left) vs. the 23.5-lb. Osborne in 1981 


types of devices — transporta- 
bles, luggables, laptops, note- 
and handhelds — the 
portable PC market by 1990 was 


books 


growing three to four times as 
fast as the desktop PC market, 
according to International Data 
Corp. in Framingham, Mass. 
Even though portables had 
for 10 
hadn’t experienced 
widespread 
growth before. Previous porta- 
bles had 
One of 


style” 


been around 
the market 


that 
nha 


years, 
kind of 
been much heavier. 
the first “clamshell- 
portables - the style we 
accustomed to 


have grown 


drives tapped out at 40M 
bytes. Keyboards were quirky 
and uncomfortable. Heavy 
nickel cadmium batteries 
promised three hours of un- 
plugged usage. Expansion slots 
were few. Displays were al- 
most all monochrome with 
640- by 480-pixel VGA resolu- 
tion, with the lightest models 
sticking with Color Graphics 
Adapter. “They were not even 
black-and-white,” says Kimball 
Brown, president and 
chief analyst at Dataquest in 
San Jose. “They were more like 
blue and light-blue.” 


vice 


Exxon Valdez runs aground in Alaska’s Prince William 
Sound and spills 11 million gallons of crude oil. 


tie. 


JANUARY FEBRUARY MARCH 


Today, with screens at least 
three inches wider and hard 
drives with more than 50 times 
as much capacity, you typically 
get 32M to 64M bytes of RAM, 
plus 56K bit/sec. modems and 
266-MHz Pentium chips, all in 
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pocket-size PC that promised 
100 hours of life on two AA bat- 
teries. It could run desktop ap- 
plications, as long as you didn’t 
mind using a much smaller 
keyboard than that of a normal 


| computer. It was even equipped 


the 7-to-9-Ib. range and down to | 


4 or 5 lb. — if you're willing to 
give up some functionality. 

There also wasn’t the kind of 
corporate IT sup- 
port for notebook 
or laptop 
that there is today, 
not to mention 
e-mail or network 
connections back 
to headquarters. 

Despite the drawbacks, mo- 
bile workers and the general 
public were mesmerized. In 
fact, the mobile revolution 
“started with sales guys saying, 
‘I could double my quota if I 
had my own damn notebook, ” 
Brown says. 


users 


Growing Enthusiasm 


Although few companies in 


1989 bought portables for their | 


that 
change in the early 1990s. Early 
adopters included pharmaceu- 
tical giant Upjohn Co., which 
equipped more than 1,000 
salespeople with Grid 1520 
laptops, and Price Waterhouse 
LLP in New York, which chose 
IBM and Compaq models for 
its accountants, according to 
a 1990 article in USA Today. 
The enthusiasm was tangible 
at the fall Comdex show in 
1990. According to Bryan Ma- 
son, who was an engineer at 
Poget at the time, “there were 
people standing around our 
booth three to four layers deep, 
blocking the walkways.” Cu- 
riosity was high regarding the 


employees, 


with MS-DOS and some basic 

programs like text-editing and 

a calendar, and users could in- 

sert cards to load applications 
like Lotus 1-2-3. 

Because the Po- 

gets were so small, 

“they were difficult 

to manufacture and 

almost impossible 

to repair,” Mason 

says. The night be- 

fore Comdex, in fact, “we were 

in the hotel room with X-acto 

knives, taking the keys out and 

scraping the plastic off to make 

sure they fit right. The test was, 

you would rub your hand across 

the keyboard, and if no keys 

popped out, it was pretty good.” 

Poget never gained broad 

market support at a list price 


| close to $3,000. Still, the Poget 


started to | 


was the predecessor to later 
systems such as 3Com Corp.’s 
PalmPilot, released in 1996. It 
also sowed the seeds for what 


| are now known as PC Cards, 


which have played an integral 
role in adding more function- 
ality to notebook computers. 
Other advances in mobile 
computing happened quickly, 
helping to build the notebook 
market rapidly. By the early 
1990s, “suddenly you could do 
a regular notebook,” Brown 
says. Fully functional note- 
books “were under 10 Ib. and 
going to 7.” 


Brandel is a frequent contributor 
to Computerworld. Contact her 
at brandel@norfolk-county.com. 


Hurricane Hugo slams into Charleston, S.C., 


with winds of upto135mph. 


AUGUST SEPTEMBER 


The Berlin Wall comes down. 


DECEMBER 


a 


OCTOBER NOVEMBER 


sata aia: 


Hundreds are killed during the 
Tiananmen Square massacre. 


President George Bush orders U.S. troops 
to invade Panama and oust Manuel Noriega. 





Dallas |j The Compute 
Area ||Dallas Area 


Technical Rec 


TECHNICAL |} Retention ee 
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ae ee Monday, Octobe 


“Wyndham Garden Hotel; 
CONFERENCE — 
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SELL 
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On October 18, 1999, you have a special opportunity to update your recruiting skills 


ma cli and network with recruiters in your area at the first annual Dallas Area Technical 


Recruiting & Retention Conference, held at the Wyndham Garden Hotel, Dallas, Texas. 


A Full Schedule of Contemporary Topics 


7:45am Continental Breakfast & Conference Registration 


8:30am General Session: How Well Do You Know How to Recruit on the Internet Judy West, Author of Cyberspace - Jealously Guarded 
Recruiting Methods 


10:00am Sponsor Showcase/Coffee Break 

10:45am General Session:Sourcing Techniques Cathy Peterson, Romac International 

12:00pm Luncheon Keynote: Immigration Issues Harry }. Joe, Esq., Jenkens & Gilchrist 

1:30pm General Session: Silent Impact: The Basic Tenets of Staffing & Bottom Line Effects Dan Hanyzewski, Mastech Corp 
2:45pm Sponsor Showcase/Coffee Break 

3:30pm General Session: Cutting Edge Tools for the Internet Recruiter Dr. Bret Hollander, NETRECRUITER 

5:00pm Program ends 


Selected sessions include: 


Immigration Issues Silent Impact: The Basic Tenets of Staffing 
& Bottom Line Effects 


Harry J. Joe, Esq., Jenkens & Gilchrist as ; 
Dan Hanyzewski, Mastech Corp 


The recruitment organization has a silen 
How Well Do You Know How to Recruit on on the success, or lack thereof, on a corpor 
the Internet? I loes the staffing department- a cost center 


Judy West, Author of Cyberspace - jealously Guarded 


more in this key session 


Recruiting Methods 
Let's face it, the way we recruited in the past just won't work 
in the future. Today's candidates look for a job or make a career move a Cutting Edge Tools for the Internet 
different way therefore we have to search for them a different we Recruiter 
Dr. Bret Hollander, NETRECRUITER 
Sourcing Techniques ' Recruiting changes every second on the | 
Cathy Peterson, Romac International session from a leading internet recruiting pro-fessi 
Are you covering all your recruiting possibilities in today's 1 electronic recru 
market? Get the latest update on the various sourcing 


techniques in this tactical presentation 


This conference program is developed exclusively for corporate human resource professionals who recruit directly for their hiring organizations. Vendors of selected 
targeted products and services may participate through sponsorships and/or exhibits 


* Registration fee includes continental breaktast, lunch, breaks and the complete Conference R 


CANCELLATION POLICY 
Cancellations must be received in writing. There is no penalty for cancellations made more than 30 days prior to the date of the event. Cancellations mad 


but more than two weeks prior to the event will receive a refund minus a $150.00 cancellation fee. Cancellations made less than two weeks prior to the even 
ble for the full registration fee 


For more information, call the conference hotline: 1-800-488-9204 
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TECHNOLOGY'S 


Project 
Management: 


Post Y2ZK 


Forget what 
you've heard 
about Y2K being 
a career killer. 
The experience 
can be the 
stepping-stone to 
more strategic IT 
work for project 
managers 


By Candee Wilde 


F THERE ARE TWO skills 


that year 2000 project | 


managers say they’ve 
learned, they are how 
to meet an immovable 
deadline and how to manage 
a multilevel — and frequently 
global — project. But where 
will members of this endan- 
gered apply their 
knowledge after Y2K remedia- 
tion and testing are history? 
The answer may be the same 


species 


| 
| 
| 
| 


as the punch line of that old | 


joke about where gorillas sit: 


anyplace they want. Assuming 


their Y2K work proves suc- 
cessful, these project managers 
may be going in any direction 
they like. After all, fixing date- 
related programming prob- 
lems that might confound or 
even crash some computer sys- 
tems is arguably the highest- 
profile information technology 
project in history. 

But successful Y2K project 
managers, and their 
teammates, might be only 


even 


short-term heroes. Therefore, 


they should quickly take ad- 


vantage of their place in the 
limelight to steer their careers 
toward promising and strate- 
gic IT work. The best opportu- 
nities will be in Internet-relat- 


ed projects such as application | 


development or e-commerce 
and in IT quality assurance, 
according to Richard Wonder, 
president of IT recruiting firm 


Richard Wonder & Associates | 


Inc. in New York. 


“Superficially, it might seem | 
that Y2K managers will have a | 
| problem after the year 2000,” | 
Wonder says. “But if you dig in, 
you see the skills they have will | 
| C. Mitchell George, year 2000 


help them find employment 
next year. Y2K professionals 


have been knee-deep in sys- | 


tems testing, application devel- 


opment, quality assurance and | 


applications re-engineering.” 


Wonder suggests that today’s | 
Y2K managers build their In- | 


ternet skills as much as they 
can while their projects near 
completion. “As 
develop electronic-commerce 


enterprises 


sites and Internet front ends, 
they need applications engi- 








neers and quality 
professionals who have some 
Internet knowledge or 


learn it,” he says. “Next year, a | 


lot of the people who were on 


Y2K projects will be on Inter- | 


net projects.” 


That prediction is already | 


true for Kyle Duncan, senior 
director of the year 2000 proj- 


| ect office at Kelly Services Inc., 
} an international staffing com- 
pany in Troy, Mich. Duncan is 


already working on a Web- 
based system that will be used 
by Kelly temporary employees 
worldwide to report the num- 
ber of hours they work. 

As Y2K winds down, Dun- 
can is talking to the members 
of his Y2K team about their 


future careers. Kelly is com- 


mitted to placing its Y2K peo- 
ple in jobs they can succeed 
at, even if it means additional 
training. “We're taking some of 
the legacy people that helped 
with Y2K and training them 


to work in a client/server envi- | 


ronment,” Duncan says. 
Just as Y2K project success 


can benefit IT professionals | 


who stay at their company, it 
can boost the careers of those 
who choose to move on, says 


project manager at Kemper In- 
surance Cos. in Long Grove, Ill. 


George, who is accepting an | 


early retirement package from 


Kemper, where he has worked | 


for 35 years, plans to seek a 
position at another company 
as an enterprise architect. 


By managing a large, matrix- | 
style operation, George says he | 
has learned to “manage across 
another manager.” The ability | 
to supervise a person who re- | 


ports to another manager is 


essential to an enterprise archi- 


tect whose projects often re- | 


quire assistance from employ- 
ees whose primary jobs are in 


other functional areas. George | 


says managing Y2K also taught 


him how to work on a variety of 


tasks concurrently and to man- 
age separate but interdepen- 
dent projects. 

Although year 2000 projects 
haven't centered on the newest 
technologies or state-of-the-art 
systems, they aren’t a detour on 
the road to career goals. In- 
stead, Y2K 


project 


repeated. D 


Wilde is a freelance writer in 


| Connecticut. She can be reached | 
| at cwilde@connix.com. 


assurance | 


can | 





manage- | 
ment has been a skill-building | 
opportunity that will never be | 
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Year 2000 Project | 
Managers Aren't 
One-Trick Ponies 


| 
Once Kelly Services shuts down its 
year 2000 office, Kyle Duncan's | 
new title will be senior director | 
of field automation. He will be | 
responsible for IT groups in several | 
corporate divisions: administration, 
marketing and professional/techni- 
cal staffing alternatives. Here are 
his thoughts on how having a Y2K 
project on a résumé can benefit 
both project leaders and staffers 
as they plan for the future. 


Y2K lessons: “The biggest 
skill | acquired is the ability to 
manage a global project, to 
coordinate a variety of initia- 
tives. | learned how to run a 
project in the United King- 
dom, for example, and how to 
deal with the culture in Rus- 
sia. Y2K is a project-man- 
agement project, not a very 
technical project, so | im- 
proved my ability to organize, 
stay focused, follow up and 
meet a deadline. | developed 
better people-management 
skills.” 





Y2K open doors: “We have 
the complete IT inventory for 
Kelly, both corporate and 
global. So if we work ona 
project in France, | know 
they run AS/400s with cer- 
tain applications. Under- 
standing their environment 
can save project development 
time. Also, we have built 
relationships with people 
throughout Kelly’s infrastruc- 
ture - with the network peo- 
ple, the data center people 
and so on. | will leverage 
these relationships in my 
new projects.” 


Y2K career builders: “I found 
out that I’m very driven. | ran 
a multimillion-dollar global 
Y2K project and was on time 
and under budget. | proved | 
could develop work plans, 
follow up and manage re- 
sources. | don’t have time to 
understand how to solve the 
world’s issues, but | know 
how to accomplish a task 
without moving the deadline. 
Traditionally, IT projects 
have been over budget and 
behind schedule, but they 
don’t have to be. I’ve en- 
hanced my ability to stay 
focused on a job until | get 

it done.” 


- Candee Wilde 
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[Software Engineer want-] 


jed by software develop- 
iment and networking 
company in Plymouth 
Michigan. Most have 
[Bachelor's Degree in com- 
|puter engineering and two 
lyears of software exp- 
jerience Respond by 
resume to: Dan McClung 
General Manager, Quan- 
tum Solutions, Inc., 44747 
Helm Court, Plymouth, MI 
148170 
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IT CAREERS MIDWEST 


al POWER = worip 


EMPOWER YOURSELF AT 
WWW.CUMMINS.COM 


_IT OPPORTUNITIES 
IT PROJECT LEAD - GENERAL LEDGER SYSTEMS 


IT PROJECT LEAD - ACCOUNTS PAYABLE SYSTEMS 


IT PROJECT LEAD - FINANCIAL ARCHITECTURE 


Software Engineer want- 
ed by Database Cons 
ulting Co. in Houston 
TX. Must have Bach in 
Comp Sci, MIS or any 
Engg discipline & 5 yr 
exp in d/base dsgn & 
impimtn. Respond by 
resume to: HR Dept 
SQL*Systems Inc 
2525 Bay Area Bivd, Ste 

Houston TX 


Database Design Ana- 
lyst sought by Specialty 
Retailer of men’s tai 
lored attire in Houston 
TX. Must have MS in 
Comp Sci & 1 yr exp in 
d/base dsgn. Please for 
ward resume to HR- 
RGRIR1, 5803 Glen- 
mont Houste TX 
77081 


[Programmer/Analyst (Dallas 
metro area) Design, develop 
jand implement client specific 
applications program in 
|COBOL/CICS in IBM main-| 
|frame environment. 40 hr/wk 
$61 ,494/yr.| 
Requires 2 yr. exp. in job 


i9-5pm M-F. 


joffered. Apply at the Texas 
|Workforce Commission, Dall 
jas, Texas, or send resume to 
|Texas Workforce Commission 
|1117 Trinity, Room 424T,} 
jAustin, TX 78701, JO# TX! 
0612827. AD paid by an} 


Software 
sought by Automotive 
Services Co in 
Houston, TX. Must 
have BS in Comp Sci 
r Comp Info Sys & 1 


Engineer 


year experience. Res- 
pond by resume to: HR 
Dept, National Colli- 
sion Center, 2910 
Holmes Rd, Houston, 
TX 77051 


Ce 

KS 

Res 

Jane Bui 

Bivd.. Topeka, KS € 

T applicant must fF 
authority 


2d States 


Network engineer 

40 hrs/wk. 9: 

p.m § 

|To desigr 

|Microsoft 

works (L 

implementations. 

ormation 

ments 

hardware 

tions, conduct 

ing and vide on-going tech 
nical support MBA 
information stems and 
tified netware 
jrequirement. Send 

|with social security num 

to Indiana De 

Workforce Develop: 

N. Senate Ave., Indianapolis. 
}IN 46204-2277, Attention 
DPG 8057561 

[Database 

develops 

fies various Oracle 

|house database information 
jtems in a client/serve 

ment including estat 

network and Internet p 

jusing Java/CORBA + 
|NetDynamics, and SQL. insures 
that data can be acce 
jtransmitted through 

|Extranet and intranet 

jment Designs and 

jnee databases to com 

}Y2K requirements 

jMaster's degree in npu 
IScience fathematics, or any 
lengineering field. Also requires 
Jone year experience in the job to 
jbe performed. Hours: 8:00 a.m 
5:00 p.m. 40 hours per week at 
|$55,000.00 per year salary. Two 
copies of resume to: Gerald L 


Gulseth, File #100970, OWE-| 
|ALC, P.O. Box 7972; Madison, WI) 


53707-7972 


1460, Chicago, iL 60604 


rents to deter 
Jesign. Resolve 1 evaluate 
interface between f are and 
e for operational and 
Ice requirements of 
nstall 4 
via Autosys 
heduler and monitor daily 
tems status u Shell sc 
Other tools 
Object Ba: 
and C/C++ 
environment 
er's di 
and 1 y 
offered 


as long 

all tools 

above. Send re ne 

Kathleen Mason, Human 
Resources Generalist, BOTCC 
141 W. Jackson Bivd., Suite 
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ailable 


More info at 
www.giobaicase.com 


IT CAREERS 


the fc ware engineer 
via (Meni |develop and test 
Oakland, LA 
r locations); Oregon| 
achusetts (Burlir 
ther locations ~ a positior 
Kansas 


exa j Vienna) procedures ng expertise 


. V Pw 
vida (tam, Dando. Tampas| — |ingres, Gupta S@L and TCPAP Software 


ther areas across the) — |Requirements: Master's Degree Engineers 


or equivalent in Computer 


|Science or related field and tw Please forward your 


jyears experience as a software resume to 

Jengineer or computer pro: 
knowledge 

Gupta SOL and TCP/IP. 

$84,000/year. Working 

tions: 8:00 A.M. to 5:00 PM 


Human Resources 
Department, at 


| careers@logica.com 


rours/week, involves extensive www.logica.com 
: travel and frequent relocation.| & 
cots Ee Apply: Washington: Job Center 
M Mar r. Millcraft Center te 
Dept. ACWIM99,| Manager, NV aft Cente 4 
ae an 150LL, 90 West Chestnut Street Niet = dal 19) = 
eels VELe). 
Ee J SYSTEMS 
" its Location Les val* (Se Or | 
. SOFTWARE ENGINEER:| Industry Bie 
www.informix.com. Software engineer to design Reports to: President 


Informz x develop and test computer pro: Salary Six Figures 


grams for business applications (Negotiable 


Washington, PA 15301, Job No.| 


analyze software requirement 
to determine feasibility No Charge - Employer Retained 
Jesign; direct software system Send Confidential) Resume 
jtesting procedures using exper-| ALLIED SEARCH, INC 
cas tise in UNIX, C, QA Partner and} P.O. Box 472410 
3 openings) SQA Suite. Requirements:| San Francisco, CA 94147 
and implement} Fax: 1-415-921-5309 
in Computer Science or related] Emaik alliedsrch @ aol.com 
field and five years experience] Questions {If Any) 
as a software engineer or com-| BRR E Sher Beat yal 
puter programmer, knowledge of} 
UNIX, C, QA Partner and SQA] 
yf |Suite. Salary: $57,000/yea 
roup A Working Conditions: 8:00 A.M.| 
f A and to 5:00 PM., 40 hours/week 
E | s: Group A jinv extensive travel and fre 
RDBMS, Designer 2006 lquent relocation. Apply: Ms. 
per 2000, Oracle Applica {Charlene Cogley, Beaver Falls 
Manufac |Job Center, 2103 Ninth Ave 
y |Beaver Falls, PA 15010, Job N 


‘orms, Oracle : 
; e; 7 8056301 


requires € SOFTWARE ENGINEER: Soft 


requent reloc 


Confidentiality Assured 


|Bachelor's Degree or equivalent! 


to determine] 
and direct 
cedures, pro: 
Jocumentation 
experience in jot 


computer profes: 
| 


turing 


|ware engineer to design, develor 
and test computer programs for 
ress apf S$; analyze 
ftware require > deter 
ne feasibility of desigr 


oftware system testing proce 


and 
Requirements: Bach 
Degree or equivalent 
Science o 
and two years experienc 
oftware engineer 
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MSVC+ Ber EI) ca! 
NT based Daa eye red 
develop 
hell. Per SU eee eS a ig 
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Security Administrators, Software 
Je control Pee eee s 
Case. Design PR ua Ur ed 
RPC, TCP/IP. 
degree in 


ftware sys 
ftware system 


Science/Engineering 


elated discipline plus one yr 


nm job offered. Resume to 


Narayana Rekapaili, Omnisoft} 


1265 Compass Pointe] 
Alpharetta GAI 
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[Senior Systems Analyst-ECAD 
Oracle Project. Requires a 
master's degree in computer 
science and three years’ expe 
|rience in the job offered 
three years’ experience 
application devel 

Oracle 7.x/8.0. In lieu 

|ter's degree and three year 
stated experience, will accept 
ja bachelors degree and five 
years of progressive experi 
ence as stated. Stated experi 
ence must includ acle Dev 
eloper version 1.3.2 and 1.4W 
Oracle Designer, Pro*C, PL 
SQL, and Scripting (shell pr 
gramming). Research, design 
and develor ased com 
puter software systems 
jaerospace applications u 
|Oracle 7.x/8.0. Perform 
|application development u 
Oracle Developer version 1.3.2 
jand 1.4W, Oracle Designer 
|Pro c PL/SQL Scripting 
(shell programming) and Ora 
cle 7.x/8.0 programming tools 
and databases. Customize and 
develop interfaces with CAD 
japplications and image view 
ers. Troubles system prob: 
llems. Create and maintain ap 
|plication development project 
|plans. Direct and monitor the 
|work of application develop: 
iment team members. 40 hrs 
jwk. 8:30 - 5:30. Sal. range 
|$49,100-$76,700/yr. dep. on 
jeduc. and exp. Apply with 
resume to: Gulfstream Aero 
space Corporation, Attn: Larry| 
Way, P.O. Box 2206, Mail Stop} 
A-05, Savannah, Georgia 
}31402. EOE 


[Senior Systems Analyst-PDM] 
|Project. Requires a master's de 
|gree in computer science and| 
jthree years’ experience in Unix} 
japplication development using] 
Oracle 7.x or 8.0. In lieu of aj 
|master’s degree and three years} 
of stated experience, will accept| 
a bachelor’s degree with five) 
years of progressive experience| 
las stated. Stated experience} 
|must also include Java, Perl, C,| 
|C++, Scripting (shell_program-| 
ming), and PL/SQL. Research, | 
design and develop Unix based} 
computer software systems for| 
jaerospace applications using 
|Oracle 7.x or 8.0. Perform Unix 
japplication developme 
Java, Perl, C, C++, Scripting} 
|(sheli programming) and PL/SQL} 
|for Orach x or 8.0 databases. 
Perform web application devel 
Jopment using Perl, Javascript 
CGI script and HTML. Customize 
|and develop interfaces with CAD 
Japplications and image viewers. 
| Troubleshoot systems problems 
|Create and maintain application} 
I 2velopment | 
| 


project plans.| 
Direct and monitor the work of! 
application development team] 
members. 40 hrs./wk. 8:30 -} 
5:30. Sal. range: $49,100 

dep. on educ. and 
exp. Apply with res e to 
|Gulfstream Aerospace Corpora 
tion, Attn: Larry Way, P.O. Box 
|2206, Mail Stop A-05, Savannah, 
|Georgia 31402 


f ERP Consultant 

|Provide consulting services for 
enterprise wide, full life cycle ERP} 
|(Enterprise Resource Planning)| 
|package implementations using| 
|Relational Database Manage 
(RDBMS) 


Analyze, design, & re-engineer 


ment System: 


|business reporting syst's utilizing 
|technical knowledge of Syst’s} 
| Applications & procedures in dat 

processing to achieve syst's inte-| 
|gration & documentation. Assess} 
client's business process require 

ments to map business capabili 

|ties functions & features with ERP 
|syst’s applications & data & finan 

cial reporting requirements. Travel 
|&/or temporary relocation req‘d.| 
|Req.: Master's or equiv. in CS or} 
jEr gin. or Bus. Admin. or Info} 
|Mang & 1 yr. exp. in job offered or 
|1 yr. exp. as Consultant or pro 

|grammer/ Syst's Analyst or Syst’s| 
|Administrator. Enterprise-wide, | 


|full life cycle ERP implerr entation} 


|using RDBMS to integrate finan-| 
Icial & data reporting syst’s;) 
|$62 800/ yearly; M-F/8:30-5:00 | 
Job Site/ interview: Philadelphia, | 
PA. Send this ad & your resume} 
to: Job Order #7054129, The} 
Philadelphia Job Bank, 444 N./ 
3rd. St., 3rd Fl., Philadelphia, PA} 
} 19123. 


L — 


to 
y au 


Network 


esear r alyze 
jesign and implement eligible} 
algorithms for clinic researct 

|protocols; monitor subject accru 


al for protocols. Respor ad 
|hoc requests, analyze require-| 
iments for the user, and generate} 
|statistical reports by designing,| 
plementing and executing] 
ries on the protocol-specific| 
jatabases for the research spon 
|sors. Upd upgrade, debug 
| t 
jé aintain the LIS system 
7 nents: M.S. in Computer| 
Science, Mathematics or related 
field. Expe 1 yr. in the job] 
loffered or 1 yr. as a Software 
|Engineer. Exp. must be with 
|Information System in SAS (AF. 
Frame, SCL, Method, FSP and 
Macro), and C/C++. Exp. may be 
gained before, during, or after 
degree. 40 hrs/wk; 8:00 a.m. to| 
15:00 p.m 43,700/yr. Send} 
resumes (in dupiicate), no calls, | 
jto Jane Hosley, REF# 1157,| 
jDepartment for Employment 
|Services, 275 E. Main Street, 2-| 
|W, Frankfort, Kentucky 40621 
}Equal Opportunity Employer 
| Those who are not authorized tc 
|work permanently in the United 
|States need not apply 


Where America Looks For Work! 


Careermag.« 


Software Devel Position: 
vailabie in our New York, Chicago 
and San Francisco area offices 
Will work with exceptional teams} 
of computer and business profes-| 
|sionals participating in full life 
|cycle development of distributed 
jobject-oriented applications. Wil 
|design develop and »lement 
jenterprise wide, distributed appii- 
jcations in various OO, client/serv 
ler n-tier environments against 
|various relational databases. Will} 
utilize OO languages, including 
|Forte and Java and relationail 
databases such as_Informix,| 
|Oracle, Sybase, MS SQL Server 
Jand DB2. Requirements: Bach-| 
jelors degree in Computer| 
|Science, Com r Engineering} 
lor Electrical Engineering or for-| 
leion equivalent. Academic] 
}coursework or projects should} 
linclude programming in an object-| 
oriented language. If interested, | 
please email your resume and} 
cover letter to jobs@thought | 

j 


IT CAREERS 


BUSINESS SOFTWARE ANA 
LYST: Business 


Analyst to study, review and 


Software 
analyze business pr t 
Jetermine feasibility of imple 
mentation of PeopleSoft Enter 
prise Resourc 


puter software. Confer with per 


Planning corr 


sonnel of all functional busines 
wrent operat 
prepare 

r all func 

yperatior 
anagement 
accounts 
nventc 


ary, order 


benefits. 
analys 
existing bus 
perations can be mapped intc 
PeopleSoft or if customizations 
to PeopleSoft are required to 
existing operatic 


) existing 


conform to exist-| 
Also responsible 

apping, data conver 

and building and 

reviewing prototypes. Require 
ments: Masters Degree or 
equivalent in Business Admin 
|Accounting or related field and 
jtwe years 
Accounting, finance or, other} 


experience n 


|management or support posi 
|tion, knowledge of Peoph 
Enterprise Resource P! 

| Software. Salary 7,000/year. | 
|Working Conditions: 8:00 A.M. 
|to 5:00 PM., 40 hours/week,| 
jinvolves extensive travel and fre-| 
|quent relocation. Apply: Mr. Terry| 
| Kinney Armstrong County Job} 
|Center, 1270 N. Water St., PO} 
|Box 759, Kittanning, PA 16201,| 
|Job No. 2028309 


United Feature Synd 


4 


_ Where do you 
find the best technology professionals? 


es ue uulee ie 


JI COMDEX 
Fall 99 


Visit us at booth $2036 (Look 


&) FUJIFILM 


Med. 


rement 


Fuji Medical 
Systems U.S.A., Inc 
Human Resources 
Dept. - SET 
419 West Ave. 
Stamford, CT 06902 
Fax 203 708-9004 
or e-mail: ritac@fujimed.com 
FMSU is an EOE, M/F/D/V. 


roi 010 ae) 


) FUJIFILM 


at www 
diate 


requirements t 


Fuji Medical 
Systems U.S.A., Inc., H.R. 
Dept. 419 West Ave 
Stamford CT 06902, 
fax 203 708-9004 
e-mail ritac @fujimed..com 
FMSU is an EOE, M/F/D/V. 


ee) 
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meriAOURCEeE 


Consulting - Sofrware Engineering - Systems Ivreqration 
Online Services - Technology Transfer - New Media 


One of the fastest growing companies with global vision and a 
presence in 12 countries, we seek IT professionals, Technical 
Recruiters and Marketing Executives. Excellent benefits. EOE 


Current Openings 


GUIs: Visual Basic, Visual C++, PowerBuilder, Developer/2000, Centura 
Visual RPG, VFoxPro 

ERP Solutions : SAP, MFG/PRO,BaaN, Oracle Applications, PeopleSoft 
JD Edwards, Lawson 

Administrators : SAP R/3 BASIS, Unix, HP-UX, Solaris, AIX, OpenVMS. 
MVS, Lotus Notes 

DBAs: 082. Informix, Oracle, Syoase, MS SQL Server, Rdb/VMS. Progress. 
Adabas, Ingres 

4GLs: Informix, Progress, Cognos, FOCUS. Naturai/Natural2, ABAP/4, SQL 
Groupware: (Lotus Notes, Domino Server), (Exchange, Outlook, CDO. 
VBScript, lS) 

Skillsets : (VAX COBOL, Rdb/VMS, DECforms, ACMS), (Java, JOK, JDBC 
AWT, Java Beans, Java Applets), (Cobol Il, DB2, CICS), (Oracle, Pro*C, PL’ 
SQL), (Informix 4GL, ESQUC, Unix), (Unix, C++, RDBMS), (VAX C, Rdb/VMS) 
(IMS DB/DC, COBOL), (iDMS, ADS/O), (Datacom, IDEAL), (RPG/400 or CO- 
BOL/400, CL/400, DB2/400, Query/400), (VB, ASP. ADO, MTS), (VC++, MFC 
COM/DCOM, Remote OLE), (VB SQL Server, Crystal Reports), WISE 
CASE: Synon/2E (Cool/2E). Designer/2000, Rational Rose, ERwin, etc. 
Middleware: Tuxedo, Encina, CORBA 2.0 and I1OP-compatible ORBs 
(Orbix, Jasmine) 


Tel: 732.548.4300 - Fax: 732.548.4331 
email: ResumMe@AmeriSOURCE.cc 


CORPORATE: 379 Thornall Street, Edison, NJ 08837 
BOSTON: Newron, MA 0 CHICAGO: East Moline, i 
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about your 


Fran Quittel 


Ask Computerworld’ 
CareerAdvisor 


This new feature appears every other week 

and is Computerworld’s interactive 

career advice column. Simply submit your 
questions to Computerworld’s CareerAdvisor at 
http://www.computerworld.com/career_advisor 
and yours might be answered in the print 

and online pages of Computerworld 


by nationally recognized columnist 
Fran Quittel. 
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PEOPLE & 
TECHNOLOGY 


EDP offers an array of product 
solutions to help you create the 
ULC UC am aC 
TU ROU CEL 
PMOL AC ue aan CM 
CONUS COMO 
MOUSE CTU ROM Cl your 
life easier at work. And now, EDP 


LCM MI CACU Nm mT 


Visit our website and enter to win 

ra a * £ aT of three vacations 

se : ($2,500 value). And, because you're 
MER Cst TE Dd 
we'll give you a FREE RAND 
DT UC 

($15 value) just for registering at 


www.edp-usa.com 





Perea na hare 
Atlas (515 Value) for visiting our 
Ps a rei 
M three vacations ETAT 
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MARKETPLACE 


COMPUTERWORLD October 11, 1999 


For more information on advertising, 
call (800) 343-6474 Ext. 6000 


TTENTION: 


Attention! ‘will page you, or call you on the phone when 
critical system or network problems occur. 


wuw.attentionsoftware.com 


Supports UNIX, Windows NT, Windows V Personnel call in to Attention! to 


95/98, OpenVMS and OS400 acknowledge receipt of page 


Notification via numeric and alpha Fault tolerant design supports redundant 


pagers, telephones, and custom Attention! servers for immediate 


methods failover 


© Interfaces with all leading 


systenV/network management 


V Event filtering suppresses redundant 
notification for same problem 


products 
f WV Heartbeat monitoring guarantees systems 


Unlimited escalation guarantees and critical applications are running 
the right people are contacted 24x7 
A 2175 N. Academy Circle ¢ Suite 100 « 
Sc ! seaahe Colorado Springs, CO 80909 
"| vig (719) 591-9110 © fax (719) 591-9590 


Call for free demo software 800-684-1684 


Critical gaps in your apa Sip 


Crees 
/ Too much time ess as ae ee 
/ Lack of physical connectivity 


/ Poor communications between systems management products 


ae 


tT aCe ery 


hr ee A 


AlarmPoint 


Automated Notification & Response 


When problems are detected, contact the 
proper people via phone, pager or email. 


to learn how automated notifi 
can benefit your organization. 


To obtain your free 
AlarmPoint Eval CD, 

call toll free at 

(888) 221-0760 (option 1), 
visit our Website 

or email us at 
sales@SinglepointSys.com. 


weW! alarm 


Learn more by visiting our Website! 
www.SinglepointSys.com 


ta | 2 
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For more information on advertising, 
call (800) 343-6474 Ext. 6000 


Let us serve 
you 1n style 


ee -  -- 


Outstanding 


aa 


As a recipient of the prestigious European Industry Forum 


Award for design excellence, the NSR is second to none in 


ert w 


Compatibility, 


both form and functionality. NSR’s sleek, modular design 


allows you to store multiple servers while it manages the 


transition and growth of your advanced network. 


satanic Maximizes storage capacity 


F space requirements. 
Security, pace requirements 


Compatible 
ae ladle 


with virtually any network server. 


while it minimizes floor 


Network 
Server 
Compatibility 


Ships pre-assembled with advanced standard features. 


Quick and easy installation and reconfiguration. 


Maximum security and protection from overheating. 
: g 


800.558.7297 


ole[ Sli ee lee tle ele lie 
For Design Excellence 


ainframe Outsourcing: 0S/390, VM, VSE 
Year 2000: Mainframe Conversion Testing Environment 
Network Design, Installation & Maintenance Services 
Hospital Data Center Outsourcing Services 
Tape Conversions & Duplication 


Remote Computing Services 


y Merson / Nove a 


A Alicomp \ 
The Alternative to Large (T Vendors = 


Cost Effective 
Low Risk Migration 
Competitive Pricing 
Flexibility - Reliability - Trust 
Highest Quality of IT expertise and service 


Hands-on executive involvement in vendor/client relationships 
Call for a free brochure 1 (800) 274-5556 


www.alicomp.com 


A CBT Group’ eae, 


al V/iraning ey 
ib Training 


— 1998, 1999 WINNER... 


the Inst 


1998, a WINNER.. 


Year from 


RATED OUTSTANDING | 
* Codeveloped with Indust 
Leaders ” 
* Hands-On Exercises 


* Hundreds of Practice 
Questions 


* Self-Paced Study Format 
* Unlimited Telephone Tutoring 
* Easy Financing 
° eee Guarantee* 
Computer-based Training Courses Include: 
MCSE, CNE, A+, Network+, Cisco and more! 
* For Details On Our Money-Back Guarantee and 
A Free Catalog Call Today! 


Toll Free 1-877-TRAININ 
StI see ae yee or 


wy ISN & 


www.it-train.com 
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For more information on advertising, 
call (800) 343-6474 Ext. 6000 


He el eee Doe tie) 


made PKZIP DOS famous now drives 
enterprise networks onboard OS/390 


fe same algorithmic technology that 


CMOS processors. 


With PKZIP MuitiPlatform from ASi, you can 
compress and transfer data across || 
platforms from MVS to Windows. In 
today’s harsh open systems climate, it’s 


much more than just something nice to have. 


Start your FREE EVALUATION today. 


888-278-2203 


ERTERMS Owe 2:90 


internet: www.asizip.com - €-mail: saies@asizip.com 


SRP EA SBA b RAN Ee) 


Questionable. 


It all comes down to questions. Questions st Realistic MCSE and MCSD 


ns Available 


nswers and Explanations 


r Adaptive Testing Features 


1 Don’t Pass Guarantee” 


ising el aetadenheescsbtipiesnitihieiccicninaiaet snes eames 


Maximize The Efficiency 
Of Your Help Desk ! 


Free Demo Guarantees The Solutions To Your Worst Problems| 


Track-It!, your all-in-one Heip Desk 
software tool, puts an end to your 
Help Desk problems and increases 
your efficiency almost overnight. 
For example... 


“I chose Track-It! Why? Three reasons 
First, it offers a lot of bang for the buck 
Second, the audit clients feature was key 
Third, it is easy to install, easy to use and 
| can configure it on the fly. | recommend 
it without hesitation.” 

«Jeanie Roberts-Wyatt, 

Volvo Truck Finance NA 


“We considered many alternatives, but 
Track-It! was the only single product that 
met all of our Help Desk and inventory needs. 
"David Rose, United Way 


“We're using it to manage our Help Desk 
tickets across locations in 4 states. It's 
doing everything you said it would do and 
we're very pleased” 

«Jim Perry, GTE 


| Download a fully-functional demo at www.blueocean.com/demo/cwa.htm! 
Request a demo CD by calling 813-977-4553 or faxing to 813-979-4447 
When calling or faxing, ask for the “CWA Demo” 


CLIENTS 
SOLUTIONS 
SUCCESS 


NeZF 
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Track-It! software for Windows NT/98/95 
includes tightly integrated nodules for: 


* Help Desk 

* PC Inventory 

* LAN/Y2K Audit 

* Web Support 

* Reporting & 3D Graphing 

* Purchasing, Knowledgebase and more 








Looking for a team that offers the 
right financial solutions? Then look to 
Paul Couture and Tom Clinton for 

¢ Retirement Planning 

Estate Planning 

© Life Insurance 

© Business Continuation Plans 

© 401(k) Rollovers 

* Investment Strategies 
Paul and Tom know planning is 
essential and that most people fail to 
plan. They specialize in helping peo- 
ple create, conserve, and distribute 


assets. To learn more, call today 


AA THE 
ww" PATRIOT 


NEW ENGLAND FINANCIAL 
rowel Ay THE COURSI ww" GROUP 


Transcender’ 


Corporetor 


Paul H. Couture, CLU, ChFC « Thomas P. Clinton 
The Patriot Group + 50 Elm Street * Worcester, MA 01609 
Telephone: 508-791-0916 + Fax: 508-793-1855 * E-mail: pcouture@msn.com 


Transcender. America’s #1 Exam Preparation Software. 


To order, cai! Howard 615) 726-8 
WWW. traNSCENAEl.COM  siirouon comoratin wun er icons ae nal 


6-8779 or fax (615 


726-8884; 242 Louise Ave.; Nashville, TN 37203. 


+ trademark of 


New England Financia! is the service mark for New England Life Insurance Co., Boston, MA, ard reiated companies. 
Securities products offered through New England Securities Corp., Boston, MA 056-0999-1858 L19987184, Exp.10/2/2001 
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OREM Buc Relice ya) ye 


ys \ett hood 


If you're developing enterprise Web or 
Win32 applications in the Microsoft 
environment — and your time is tight — 
Mongoose is the solution. 


e-Mongoose oose inc. 


www.e-mongoose. SSS 
614.523.7100 phone 


Introducing ePack the industry’s first Web-based card pack 
| and your easy way to request information you need from 
vendors of IT products and services. Each month ePack 
| will be emailed to you full of special offers from IT vendors 


of hardware, software, training and networking products. 
Check it out at www.computerworld.com/epack 


If you are not currently receiving ePack via email, please 


register at http://epack.computerworld.com. 


It’s easy with ePack. 





1@ \ time istributed ea eee cu aed 


Camtasia tit Ai<cess, control, operate and manage 
Vey Ta say etwork (servers, hub 


ovement) 
ait laces & 


rrently 
| I Ta s-4e tee 
agement re Toyah me 


7 ri 73 un Mire ele 


shine! 


WWW. ECS arp cain / eerie 


— a. *¢ DICTRIBUTOR 
Emerging Compaifies 


Spotlight Page WANTED. 


\ssuifitates? é for Mature PC-Based 
es BUSINESS CONTINUITY 


VIB, 11/22, 11/29, 12/6) | s RECOVERY PLANNING 


SOFTWARE 
For advertising information ~ =< with Worldwide Usage 
call the aed at 


CONTACT: 
cuit Market oll cown 


eV ee autre 


oR 


Sant aon on tee rging Com partes 
ee oe 


516.623.2038 Fax: 516.223.2128 
www.drsbytamp.com 





Netscape: Computerworid ePack 


2 242 & asst @ 


Back Forward Reload Home Search Guide mages Print Security Stop 


* Location: ip fattp 77 


computer or kd som /epack 4 


your easy way to request 


| 
Weicome a Pack the industry's first Web-based card pack! 
ompul ort ck is 
ot 


information directly from leading IT vendors Just follow the 


a section from the menu below 
men m to your list 
Out” button below when you are finished browsing 
® aetna — ctions that appear att top of each page 
mputerworid ePack! Your requesied information will be 
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SVP/Publisher 
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Sher 
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SALES OPERATIONS MANAGER 
SPLAY ADVERTISING COORDINATOR 


SEMIOR SALE 
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HAVE A PROBLEM WITH YOUR COMPUTERWORLD SUBSCRIPTION? 


Computerworld, P.0. Box 2043, Marion, Ohio 43305-2043. 


pyy 


y 


Address Changes or Other Changes to Your Subscription 


Your New Address Goes Here: Address shown: 


Other Questions and Problems 
re efficiently by mail. However, should you 

the following toll-free number is available: 1-800-552-4431 

Outside U.S. call (740) 382-3322. Internet address: circulation@cw.com 
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WEEK IN STOCKS — 


52 OCT.6 WANET WKPCT OCT.8 WENET WKPCT 
EXCH «= WEEK «RANGE 2PM «CHANGE CHANGE = EXCH 2PM «CHANGE CHANBE 


SOFTWARE UP 3.2% 


Qwest Software Inc. (H) 
Macromedia Inc. (H) 
Sterling Commerce Inc. (L) 
Bamboo.com (H) 

Sprint Corp. (H) 

eToys Inc. (H) 

Cybercash Inc 


Nextel Communications (H) 


DOLLAR 


Juniper Networks Inc 
Qualcomm (H) 

Ariba Inc 

Qwest Software Inc. (H) 

eToys Inc. (H) 

Lexmark Internat’! Group Ne (H) 
Nextel Communications (H) 
Uniphase (H) 


TenFold Corp. -33.0 
Structural Dynamics Research -26.9 
zard Data Systems (L) -24.9 

rox Corp. (L) -24.0 
-15.0 

re Computing Cort 12.0 
Sybase Inc -10.7 
Hyperion Software -10.6 


DOLLAR 


Xerox Corp. (L) -10.00 
TenFold Corp -9.06 
BMC Software Inc. (H) -6.75 
Sungard Data Systems (L) -6.06 
IBM -5.81 
Fiserv -4.69 
Structural Dynamics Research -4.25 
Affiliated Computer Services -4.00 


MCI Bid Boosts 
IT and Sprint 


Analysts show strong 
support for acquisition 


BY DAVID ORENSTEIN 


LL THAT financial analysts 


seem to be asking about 


plum for MCI WorldCom (Nas 
dag:WCOM) is Sprint’s (NYSE:FON) 


personal communications services wi 


ess system, which has been racki 


new customers at a record pace, says TELECOMMUNICATIONS CARRIERS UP 6.7% 


William Benton, an analyst at Williz 
Blair & Co. in Chicago. MCI WorldCon 


hasn't had its own wireless service 


MCI WorldCo®D —E__reen Benton says. Now, “it’s a de 


ic 


t for Sprint has put together,” he say 
Corp. is, “What’s not to like? ALMANAC ‘It’s a great strate 
) 


By buying Sprint, the No 
long-distance provider swallows up No 
3, closing its gap with leading player 
AT&T Corp. (NYSE:T). But the real 


Sprinting Ahead 


Sprint stock has risen sharply during 


the past few weeks as analysts marked 
it as a takeover target. Its suitors, MCI 
WorldCom and BellSouth, have sagged 
a bit during the chase. 


@= Sprint e= AT&T 
MCI WorldCom BellSouth 


19%, 


1 ono 


Ay a ae se 


“Md 405, 


60 ATs 
" 


Inc.’s $129 billion INDUSTRY ly set of assets that WorldCom 
bid fi > ” » cave 


h 
€ 


er,” agrees Joseph Eshoo, 

inalyst at A. G. Edwards & Sons Inc 
St. Louis. Like Benton, he says Sprint’s 
wireless system is arguably the t 
out there 

But Eshoo and Benton part ways or 
what the combination will do for MCI 
NorldCom sharehoiders. Benton 


pre 


licts that the now-whole MCI World 
Com will be able to grab more than its 
share of telecommunications business 
Eshoo says the combination only means 
that the companies, which had been 
overpriced separately, now merit their 
current valuations 

4 prominent wild card in the deal is 
the stringent regulatory review that 
Federal Communications Commission 
Chairman William Kennard promises 
Eshoo says MCI WorldCom will proba 
bly have to sell off Sprint’s Internet as 
sets, as MCI and WorldCom had to do 
when they merged last year to get the 
approval of the European Commission. 
The assets were then valued at $4 billion 

But Benton says regulators have no 
legitimate fault to find in this week’s 
announced merger. Not only is AT&T 
still a massive powerhouse, but the deal 
will also likely pave the way for the 
Baby Bells to jump into the long-dis- 
tance market as well, he says. D 


SERVICES OFF -1.2% 


SEMICONDUCTORS, CHIPS & EQUIPMENT UP 0.6% 


COMPUTER SYSTEMS 


STORAGE & PERIPHERALS UP 0.4% 


efforts ar 
guarantees can be 
puterworld assume 
For information on CNET Investor's custon 


nancial research services, call (303) 938-1877. 





Main phone number 


Main fax number 
24-hour news tip line 


www.computerworld.com. 


@ the n 


firstname _lastname@computerworld.com. 


S 


firstname_lastname@idg.com. 
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MCI/Sprint Deal 


to be called WorldCom, would 
have about $50 billion in rev 
enue and would be a formida- 
ble rival to AT&T Corp. But 
the deal still must pass regula- 
tory muster, which won’t come 
easily. 

Although MCI WorldCom 
would grab Sprint’s wireless 
might have to 
dump Sprint’s Internet compo- 
nents to get government ap- 


business, it 


proval, several analysts said. 
But users aren’t happy about 

the Big Three 

carriers turning into the Big 


Two. “I’ve got some concerns 


long-distance 


for the loss of competitiveness 
with one less provider,” said 
George Mavris, manager of op- 
erations at Citgo Petroleum 
Corp. in Tulsa, Okla., and an 
AT&T 
player means a little less lever- 


customer. “One less 
age at the bargaining table.” 
Analysts said having only 
WorldCom AT&T to 
choose from means companies 
seeking a backup network for 


and 


protection in disasters will 


have only one choice. 


Poor Integration 

Another big concern is cus- 
tomer service. MCI WorldCom 
has been notoriously poor at 
integrating the MCI 
WorldCom networks since that 


and 
merger was approved a year 
ago, said Pierce. She added that 
and 
technicians were replaced, and 


customer service agents 


many clients she works with 
saw billing errors and installa 
tions that didn’t happen 
Having made 60 acquisitions 
under the WorldCom name, 
MCI WorldCom CEO Bernard 
Ebbers’ “interests are definite- 
ly in mergers and acquisitions 
and the company is not inter 
ested in building their own 
customer Glenn 


base,” said 


Seidman, director of technical 
services at Complus Data In- 
novations Inc. The Hawthorne, 
N-Y., company was burned by 
the MCI WorldCom frame-re- 
lay network outage in August 
[News, Aug. 23]. 

“They have nonexistent cus- 
tomer service,” Seidman said. 

The Chicago Board of Trade 


lost all electronic trading dur- 
ing the outage and complained 
about not getting clear an- 
swers for days about the prob- 
lem. “We look forward to an 
improved relationship with the 
new company,” a_ spokes- 
woman said. 

“Bernie Ebbers fell asleep 
during the frame outage. And 
while any company deserves to 
make a mistake, they just didn’t 
have any 


emergency plans,” 


said Russ Hilliard, president of 


Internet USA, an Internet ser- 
vice provider in Kearney, Neb. 
He said MCI WorldCom’s fail- 
ures on the frame outage have 
cost him nearly $100,000, and 
he hopes regulators take the 
carrier’s handling of the prob- 
lem into account when review- 
ing the merger. 

John Sidgmore, vice chair- 
man of MCI WorldCom, said 
the lessons from the outage 
will help the company improve 
customer “We will 
deal with customers, 
learn, and service will be bet- 
ter as a result,” Sidgmore said 


service 


we'll 


Several customers ex- 
pressed hope that Sprint’s rep- 
utation for high-quality cus- 
tomer service will rub off on 
WorldCom. But Brian 


owner of Ruralnetl.com, an In- 


Janus, 


ternet service provider in Os 


Continued from page 1 


Business Trades 


scanaonline.com), an online § 

and electricity auction. 
Meanwhile, 

ready established digital mar- 


business at al 


ketplaces is booming 
In the $300 billion energy 


market, for example, elec- 


tricity traders are executing 
$12 billion per year in transac- 
tions at Houston-based Altra 
Technology Inc.'s 3 
Web 


altranet.com 


All of these digital bazaars 


Energy 


year-old site, www. 


match worldwide buyers and 
sellers, many of whom previ- 
ously conducted business ex- 
clusively via phone calls and 
long-term relation- 
ships with suppliers. 


Beyond that, however, many 


personal 


of the same inefficiencies — 
such as getting order confir- 


NEWS 


Recent WorldCom History 


Highlights of WorldCom’s buying spree: 


# LDDS Communication Inc. buys IDB Communications 
Group ($700M stock swap) and WilTel ($2.5B) 


= Renames itself WorldCom 


# Buys 30% stake in TCI 


Telecom (an Irish telecommunica- 


tions company) and Choice Cellular; terms not disclosed 


# Buys MFS Communications Co. (owners of UUnet) for 


$14.4B in stock 


# Buys BLT Technologies Inc. for $85M in stock 


© Buys Brooks Fiber for $2.4B 


® Buys share of CompuServe for $1.2B in a stock-for-stock 
exchange; buys ANS Communications (AOL’s Network Ser- 
vices company) in exchange for AOL receiving Compu 
Serve’s Interactive Services Division and $175M in cash 


# Buys MCI for $37B; renames itself MCI WorldCom 


# Buys CAI Wireless 


® Buys Wireless One for $22.6M 


® Buys SkyTel Communications Inc. for $1.3B in stock 


® Announces $129B merger with Sprint; new name: WorldCom 


kaloosa, Kan., 

from both com 

neither one is good 
During the f 


ties and said 


-relay ou 


mations *king ship- 


ments gue sup- 
pliers, manufacturers and oth- 
er supply-chain partners re- 
main unchanged. The reason is 
that most business-to-business 
Web sites rem 


ia stand-alone 
exchanges at I 


yrders can 
be placed but not easily inte- 
grated back into buyers’ and 
sellers’ corporate systems. 


For instance, Cleveland 
based Olympic Steel Inc. reg- 
ularly 


metalsite.com to buy raw 


goes online to www. 
mate- 
rials. 

that 
happens off-line,” said Frank 
corporate 


“But everything after 
j 


Ruane, director of 


purchasing. For instance, there 
are no confirmations of orders 


“We 


clude the transactions online 


over the Internet. con- 


then we go back to the old way 


of doing business,” which 


means back to the fax machine 
and telephone, Ruane said. 


Beyond getting a_ better 


Ruralnetl.com lost its T1 
service from MCI WorldCom, 
and under 


refund 


negotiations are 


way for a_ suitable 


I don’t think I get many 


price, 
efficiencies. From a business- 


to-business standpoint, the 
technology is just not as ad- 
vanced as something like Ama- 
zon.com,” he said. 

To get over this hurdle, digi- 
tal marketplaces 


choice but to get into the sys 


have no 


tems integration business, ac 
cording to Scott Latham, an an- 
at AMR Research Inc. in 
Boston. 


alyst 


“Right now is the beginning 
stage. The real-time informa- 
tion and ability to match sup- 
pliers and buyers is fabulous,” 
Latham said. “But these verti 
will 
specific integrators 
who are familiar with their in 


cal marketplaces need 


systems 


dustries.” 

For example, “if General Mo- 
tors decides to press 10% of its 
steel needs through a Web site, 
that Web site is going to have 
[the auto indus- 

[data exchange] 


to support 


try’s] ANX 


Meanwhile, _ the 
subscribers use Sprint lin 
local access. But “ev 
you call Sprint for servi 
get a recording sayin 
periencing heavy cal 
Neither 


tomer 


company runs 
service 
Janus said. 


Moir 


International 


would, 
Brian counsel 
Communica 

tions Associ 

business user grou 


aid the 


frame-relay disaster 
was handled poorly by Ebbers 
MCI WorldCom. “There 
stark the 
MCI WorldCom handling of its 


that of 


and 
was a difference 
outage compared to 
AT&T’s outage a year earlier 
Moir said. “AT&T was friendh 
ind MCI World¢ 

Moir 
acquiring companies h 


lowed MCI WorldCom to inte 


om was not.” 


said Ebbers’ haste 


grate the networks of those 
a problem that 
may when MCI 
WorldCom tries to ir 
the larger Sprint network 


Hank Levine 


companies — 


get worse 


a Washington 


attorney who helps Fortune 
100 companies negotiate 
tracts with carriers, describ 
MCI WorldCom 

ious” for 

with; Sprint, he sai 


user-friendly.” D 


Latham said 


standards,” 


One digital marketplace 
working on such 


New York-based e-Steel Corp 


services 1S 
(www.esteel.com). The compa- 
ny has partnered with El Se 
gundo, Calif.-based Computer 
Sciences Corp. to integrate 
buyers’ accounts payable sys- 


sellers’ inventory 


systems directly with e-Steel’s 
marketplace system 


Now 


rate data files with updated in- 


e-Steel receives sepa 
ventory and payment informa 
tion from sellers and buyers 
“Under phase two, we'll be 
further integrating directly to 
[enterprise 


users’ resource 


planning] systems,” said Jeffrey 
Czarniak, e-Steel’s vice presi- 
dent of product development 
“We want to make transac- 
tions truly seamless, such that 
a_ seller’s 


would automatically 


inventory system 
update 
[its offerings] on the e-Steel 


site,” he said. D 
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Innovation time? 


HEN’S THE RIGHT TIME to be innovative? Hey, 
let’s face it, we love trying new stuff. Innovation 
is challenging, exciting and fun. Standards, on 

the other hand, are boring. But in almost any IT 


project, figuring out when to innovate 


and 


when to do the opposite, to standardize — can spell the difference 


between success and failure. 


The rule is simple: You innovate to add capability. You standardize 
to cut costs. And if you don’t use IT innovation and standardization 
at the right times, you won’t get the business results you want. 


ardization mantra. We 

lity products that 

r out of the box. We put standard 

hardware on users’ desks. We 
commerce standards that let 
ly with customers and suppliers 
its-all approach doesn’t usually 
at users or business partners 


rhat’s not why we use 


You 
innovate to 
add capability. 
You 
standardize 
to cut costs. 


tn cust 


Capabiliti 


+ is Expensive 
IS expensive 
costs 


It’s that 


more than commodity 


when you're creating genuinely 
new systems, you don’t know 

exactly what you're doing. You'll 

hit blind alleys, make wrong 

acktrack. The payoff comes if, 


in do things that leapfrog the 


guesses, have to | 
in the end, users « 
competition and do more business. But innova- 
tion won't save money. 

So which is the right choice? It all depends 
on what you're trying to accomplish. If your 
management expects lower IT costs, don’t pitch 


fewer ERP specialists and upgrade more easily 


innovation. If the boss wants a competiti 


vantage, don’t look for it through star 
ition 


Say you're putting in an ERP system. If your 


goal is to save money, make it as standard as 
possible — default configuration, fast-track 


installation. You'll get it in place faster, need 


True, 


standardization is boring, but it’s chea 
lacide metimec inect 
(Besides, sometimes ust & 
an ERP system to work is excite- 
ment enough.) 
. r — i¢. ++ » 
But to deliver special features 
that give users more business 


leverage, you'll have to do lots of 


configuring and tuning, as well 


as Dulid extra pieces yourself 
That innovation will cost more 


. 


— in time, effort and consulting 
fees — but 


but for that higher price, 
you'll get new capabilities 

Or maybe it’s an e-commerce 
project. A tried-and-true, well- 
tested product will go in w 
no expensive surprises but 
deliver nothing special to custo- 
mers. Something more innova- 
tive might deliver more business 
— but at a higher cost in dollars, 
sweat and time. 

Sure, you can mix and match 
— say, building a custom system 
on garden-variety PCs and net- 
works, or rolling out wireless 
handhelds that communicate 
with standard back-end servers 
using standard protocols like 
HTTP. 

Just make sure innovation and 
standards produce the systems you're supposed 
to be making — whether that means making it 
great or keeping it cheap. D 


Hayes, Computerworld’s staff columnist, has 
covered IT for 20 years. His e-mail address is 
frank_hayes@computerworld.com. 
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AND 67,000 OTHERS 


HAVE CHOSEN LOTUS. 


This is Bill Friel, Chief Information Officer at Prudential? Not long ago, he 
orchestrated a massive expansion of the number of Lotus Notes® users throughout his 
company around the globe. 67,000 in all. He did it without any major complications 
and to the great satisfaction of his colleagues. In his words, Lotus has become a 


XN t 


“mission-critical” solution. Now Prudential employees can take advantage of the 


collaborative superiority, reliability and security offered by Lotus Notes and D« 
This lets them communicate with their customers anytime, anywhere to provide out 
customer service. Becoming a mover and shaker yourself is actually quite simple 


Find out how to make mail migration quick and painless, by calling 1 800 872-3387, ext. E511 
; Or visit www.lotus.com/supermove 


ee — SUPER.HUMAN.SOFTWARE 


©1999 Lotus Develooment Corpora':on, an IBM company All rights reserved. Lotus and Lotus Notes are cegistered trad 
trademark of International Business Machines Corp AY other comoany names are regpsterad trademarks of their 


An IBM Company 
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SQCME INC. 
m9 55-4253 


In today’s world, the information has to be there. If it’s unavailable for even a moment, you'll lose customers. VERITAS® 


software ensures you have the highest level of information availability possible. So instead of losing customers, your 


business can keep winning new ones. Call 1-800-729-7894 x: 81016, surf www.veritas.com, or start making those flyers. 
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BUSINESS WITHOUT INTERRUPTION. 








